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)°48 Nash Bows; 


Washington authorities expect 
.the special session starting Nov. 17 
*to continue until a few days be- 
fore Christmas. 


* * * 


Ohio voters passed the anti-di- 


way use carried nearly two to one. 


2 iia oa alae eat tte 
trees like cocoanuts stun you ifito 
‘ignorance of the fact that, in this 
case, the law of gravity will be re- 
pealed, and replaced by the law of 
salesmanship in a buyer’s market. 
* 


. * 
For Dobbin 

Restoration of an abandoned 
watering trough on the courthouse 
lawn in Marshall, Tex., has been 
voted by the city commission. 

In keeping with the times, an 
adequate off-street parking area 
and other comforts for Old Dobbin 
are said to be under consideration. 


> * * 


Seller’s Market 
Dollar volume of September sales 
in retail stores amounted to $9,285,- 
000,000, about 13 percent above the 
"game month last year, according 
to the Department of Commerce. 
The department’s September in- 
dex of retail sales rose 5 percent 
over August and about 3 percent 
Over the previous high set last 
June. Automotive sales in Septem- 
ber equalled the former high set 
in April this year. 


Prices Boosted 


$12 to $40 


PaPROVEMENTS in styling, rid- 
ing comfort and mechanical per- 
formance are features of the new 
1948 Nash cars being introduced 
this week in dealer showrooms 
throughout the nation. 

Price increases range from $12 
to $40. 

Both the medium and low- 
priced lines are by 
changes in exterior and interior 
atem poriaine, a more luxuri- 

us appearance, it is said. 

“To avoid erates Nash pro- 
duction schedules, styling changes 
entailing new tools and dies were 
held to a minimum, according to 
H. C. Doss, vice-president and gen- 
eral sales manager. 

In its new 600 series, Nash has 
added a deluxe business coupe. 
Nash also has added to its me- 
dium and low-priced cars a new 
line of special “custom interiors” 
incorporating interior styling, color 
treatments and upholstery refine- 
ments formerly available only in 
custom-built automobiles. 

- * + 

HE new Nash '48s feature 26 

engineering improvements, ac- 
cording to Doss. Mechanical 
changes include advanced cushion 
mounting of engines, better cool- 
ing and lubrication and the new 
larger low-pressure super-cushion 
tires, recently announced by Good- 


| year. 


The new cars include three 
different body types in the Nash 


r series and four 
(See NASH, Page 41, Col. 3) 
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a ieAda Defends Dealers 
g As AAA Flays Distribution 


© 


Sees ‘Chaos’ 


Calls for Correction; 
Rising Costs of Car 
Operation Also Hit 


ASHINGTON.—Charging “cha- 

otic conditions” in the new and 
used car markets, the American 
Automotive Assn. last week called 
on the Automo- 
bile Manufactur- 
ers Assn., NADA 
and the National 
Used Car Dealers 
Assn. to “work 
out promptly a 
cooperative pro- 
gram designed to 
correct these 
abuses.” 

Nearly 500 dele- 
gates from U. S. 
and Canadian 
motor clubs, attending the AAA’s 
45th annual convention here, also 
adopted a resolution urging the 
auto industry to check the_ rising 
costs of car operation which 
threaten “untold damage to the 
economic life of the country and 
to transportation as well.” 

Eprror’s Note: On the contrary, 
the recent comprehensive Crowell- 
Collier survey of public opinion 
found that 78 percent of those 
who patronize dealers for service 
thought the charges reasonable. 

Robert J. Schmunk, president of 
the Cleveland Automobile Club, 
was named president to succeed 
H. J. Brunnier of San Francisco, 
who served three terms. 

a * * 

- RAY CORY, chairman of the 

AAA’s Consumer Relations 
committee, reported his committee 
has found that removal of price 
controls, coupled with inability to 
meet new-car demand, “has _ re- 
sulted in a number of practices 
which, while usually not illegal, 
are inimical to the public interest.” 

Among these practices he listed 
these: 

Ready availability of 1946 and 

(Continued on Page 36, Col. 1) 


R. J. Schmunk 


Car Output Up to 76,782; Trucks Down 


By Bernie Thomas 
, Staff Writer 
p UILDING more passenger cars 
* and less trucks daily, U. S. 
Butomobile plants completed the 
week of November by turning 
tt 99,643 vehicles, according to 
AvtTomotive News estimates. 
Broken down, last week’s U. 8. 
output included 176,782 cara and 
22,681 trucks...Canadian plants 
fadded another 6,377 cars and 
‘trucks, bringing the total to 105,- 
840 in both countries. 
In the previous week; .U. S. plants 
uilt 74,532 cars and ‘25,335 trucks 
total of 99,867 units, instead of 
e 101,554 previously’ predicted. 
pmbined U. S. and Canadian car 
nd truck output that 
6,078. 


in This sea 
Page 18 


As previously reported, vehicle 
output in October hit a new post- 
war high. Final Automotive News’ 
tabulations place total car and 
truck output during the month at 
458,565 units in both countries. 

+ oe - 


NCLUDED in the October total 

were 315,971 cars and 117,018 
trucks from U. S. plants, along 
with 25,576 units built across the 
border. 

It is unlikely that November 
production totals will approach 
the level of. those obtained in 
October. There were 23 working 
days last month, while November 
offers only 19. 

U. S. plants started the month 
hoping to build about 305,000 cars 
and 86,000 trucks for a total of 
391,000 units in November. But last 
week such schedules appeared too 
high for attainment. 

Preparatory to a changeover to 
new models, Ford truck produc- 
tion was halted and will resume 
near the end of November. Hudson 


was still creeping into volume as- 
sembly of its new models. 

It is reported that Dodge truck 
production will also be curtailed 
by the end of the month for model 
changes. 

(See PRODUCTION, Page 41, Col. 3) 


Production 


Automotive News Estimates 
U. 8S. Cars, Trucks 


99,463 99,867 


Last Prev. Lae 

Week Week Week 
For complete production totals 

by makes, see table, page 41. 
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An Editorial 


The following case has 
far-reaching implications 
of court interference with 
legitimate private business. 
If the decision is allowed to 
stand, the last vestige of 
free enterprise will have 
disappeared. 

Under an interpretation 
of this decision, no one 
would be free to complete 
a private deal without 
threat of court interfer- 
ence. This case is the con- 
cern of not only every auto 
dealer and factory but of 
everyone who does business 
in the nation. 


* * 


Buyer Wins Suit 
On Tradein Value; 
Buick to Ap 


THE first case of its kind, a 
jury in Common Pleas court 
ruled last week that the Detroit 
Buick factory branch had allowed 
a new-car buyer too little for’ the 
car he traded in. The. decision is 
being appealed. 

The verdict, returned in the court 
of Judge James Jeffries, awarded 
Sol A. Dann, a Detroit attorney, 
$100 damages. 

Dann had asked $200, saying 
that he had been forced to trade 
in his 1941 Buick, which he val- 
ued at $1,000, for $800 in order 
to buy a new car. 

Numerous similar suits followed 
that of Dann, which was filed last 
July. Observers believe thousands 
of other suits will be filed through- 
out the U. S., if the Buick ruling 
stands. 

* + * 


OUNSEL for General Motors 

contended that since Dann had 
accepted the dealer’s valuation by 
taking delivery of his new car, 
he was not legally entitled to re- 
dress. Dann argued that he had 
completed the deal under protest 
in order to get his new car. 


The decision was reached .in 
the second trial of the case, In 
the first trial, the jury was un- 
able to reach a verdict. 

Dann declared he filed the suit 
“not for the money, but for the 
principle of the thing.” He said 
he’d give the money he collected 
from GM to the League for the 
Blind. 


Mechanic Pay Up 
Ranges $1.24 to $2.05 
In 32 Large Cities 


WASHINGTON.—The average 
hourly straight-time wage of 
mechanics during July in 82 
large cities ranged from $1.24 
to $2.05, according to the Bu- 
reau of Labor Statistics. 

The bureau found wages in 
the Great Lakes and Pacific 
Coast states substantially over 


creased at least 10 percent over 
last year in half the cities sur- 
veyed. 


Retailers Fair, 
AMA Finds 


Low List Prices Held 
At Root of New 
Car Resale Problem 


R2ELYING to public criticism 

of automobile distribution, 
George W. Mason, president of the 
Automobile Manufacturers Assn., 
asserted last 
week that the 
vast majority of 
dealers are being 
as fair as human- 
ly possible. 

He indicated, . 
too, that the 
m anufacturers 
were in a _ posi- 
tion to know the 
facts since they 
had investigated 
thousands of re- 
sale cases. 


At the root of the resale prob- 
lem he found the fact that man- 
ufacturers were so pricing their 
product that their dealers sold 
them at prices below which peo- 
ple were willing to pay. 

, he said, made it possible 
for individual customers to resell 
their automobiles at substantial 
profits. 


* * * 


AM manufacturers, Mason said, 
“provide their dealers with fac- 
tory retail or suggested list prices 
which today not only are gener- 
ally below what the cars could be 
sold for but also, almost without 
exception, are used by dealers in 
calculating their local delivered 
prices.” 

Mason’s statement sought to 
define the relationship between 
dealers and manufacturers in 
distribution. 

Some people, he said, had pro- 
posed that automobile manufactur- 
ers regulate all details of their 
dealers’ business, “and that they 
cancel franchises of dealers who 

(Continued on Page 9, Col. 1) 


Top Cars 
New car registrations for eight 
months, plus 42 states for Sep- 
tember: 


1947 
Pos. 


1—461,066 
2—369,202 
3$—226,758 
4—170,467 
5—147,898 
6—146,899 
1—129,898 
8— 75,888 
9— 72,781 
10— 72,788 
il— 71,341 

12— 66,429 

18— 50,639 

14— 38,683 
15— $2,295 

16— 32,099 

17— 30,486 

18— 16,905 

19— 16,871 Willys 

20— 11,186 Crosley 


Total All Makes 
2,240,458 1,026,322 
For further details see page 

18, today’s issue. 


1946 

Pos. 
157,081— 2 
196,908— 1 
141,605— 3 
57,382— 5 
91,017— 4 
53,818— 7 
41,975—10 
54,149-—— 6 
46,818— 8 
$2,516—138 
833,205—12 
44,305— 9 
38,079—L1 
11,056—15 
19,952—14 
2—20 
8—19 
5,555—16 
16—18 
5651—17 


Make 


Chev. 
Ford 

Plym. 
Buick 


e 
Pontiac 
Olds 
Nash 
Hudson 
Mercury 
Stude. 
Chrysler 
De Soto 
Cadillac 
Packard 
Kaiser 
Frazer 
Lincoln 
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Parley Airs Coming Trends . 


Body Engineers Look 
To ‘Elegant Simplicity’ 








“PLSGANT simplicity” will key- 
4 note coming automobile design, 
it was agreed last week by speak- 


is fashioning the pontoon chassis 
so that the car will not be mis- 
taken for a miniature version of 
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UAW Co-op Plan 
Lists Fuels and 


Car Accessories 


DETROIT.—Auto accessories, oils 
and gasolines are the latest items 
to be added to a growing list of 
household and _ daily-use items 
planned for cooperative distribu- 
tion at wholesale prices by a group 
of 20 PAW-CIO locals here. 













a bus 
“Weve got to give these new 
cars a slender appearance even 


ers at the annual technical con- 
vention of the American Society 
of Body Engineers in Detroit. 


Long-range plans call for inven- 
tories that will include household 
goods and appliances, auto acces- 












































But eminent stylists coupled | with the roomier bodies,” he said. I preci 
their forecasts with a warning | “Wide walls of steel should be sories, gasoline, coal and oil in take: 
against ultra-radical designs | discarded in favor of designs that = to og ——— of busiz 
which possess sex appeal but lit- | ‘thin up’ the car while giving 3 ; staple groceries w on sale, ac- i 
te ‘else inthe way of safety, | the maximum in interior room.” | mega." stint Wat wns ulti tata teen te ita | cOPeine, to Thomas Thompson, Ford | ye 
comfort and general practicality. Tracing the introduction of post- | foreground are the last of the 1947 models. Far down the line come 19488. Details Local 600 president. assoc 
Similar advice was given at|war designs since the end of the } new line will be announced to the public Nov. 15, it was announced by K. B.| Tnompson announced that his danc 
meetings on small cars, seating | war, Stevens declared there should | 5"Serics of dealcr meetings on the new curs, Poul G, Hofman, president, tt Plans’ for executive board has appropriated tions 
comfort, materials in body g>n-|be no surprise at the “conserva-| board chairman; ©. K. Whittaker, head of The Studebaker Pacific Corp.; Paul R. | $10,000 to fix the basis for an ex- ally 
struction and passenger-car body|tism” evinced in those models = general sales manager, and Elliott will take part in one or more conferences | panded system of distribution of time 
engineering. shown to date. Se ee ee goods .and services. Part of the danc 
eye Pre er ee tae ee Kaiser-Frazer, Studebaker $10,000, he pointed out, will go to despi 

to the president of ecker an ackard entries were cited by ay the sal of a full-time di- 
Mfg. Co., told the styling session | Stevens as cars which “though not Blackout for Reds? recter. = cated 
that “elegant simplicity” means|the expected Buck Rogers Beetle ao According to The Detroit Free pract 
that cars should look like “some-/jobs of all-plastic, do represent a Reuther Forces Confident of Sweep as UAW Press, plans for the establishment locat 
thing meant for the highway, not/definite general postwar design h . of a community-wide cooperative came 
like ocean liners, motor boats or | motif.” Gathers for Stor my Convention movement to be nkown as the Mo- R. 
superjet pursuit planes.” He said that the “Buck Rogers tor City Cooperative is still in prog- Vi 

His view was echoed by Brooks| super-duper baby, with atomic By ine Seeten aie of such labor organ- ress. Its sponsors include CIO and oan 
Stevens, Milwaukee industrial de-| power, ship-to-shore telephone, HE UAW-CIO convention this Ste. Sina Gam pliance | AFL officials, public officials and obta 
signer who has been appointed | and pipedin Manhattans and | | week will deal a stinging blow| could ‘serve to disqualify the | Professional people. Plans call for ben 
styling consultant for Kaiser-| Martinis, will be a long, long to the Co ietbaotned Sotbivin UAW t ite I t the sale of $250,000 in stock. talk 
Frazer. time coming.” o the Communist-backed le gz, or any 0 locals from ; a 

R.s8i 8 The pontoon-sided bodies on the | it was forecast on the eve of what NLRBB ‘privileges, which are in- Motor City Cooperative has plans ti 

TEVENS listed the following|Kaiser and Frazer cars, Stevens promises to be automotive labor’s| dispensable in organizing cam- | for at least 12 supermarkets in De- 4 | 

styling advances as accepted |said, reflect the “most logical man- most raucous gathering in many| paigns and unfair practices cases. | troit. It is said that already —_ bi , 
postwar trends in motor car de-|ner in which to eliminate individ- | ¥e@Ts. Reuther supporters, however, ex- bers are able to buy men’s — eda : 
signing: ual fender bulges as such.” How-| With the first convention session | Pect that the leftwing leaders may | children’s clothing at cost a ns 
Pontoon-sided bodies; sweeping, |ever, he added these words of ad-|scheduled for today (Nov. 10) in|change their tune should the con-|from a Detroit wholesaler. he fan 
bustle-backs as opposed to torpedo | vice: Atlantic City’s municipal audito-| vention give a substantial mandate|name of the wholesaler was not ent 
styling; shorter, sloping hoods for . .. We find ourselves confront-|rium, indications were that by|in_ behalf of compliance. revealed. aro 
greater vision; wrap-around bump- |ed with full-width sheet metal body | week’s end President Walter P. They predict that such a vote ee loam 
ers; subtler, simpler grilles with|sides as the greatest cross-wide | Reuther will have won his drive will be forthcoming, in view of Welsh Heads U | speal 
less of that “chrome-plated juke- | extremity of the vehicle completely |for control of the UAW’s polic« the rising opposition to Communist Pp | ~_ 
box look,” and larger side window |jat the mercy of side swiping, ga- |making machinery. domination in labor and the popu- K. F t Dallas tendi 
openings with further utilization of | rage door jambs and last, but not Besides gaining a second term a of current U. S. ~—— to -Fr a 
the rear windshield. least, the unmerciful opening of! for himself and a favorable ma- | !0ck Soviet expansion in Europe.| wiftLOw RUN.—The appoint- | 

Walter D. Appel, chief engineer | neighboring doors in the ‘greatest| jority on the international exec- HE deadline f pontest ¢|ment of Arthur W. Welsh as re- Rece 
of Willys-Overland, maintained | body repair shop salesroom’”—the/| utive board, most observers ex- the na vite red oa Gen. th. bun gional sales manager of Kaiser- | (Qf ] 
that high living costs have paved | Ameri¢an parking lot. pected Reuther to win convention : S di av NERE S i e Frazer Corp. in | NTO 
the way for the advent of small- ey ae support for his policy of compli- offen ee door haan ieee oihiion the Dallas area | : 
er, lighter cars in this country. ‘Tt IS interesting at the moment| ance with the non-Communist There Sa “eatin oo seein has been an- a 
He predicted, however, that U. S. to visualize a Kaiser automo-| provisions of the Taft-Hartley tine the affidavits for future labor nounced by C. A. olesl 
engineers would not repeat the/| bile parked next to a Frazer auto-| law. ane oon DeSmet, director of b 
mistakes of the Europeans and/mobile, with each owner wonder- A majority of the 22-man board Only three large unions remained of regions for ties 5 
come up with a “car too small for ing which window to climb out |has already voted to sign affidavits |in the non-compliance group after wr, tion | 
the American market.” of,” Stevens said. asserting they are not Communists. |the Oct. 31 deadline. They are the Welsh has al- De 

The trick of designing a small “Certainly, these sheet metal |But UAW Vice-Presidents R. J.|United Steel  Workers-CIO, the ready assumed 4 le 
car is to make it roomy inside yet | sides should be protected by a |Thomas and Richard T. Leonard, | United Electrical Workers-CIO and = ¢ xhe Stat 
small outside,” Appel said. “It is| three-dimensional, heavy chrome | leaders of the leftwing, have an-|the United Mine Workers-AFL. aew Kaiser-Fra- 4 le 

only by establishing smaller dimen-| molding, a fluted stainless steel | nounced they will not comply with Spokesmen for the steel union zer sales repre- Soto 
sions in length, width and height/| lower skirt, or perhaps the lami- | the law. explained that President Philip sentatives served erin; 
that the ultimate objective—lighter | nating of hard sheet rubber to Se Sistem, wlio dite ends the te A. W. Welsh Ford and math 
weight—can be obtained.” the lower third, or so, of the ECTION 9 (h) of the Taft-Hart-| had ionak ded against com plying Studebaker in similar capacities in were 
In _ forecasting that engineers; panel side. This would further ley law stipulates that no local,| until the NLRB settled its policy the Chicago area before World War ne 
would base small-car designs on| contribute to protection of the | national or takeetéhionel tdhor “~ on disposal of pending cases. The II, and during the war was with ME 
present sizes, the Willys official| paint from road stone damage ganization can qualify for use of| union . challenged the board’s North American Aircraft Corp. 
— eee of today | and other minor abrasions.” NLRB services unless the non-| right to dismiss cases filed by arte ~—_ 
aeahee ee, ee ae Se ree ae ae ieee Communist affidavits are filed by| non-complying unions before last | K-F Hikes Production | was 
iateaston inaid . . 8 s aking Aug. 22, when the non-Commu- | 7 3% During Octob deal 
paring e space. cars “so low that people will be nist section of the labor law took o Vuring Uctover 
* * * jackknifed in getting in and out.” effect. WILLOW RUN. — Kaiser-Frazer 1928 


Cy problem facing body engi- 
neers, according to Dietrich, 


Lower Silhouettes 





“Since the vast majority of 
Americans are not acrobats,” he 
explained, “car entrances and exits 
should be made as easy as pos- 
sible.” 

Stevens said that Studebaker’s 









New Tire by U.S. 
Set for Standard 


Price Line 









The steel union also disclosed 
plans for a court test of the con- 
stitutionality of the non-Commu- 
nist provisions of the law. 

The United Electrical Workers 
union was not expected to take 


increased its monthly output of 
automobiles in October by 13 per- 
cent over September, setting a new 
K-F production record, Edgar F. 
Kaiser,. vice-president and general 
manager, announced last week. 








For Next K-Fs; “full-blown” body type will give} NEW YORK.—A new tire which | compliance steps, since Communist | In October K-F turned out 10,262 Kh 
Stevens Retained a tek Gen ceae tends tee er tee Pte Megha control of this organization extends Keleers and 8439 Frazers—a total a 
: , , ; 0 ser said an expansi 
K-F consultant said that Raymond |ed States Rubber Co. engineers es gg rr program is mane ins at K F's De- mobil 
ee ee ee Loewy, who helped design the Stu- | working in conjunction with auto-| TOHN L. LEWIS’ miners are the |troit engine plant in .conjunction two-d 
Setag tne Besoks Sete [Seen als tis the eno move gsc the company 9-1 ony Ar union" that wi bt | with Bane proguce 1300 cars | tle 
Associates, Milwaukee, design con- . ool oO ,cesign as contrasted to as : ss benefit from compliance. President | daily by next spring. Plaza 
catheehe te’ daied tiegattions oo t e. jello” school. Developed for use as original| William Green and _ Secretary- Fir: 
Tae stoling od Scat Gnaihake. A subtle handling of long, flat equipment on new cars and featur-| Treasurer George Meany of the Taylo 
Shamwever, & was gointed cut thet sweeps, with a quick hook or ing a new tread design, the new | AFL have submitted their affidav- ager 
sie tee thee teat 1 sadete bane ies = ae mae we is haf eveliabte to the  mahite its, and avi. affiliates will mostly oe 
x , roug . S. Royal Tire alers. | follow suit. ers: 
—_ sete’, ‘scastaen a. Pa Se of length where the truly long di- | Although it made its initial ap-| Reuther said that all UAW lo- mobil 
Sakiat Cadwalader nued on Page ol. 4) pearance recently on new vehicles, | cals: have been advised to effect Am 
Biggest change in the next mod- it will henceforth be retailed as| compliance with the law. dress 
aia Win 06 & lower sitnoustte Dice a regularly priced tire. : “This action on the part of the Harry 
and tools for the new models have “The tire’s flatter tread profile |international union in no way eae 
been ordered, it was said. assures longer wear than previous |COmpromises our complete opposi- south 
dees mot’ vefer to ite next standard-priced tires,” said J. Ches- | tion to the provisions of the Taft- Tax | 
models as 1948s since it is not defi- ter Ray, sales manager of the U. S. | Hartley act, and our determination —- 
nite yet as to when they will be Tires division. “It has eight rows | to continue to fight for its outright 
Setmodueed, with hundreds of extra gripping | Tepeal,” he added. Glas 
Meanwhile, Stevens was quoted edges designed to check skids in et we coe ee peeeee, SS Tee By § 
in Milwaukee as saying that his any direction. Tire noise is reduced | UAW convention will probably be 2s 
organization had terminated its by a staggered design of safety | Set off by Communist-minded dele- _ 
affiliation with Willys-Overland, blocks.” gates, who will be endeavoring to nuel 
which had existed since 1942. Wide outside ribs and narrow | °Te@te as much friction ae possible. Avan 
A report that Stevens would center ribs, which the company But their efforts will be in vou Waar 
make the “first major presentation first introduced in its special Air |™#inly because the vast majority ae 
of proposals for changes in the Ride tire, are featured in the new |°f independent unionists have *"Oth 
1948 K-F models” was called inac- tire. This construction is designed |SWU"8 to the Reuther camp. This we 
curate at Willow Run, since Stevens to cut wind drift and improve sta- oe not so much for love Ko = 
was retained only three weeks ago bility while creating a softer road |° ie as for distrust of Com- Mine : 
while the next model changes had |,,4 XEN TREAD desea nites todd |contact area and Increasing flexi. |TUnist methgis gud objectives, | | seegeqrm OSTWAR NAS. “Mie | loch. 
nm decided on previously. I ility. Nash,’ born Oct. 26, 1945, the ' 
addition, K-F ob Sa aan oe Pri Seen ae new regularly-priced U. S. y ae : ys. factor that may swing hood. of the 200,000th” Nash car built since the c 
Santee ; . tire, recently released. J.| The new tire is being produced otes to Reuther, particularly | her birth. “Miss Nash” is Judith Ans | Balise 
ignation “1948.” Stevens’ proposals | Chester Ray, U. S. Tires sales manager, | in practically all popular sizes. Pp Y| Lindemann of Kenosha, Wis. She was H. M 
will be considered for the cars to —. a See ones ania Rayon cord is used in the larger- if Thomas opposes him = oo oe a ushered inte the world the same day thal | Willis 
follow the next K-F models. flexibility. sized casings. (Continued on vaae 83, Gol. 1» , i uaaeeee ee oe a four 
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Plan Georgia Parley 
Another in Infrequent Series. . . -B 
id Opens; Bayne, 
ba To:.Give Dealers Insight Mallon to Speak 
ssories, oils | y John 0. Munn Into Daily Press SAVANNAH, Ga.—Four speak- 
test it ers from the automotive field fea- 
care li t of a WITH THE purpose of trying to help auto dealers better under- |/ture the program at the annual 
8B ‘* S Dealers’ or salesmen’s comments, questions or requests may be stand the viewpoint of daily newspapers, AuTomotive News has, from || convention of the Georgia Auto- 
. ai — addressed to John O. Munn in care of Automotive News, Detroit, time to time, sounded off. mobile Dealers Assn., which opened 
4 stribu- and the writer’s same will be kept In confidence if requested. Auto dealers frequently get the idea that the news columns of || yesterday (Nov. 9) at the General 
tf = Gey newspapers can be bought just like advertising. Well, maybe they || Oglethorpe hotel here. More than 
a 4a ‘ a can in some cases where a ee See. - Geant te 500 members, wives and guests were 
or inven- * But the great majority of pu ers, businessmen thoug! ey expected to attend the parley. 
NE has to b inted the ibered more pec P 
household ae iain probe Fy siya | oe 38,000 by tae. ond of 1922. must be, realize that news columns have force only if they are Sunday night (Nov. 9) the board 
juto acces- preciate the changes that have] 1 for one don’t think there is any free of pressure by special interests. of directors of the association met 
ind oil in taken place in this trade. All my analogy between the situation fol- Newspapers must be edited in the interest of their readers, or they |/at the Surf club, with Savannah 
ntories of business life I have been sitting| lowing the last war and the present || !S¢ the respect of their readers. ° dealers as their guests. 
b sale, 80: in on dealer conventions. Twenty-| period. There were 112 r Today’s opening sessions were to 
pson, Ford five years ago there were few state|car manufacturers bidding for WHAT BROUGHT this up was a recent talk we heard by an adver- || present Joseph E. Bayne, general 
° & tising man of a daily paper before a group of dealers. . 
association conventions; the atten-| dealers in 1922. Now the number The advertisi told the story of the bi — 
that his dance was slim. Even at the na-| has been reduced and all the fac- e advertising man story of the big automotive sec- 
ypropriated n tions most papers once carried. The news columns of some of 
tional association convention, usu-| tories, except one, have been in th ely subservient to the advertisers of the 
cor GR em ally held in Chicago during show] operation for many years and do ae Peevhe were larg in hoon dies ted i his 
‘bution of time, for many years the atten-| not need, irrespective of how large a tale | —— y 2a case- : my ai her his 
it of the dance would run under a hundred] the business grows, many addition- bs nn ren 4 aon ane ie oe “ap cana te th a ilo 
will go to despite the fact that more than] al dealerships. a ee eo a eo 
* But gradually a strange thing began to happen. One by one, adver- 


ll-time di- 


that number of dealers were lo- 
cated in Chicago alone and that 






Government Control 


tising agencies began to come to these newspapers and ask that their 
auto ads be placed in some section other than the auto section. 





wa Caan Goomean f =a Held Boomerang Auto brass-hats may not object to a puff, but their hard business 

ooperative came to the show. T ILTIMATELY, of course, a price |] 8€n8€ would not permit them to place an ad in a section that was 

as the Mo- Recently I attended the West adjustment will take place in || "t read eee. 

ill in prog- Virginia state convention. I am | ll lines. I don’t think such a situa- . 

e CIO and sure the dealers who attended | tion will develop, however, in the DON'T MAKE A mistake here. The auto industry is perhaps the || 10, manager of Lincoln-Mercury, 

Acials and tained t a |very near future. It now appears greatest source of legitimate news in the world. But auto brass-hats and Paul M. Millians, vice-president 

8 call for benefits by rubbing elbows and |that the Marshall Plan will go cars, but they arent trained by experience to know what is auto- ||f Commercial Credit Corp. 

tock. talking with brother dealers after | through, at least to some extent, > At th ing session Tuesda 

has plans and between sessions than from | 4nd that will guarantee full em- "Tae abveutidiie man cited this example, which deals with factories William. a Mallon, chairman of 

ets in De- the formal convention program. | Ployment. You can’t have a price nli ou ond t ’ || NADA’s public contacts committee, 

ady mem- This in no way reflects on the} adjustment period when everyone _ an eer Veeetae an Sa aan > dain ane a th is to cover the subject, “Your Na- 

men’s and high character of the speakers now] is working and purchasing power geieh sate one = Gcalers ety a Brey oh the tional Association—Its Activities 
and Plans.” He is to be followed 


st directly 


addressing such conventions. In 

















is high. 


newspaper over a story which said that the “gold” had disap- 











aler. The fact, the West Virginia convention We ~nust remember, too, that by T. F. Creedon, field representa- 
- was not was Soe r™ 4. oes . to] the depression of 1921 was not ie aes TOW, Clas Centens Were etiting around walt tive of the ae a ga 
ee ee an outstanding| caused because the demand had ked several dealers how the story had affected them. After ||turers Assn., who speak on 
galaxy of star —. The pro-| been supplied. We were just at eunubiaer it over, everyone admitted that the story had helped his “Production Outlook, Mise wey 
— was well balanced. Each] the threshold of the greatest ex- - business. The first few days after the story appeared, people began Traffic Safety, and Other Mutua 
speaker was assigned a subject of| pansion in history for the ma- || ¢, turn up at the lots to sell their cars because they feared the market || Problems. 
er interest to the dealers at-| jor industries including automo- price was dropping, and they were willing to take less for their cars A. M. Costley, East Point Chev- 
Gace: e biles, building construction, util- than they would have taken before they had read the story. rolet dealer, is president of the 
. appoint- . . ity construction, and urban and And then customers began to turn up looking for bargains, be- ||Georgia association, which has a 
ish as re- Recalling the Mortality suburban development. cause they figured the price was down. So the dealers got both a ||membership of 475 dealers and a 
ff —. | Of 1921 Depression The 1921 depression was caused, || buying and a selling advantage from a story which they had origin- ||nmumber of finance companies as 
rp. 4 more than any other reason, be-|/ ally thought harmful to them. associate members. 
oo en | NAWORE than 400 West Virginia] cause the Federal Reserve Board el <ietaisiadienpeaentendieiiniiiioan 
een an- dealers attended the two-day|took the old-fashioned orthodox THIS ALL ADDS up to the point that, while dealers have every kl D l 
l by C. A. session in Huntington. Their phy-| method of controlling a boom by || right to protest if a newspaper prints untruths about them and their O a. eaiers 
| director | sical wants were well taken care] raising interest rates. The govern- business, they are not the best judges of news value. While a story 
ions for of by smooth working hotel facili-] ment progressively raised interest may not come out just as they would wish, if the story is factual, To Hear Moran 
ties, with the Huntington associa-| rates from 3%, 4, 4%, 5, 6, and|/ no one has a right to kick. és 
| has al- tion as host. finally to 7 percent. This was more They can adjust themselves to the facts, and even find an advan- And St. Aubin 
assumed Dealers in West Virginia, like|than the nation could stand. You || tage, but they can’t change the facts. And if they succeed in forcing 
ties. The dealers throughout the United| will remember that 26 percent of || weak papers to distort the facts, they hurt the paper and do them- OKLAHOMA CITY.—Lee Moran, 
aiser-F'ra- States, are prosperous, but like| automobile dealers failed in one || selves little good. The public soon catches on to distortion of news. || former executive vice-president of 
es repre-' dealers 25 years ago who were suf-| year. Six hundred thousand farm- National Automobile Dealers Assn., 
es served fering a depression as an after-|ers lost their farms during the was announced last week as one 
Ford and math of the first World War, they| course of the depression that fol- | § peakers Named of the speakers for the 14th an- 
yacities in were much concerned as to the/| lowed. If I remember correctly, Resale Pacts Exte nual convention of Oklahoma Auto- 
Jorld War prospects of another deflation ye-| almost a million other small busi- For Utah Parley n nded mobile Dealers Assn. at Skirvin 
was with od. ieee siete nesses went to the wall. To a Year in Utah —— Tuaideen ame 06 Gen — 
- Corp. Many o e old-timers realize Bi. Nee SALT LAKE CITY.—Utah 
7 that, as a result of the depression | ¢ojjor’s Market December 15 Automobile Dealers Assn. offi- |J- Turner of Oklahoma; Paul Mil- 
. in 1921, the national dealer body SALT LAKE CITY.—The annual| ¢eTs have voted to extend cus- lians, vice-president of Se 
on . was reduced to around 13,000 | Seen for Two Years convention of Utah Automobile | tomer repurchase contracts Grete ~ ant Myrie ei ain. 
er creased 00 Den reduction in- | | ASK you whether in your opin-| Dealers Assn. will be held Dec. 15| from six to twelve months. pone Hil gah no teh yp Toot 
er-Frazer 1902 ad am percent from 1921 to ion the government, irrespective | at the Newhouse hotel here. The association pointed out the banqu “¥ Thursday evening. 
utput of SE additional dealers were ®P- | of the political party in power, will! speakers scheduled to appear in-| *B&* extension of the agree- | tie Stuinment will include 6 
y 18 per- * 9 tamper with interest rates now? | ciude M. O. Anderson, president ao p ne sonar 2 women’s luncheon and style show, 
~ Ey Ohio Ss Dealers = iat $0 ae Got sie bot ~ of NADA; George Romney, sate new Gur Gillveted pets to 6 a. a floor show and dancing. 
d general Meetin Toda government’s need of a thirty-five Sa > 3 uM R. Darlington tomer who intends to retain the d 
week. £ y3 billion dollar a year tax budget. |j- managing director of the Inter-| °@" for his own use. Evans Elected to Hea 
out 10,262 Klin ler to ~ ak Thus, it is perfectly obvious that |Trqgustry Highway Safety Commis- Lake-Geauga Assn. 
s—a total £ pe it must keep business at a high | ion and Harry W. Anderson, vice- PAINESVILLE, O.—The Lake- 
expansion CINCINNATI.—The Ohio Auto-| level. It is not only tax income | president in charge of personnel, Poinsatte Auto Sal Geauga (Ohio) Automobile Dealers 
<-F’s De- mobile Dealers Assn. will open jts that the government requires, but General Motors. es Assn. has elected the following of- 
njunction two-day annual convention here = a on a = = = ; Fred A. Carelson, president of |, Afticles of incorporation have | ficers for its next fiscal year: 
500 cars today (Nov. 10) in the Netherland Salus of the pavermenens seoutities UADA, will preside at the conven- been filed by Poinsatte Automobile} A. R. Evans, president; E. F. Tit- 


gemeyer, vice-president; Ford Bai- 
ley, treasurer, and J. A. Thomson, 
secretary. 






Sales, Inc. (Plymouth-Chrysler). 
Albert M. Poinsatte is the presi- 
dent and James A., Charles R., 
Henry J. and William J. Poinsatt 
comprise the board of directors. 


Plaza hotel. 

First-day speakers include Ben 
Taylor, industrial relations man- 
ager of B. F. Goodrich Co.; Dr. 
Charles P. Wheeler of Xavier uni- 


tion, which will include two ses- 
sions, a luncheon, social hour and 
banquet. 


now in the hands of its citizens. 
These facts, in my opinion, should 
assure automobile dealers. that 
there are probably at least two 
years in which a seller’s market 


Others are profiting from AN Want Ads, 
why not you? See inside back cover. 





versity, and John W. Stokes, auto- 
mobile dealer tax consultant. 
Among those scheduled to ad- 





will exist in our field—two more 
years to build up reserves to suc- 


Title Law Asked 


f 
L- dress the cessfully meet the co titi - : 
parley tomorrow are y competitive con O h H 

Harry J. Klingler, general man-| ditions which are certainly headed F or S. Carolina if} t e eee) b/d, berg 

ager of Pontiac; Joseph Leopold, | °UT, Way; SPARTANBURG, S. C.—Russell a : 

southwestern manager, National ‘Automobile dealers have met | Lentz, an official of the City Motor Are dealers getting lax again? Philadelphia association reports an- 
2 Tax Equality Assn., and M. Robert| 2 challenges in the past. Their |Car Co. (Dodge-Plymouth), 226 W. || other epidemic of multiple car deliveries and blames its members for 

Deo, NADA general counsel story is one of hard-won prog- | Main St., told the Spartanburg and || failing to use PATA’s new-car sales files. . . . Chicago association 

cinta teen. Bama ee® Ke ress. They advanced the difficult |Greenville automobile and truck - has added 45 new members, the roster soaring to 

Gl N. dP id way. They have steadily elevated | dealers associations last week that an all-time high of 465... . George Copeland is the 
4 ass Name resident their standards of selling and | new licensing laws and strict en- new chief counsel for New York City dealer 
os By Springfield Dealers servicing automobiles. They know | forcement of present ones will go group. .. 





SPRINGFIELD, Mass.—The an- 
nual meeting of the Springfield 
Automotive Dealers Assn. was held 
recently, with David H. Glass of 
West Springfield unanimously 
elected president. 

Other officers of the association 
include: vice-president, Joseph T. 
Kossick jr.; treasurer, Ray H. 
Mixer, and secretary, A. R. Tul- 





that the automobile is an indis- 

pensable time-and-place utility 
and will remain the most desired 
and cherished possession of the 
citizens of this country and the 
world. 

They can see within the next cou- 
ple of decades fifty million owners. 


They count on customer labor and 


parts sales, which didn’t exist in 


far toward eliminating black mar- 
keting in automobiles. 

“Inadequate licensing Jaws, coup- 
led with the fact that South Caro- 
lina has no automobile title law, 
allow unscrupulous dealers to flour- 
ish,” Lentz declared. “Franchised 
dealers have long sought a title 
law,” he added. 

Edward Gaines, president of the 





AUTOMOTIVE News has had a lot of dealer vis- 
itors recently, and we feel particularly proud; 
latest to drop in was D. D. Basehoar (Ford), 


Littletown, Pa., with the missus. . . . Dealers 

should treat undercoating liquid the same as 

paint spray to avoid higher fire insurance 

ee 

Following are officers and directors of the Florida 
association not shown in a recent Automotive News 
photo: William Catlin, Jacksonville, vice-president; 
T. B. McGahey, Miami, v-p; Stanley Peeler, West Palm Beach, v-p; 


Pete Wemhoff 


H. ‘Miss loch. e board the early years, for the continual 

bean cines the Bn wi wane will be Peal ta | expansion of the profit opportuni- | 5P@ttanburg group, presided. B. Elliott of Pahokee, A. F. Adcock of St. Petersburg, George Schroll 

udith Ans Balise, retiring president; William | ties of this trade. Ler of Winter Haven, W. J. Cook of Panama City and C. B. Putnam of 
She oat H. Moran, E. Robert Breech jr., —_—_—_—_—_—_— “Please be advised that new truck is || Coral Gables, all directors. 

"ears trom | William Orr, Sterling Orr and the| sistent reading’ of “Automotive News is'a | vice again it necessary.” —L. "G. ‘Stelner ae 


four officers. 





necessity. 


Pandora Garage, Pandora, O. 
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WE STAND FOR: 





AUTOMOTIVE 
py og 11. Fair and equitable contracts between manufac- 
D ><.M turers and dealers in motor vehicles, parts and ac- 
Ef cessories. 12. A fair profit to the dealer on every 
A’ used vehicle accepted in partial payment for a new 
L car or truck. 13. Every dollar of gasoline tax col- 
lected by state or federal governments applied to 
ln || the building and maintenance of highways. { 4. The 
R elimination of governmental and bureaucratic con- 





trols over this industry. 15. A return to the pre- 
cepts of independence and the rewards of applied 


NEWS 
energy and ability, which made America and gave more of her citizens 
more of the better things of life than anywhere else in the world. 





Are Planners Still Gunning 


For Auto Industry? 


r. APPEARS to us that too little attention is being given 
by the auto industry to the possibility that controls on in- 
stallment credit may be re-enacted at the coming session 
of Congress. 

Most people assume that the Republican majority, which 
came into office on opposition to government controls, will 
block any proposals by President Truman and his advisers 
to put controls on again. 


That is a dangerous assumption. Few ple know 
how close Congress came, for all its Republican major- 
ity, to refusing to lift controls at the last session. 


Some of those from the auto industry who went to Wash- 
ington in that battle have told us that they were amazed 
at the lack of understanding among congressmen of the 
evils of Regulation W. They also were amazed at the down- 
right antipathy many congressmen had toward the auto 
industry. 


Many legislators are confused about new-car distribution 
and the fairness of dealers. Some, with perhaps a personal 
ax to grind, are inclined to damn all dealers. 


In personal peeves, Republicans can be just as short- 
sighted as Democrats and thus fall into the hands of “New 
Deal planners” who still are trying to get their fingers back 
into the nation’s economy. 


No one can deny that Regulation W is discriminatory. 
It has kept many a man of lower income from buying the 
car he needs. In some cases it has promoted resales of new 
cars because many buyers found they could not afford the 
high payments. 

In addition, who can say for certain when the buyers’ 
market in cars will return? It could come a lot sooner 
than the experts think. It is likely that some dealers will 
have slow spells this winter. 


Finance companies are not going wild on credit, now 
that they are free of controls. They aren’t in the business 
to lose money. 


Without controls the whole industry is more flexible, 
ready for whatever may come. Dealers should see that their 
congressmen have the facts against Regulation W. 





; subscribe, came out of the AAA 
'meeting in Washington last week. 


A RESOLUTION to which si 
reader of this column will heartily 





My old friend Lou E. Holland of ! 
Kansas City 
GAS AND BOOZE sponsored it as 
DON’T MIX! chairman of 
the National 
Traffic Safety committee, and it is 
worth more than a passing glance | 
from everyone of us who derive 
our income directly or indirectly | 
from this industry. The resolution | 
proposes a country-wide ban on 
the sale of liquor at gasoline fil- 
ing stations. Perhaps you will be 
as surprised as I to learn that in 
some sections of the country booze 
is actually sold while gas is being 
pumped into the jalopy. You might 
just as well allow cigaret smoking | 
in an aviation gas refinery. Since | 
the curved-dash one-lungers began | 
to appear on the highways, every- 
one has agreed that gasoline and 
alcohol just will not mix in the 
tank of the car and the tummy 
of the driver. Now we learn that 
in some spots they are sold at the 
same filling station. Little wonder 
highway accidents are climbing to 
new highs. 
* * + 
HOLLAND DESCRIBED such 
sales as “putting death behind the 
wheel with a bottle in his hand.” 
“The purchase of intoxicants at 
roadside motor fuel depots,” he 
continued, “is one of the most 
vicious practices that has been un- 
covered in road safety research 
and it is spreading like wildfire. 
Reports received from areas ex- 
tending from New York to Minne- 
apolis indicate that hundreds of 
filling stations are putting in sup- 
plies of liquor to be peddled to mo- 
torists during the cold weather.” 
He reported that 55 percent of all 
highway accidents are traceable to 
intoxicants. The perils from befud- 
diement are being materially in- 
creased by the deteriorated condi- 
tion of millions of vehicles now in 


‘| service, he said. The effect of such 


free-and-easy sales to juveniles who 
happen to be at the wheel of high- 
powered automobiles can well be 
imagined. Holland stated that more 
people are being killed on highways 
by drivers in the 16 to 20-year-old 
class than by any other age group 
in relative proportion. 

7 * . 


NOW MOST of us in this busi- 
ness are inclined to give plenty 
of lip-service to the cause of high- 
way safety to which we all readily 
subscribe. Many of us have had the 
results of such an accident come 
close to us. We know something 
has got to be done about the scand- 
alous number of highway fatalities. 
The mills of public opinion grind 
slowly, but once set they can pul- 
verize the strongest opposition. 
Curbs could be placed on this in- 
dustry which would seriously cur- 
tail the number of cars on the 
highway. You don’t believe it? 
Well, just for example, supposing a 
federal law were enacted which 
refused a license to drive to any- 
one under adult age. How many 
million cars and trucks would that 
remove as highway hazards? You 
see We are vulnerable and this mat- 
ter of safety, aside from its human- 
itarian aspects to which we all 
subscribe, is in reality a matter of 
serious import to your business fu- 
ture. 

. * * 

WHAT I LIKE therefore about 
this campaign against the sale 
of liquor at gasoline filling sta- 
tions is that it is something we, 
you and I, can do something 
about. Holland suggests that laws 
will have to be passed in some 
states to prevent this practice. 
No legislature would dare do 
otherwise than pass such a law 
at its first reading. In most other 
states where liquor is a state 
monopoly, I am _ certain that 
merely uncovering instances, 
where licenses had been issued 
to such establishments, would 
cause immediate action by the 
commission. Their power is usu- 
ally unlimited in eliminating any 
source of trouble in the public 
interest. The task now is a sim- 
ple one—let’s drag this problem 
of selling booze and gasoline at 
the same stop, right out from un- 
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This. is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


letters but you may sign 


our name with the assurance that it will not be 


used if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Lacks Dignity 

I know that a great many peo- 
ple, like myself, will be interested 
to learn that the launching of a 
national society for those who 
make a hobby out of the automo- 
bile, is well under way. Our good 
friend from Michigan, Harold L. 
Mayer, has succeeded in merging 
the best opinions and advices of 
many other automobile hobbyists, 
and the final charter for the Auto 
Maniacs of America will soon be 
a reality. 

As some of you may know, this 
non-profit organization will be de- 
signed to promote the interests of 
the following groups: 1. The “talk- 
auto” boys who talk and read 
about automobiles continually; the 
amateur engineers, whose interests 
are mechanical and technical, and 
the collectors of auto literature, 
name plates, hub caps and real 
antique automobiles. 

There is only one objection that 
I have to the plans so far. The 
program looks very good to me, 
but I contend that the name Auto 
Maniacs will drive so many would- 
be members away that it should 
and must be changed to Auto En- 
thusiasts, which has also been sug- 
gested. 

Such a name lacks dignity and 
therefore many people whom we 
would like for members would look 
upon it as an organization with 
no stability and no plan of organ- 
ization. 

The name would give people the 
opinion that the members are fa- 
natical and are trying to organize 


der cover. We know it is wrong. 
We know it contributes to the de- 
linquency of our children and in- 
creases highway fatalities. Let’s 
do something about it — and 
quick! This publication will wel- 
come reports of progress in your 
community to stamp out this 
vicious practice.—G.MLS. 


a group whose aims would be ex 
treme. 

I feel that the majority of aut 
enthusiasts in the country would 
agree with me that thé name Autc 
Maniacs will seriously impair the 
dignity and growth of the group 
Our chairman will, I know, act ir 
the interest of the majority. There. 
fore, I call upon every auto hobby: 
ist in the country to write Harol< 
L. Mayer at Stockbridge, Mich. 
and air their opinions for the gooc 
of our organization—Winuam E 


Hatt, New Britain, Conn. 
* * + 


Discount vs. Markup 


Although it avoids the issue, you 
staff writers had better make sur: 
of their economics when they tr: 
to refute the smart boys in UAW 

In your story on Page 2 of Auto 

(See LETTERBOX, Page 8, Col. 1) 


Coming Event: 


NOVEMBER 
Nov. 10-11—Cincinnati (Netherland Plaza 
Annual conclave of Ohio Automobile 
Dealers Assn. 
Nov. 10-11—Savannah. Georgia Auto Dea! 
ers conclave 


Nov. 12— New York (Hotel Roosevelt) 
Eighth annual luncheon-meeting of Auto 
mobile Old Timers. 

Nov. 12-13—Oklahoma City (Skirvin hotel!) 
14th annual convention, Oklahoma Auto 
mobile Dealers Assn. 


DECEMBER 
Dec. 1-5—Atlantic City (Chalfonte Hote! 
and Haddon Hall). 68th annual meeting 


of the American Society of Mechanica! 
Engineers. 


Dec. 5-6—Bozeman, Mont. Annual conclave 
of Montana Auto Dealers Assn. 

Dec, 7-9—Biloxi, Miss. Convention of Mis- 
sissippi Auto Dealer Assn. 

Dec. 8—Salt Lake City. Utah Auto Dealers 
Assn. convention. 

Dec. 8-0—Wichita, Kans. (Hotel Broad 
view). Annual meeting of Kansas Auto 
Dealers Assn. 

Dec. 8-13—Chicago (Navy Pier). 
ASI Show. 

Dec. 10-11—Boise. 
Assn. convention. 


Annual 


Idaho Auto Dealers 
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“Teamwork For Leadership” 


At National Ford Dealers’ Council 
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In an intensive three-day conference at 
Dearborn, ending October 24th, mem- 
bers of the National Ford Dealers’ Coun- 
cil met with Ford executives in informal 
round-table discussions of subjects 
directly related to dealer operations. 
Purpose of this annual dealer-factory 
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The 12 members of the 1948 National Ford Dealer 
Council pose for their picture with Ford advertising and sales 
executives in the patio of the Ford Rotunda at Dearborn. 


get-together is to provide a medium 
for the free exchange of ideas between 
the Ford Dealers, reflecting public opin- 
ion and reactions first-hand, and the 
sales, engineering and advertising 
groups at the home office. 


Meetings were conducted under the 
chairmanship of Walker Williams, 
General Ford Sales Manager, with a 
keynote talk by J. R. Davis, Vice-Presi- 
dent in Charge of Sales and Advertis- 
ing. Among the subjects covered were 


product plans, advertising, service, used 
cars, truck and fleet sales, parts and 
accessories, and business management. 
On the final afternoon, Henry Ford II, 
President, and E. R. Breech, Executive 
Vice-President, joined J. R. Davis and 
the Council for a summing up session. 


Ford Dealers’ Council meetings are one 
of many channels by which factory-dealer 
teamwork is made a dynamic, effective 
force for building Ford leadership. 


Listen to the Ford Theater over NBC stations 
Sunday afternoons 5:00 to 6:00 p. m., E. S. T. 
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FOB FACTORY 


Short “48 Runs Seen 
For the Facelifters 


By A. H. Allen 

THERE ARE GROUNDS for belief the 1948 passenger 
car model run will be a comparatively short one in point of 
time, at least for those producers who plan to make only 
minor facelifting changes between now and January. Actu- 
ally many of the ’48s originally were slated for a complete 


body change, but these plans 
had to be modified, for a num- 


ber of reasons. 

In the first place, unrelenting 
demand for new cars made it ap- 
pear a little foolish to shut down 
assemblies for several weeks inci- 
dent to a major changeover. In 
addition, tooling costs have in- 
creased so terrifically that there 
had to be some paring down of 


projected expenditures on _ this 

score. 

However, the next series of mod- 
els will be the 


fourth in succes- 
sion for many 
manufacturers off 
the same set of 
major body dies, 
and the time for 
a change is over- 
due. 

Hence it is the 
belief of many 
observers that 
next summer will 

A. H. Allen see a number of 
shutdowns for complete equipment 
changeover and retooling, with 
1949 models starting to move by 
fall or even earlier. The industry 
appears to be learning the knack 
of overlapping two series of mod- 
els, with considerably less interrup- 
tion than was the case in prewar 
years. 

Exceptions can be cited to the 
above planning, of course. Hudson 
should run right through next year 
and possibly well into 1949 before 
effecting any changes of conse- 
quence. Its principal problems cen- 
ter around cost reductions and 
amortizing the heavy investments 





Dealers Preview Hudson .. . 
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At ATA Convention... | 


made in tooling for the current 
new model. 
- * 

Change in Summer 
Seen for Big 3 

PACKARD LIKEWISE should 
set a steady pace through all of 
next year. As far as the Big Three 
are concerned, the industry looks 
for major model changes next sum- 
mer in practically all their models, 
with the exception of Cadillac, Olds 
and Lincoln, which should have 
their new stuff rolling sooner, or 
in time to be called 1948 models. 


The few changes to be effected 
at year-end are concentrated 
among parts suppliers and parts 
manufacturing divisions, leaving 
the central body, engine and as- 
sembly ions untouched. 


Many revisions are being made 
in die castings and small stamp- 
ings going into grilles and other 
decorative appendages, but those 
do not take too much time and 
involve only moderate expendi- 
tures. They can be —— ao 
and so scheduled that the first o 
the 1960 models will be trending | genie, ZG2 Sete sedi, solvent Gant Outer Go Ata trem 
hard on the heels of the last of the | Donald W. Meyer, president of the Truckstell Co., and Jack Cummings, Southern Cali- 
’47s on the final assembly line. fornia distributor for Truckstell. 

* > = 


Here’s a Plea ATA Backs Labor Law 


For Big Boys 
ON BEALS of that great army Convention Also Supports Transport Reserve; 
Buhner Succeeds Rodgers 


of 6-feet-plus guys we will at this 
time make a collective protest to 
LOS ANGELES. — Endorsement 
of the Taft-Hartley Law and sup- 


all passenger car builders (well, 
almost all of them). We are the 
port of the U. S. Army’s organized 
reserve transpor- 


forgotten men among the driving 
tation corps units 


public. 

were among the 
resolutions adop- 
‘ted here last week 
by the American 
Trucking Assns. 
at its annual con- 
vention. 

The board of 
directors stated 
that “it is the 
considered opin- 
ion of the many 





REO TAKES ALL THREE. Don C. Streeter, sales manager of Reo, shown with the 
winners of the ATA Roadeo national finals run off in Los Angeles. Left to right, 
Chester Smith of Reliable Transportation, Los Angeles (straight-full trailer event) ; 
Streeter; Charlies Zimmerman, Cushman Motor Delivery, Chicago (tractor-trailer), and 
Alex Adamski, George F. Alger Co., Chicago office (straight truck). 











Automobile Transporters Confer- 
ence; J. Albert Kramer of Penn- 
sylvania, Contract Carriers Confer- 
ence; James P. Clark of Pennsyl- 
sylvania Film Carriers Confer- 
ence; J. Wallace Fager of Penn- 
sylvania, Household Goods Car- 
riers Conference; W. W. Akers jr., 
of North Carolina, Irregular Route 
Common Carriers Conference. 


R. C. Williams of Kansas, Oil- 
field Haulers Conference; Fred B. 
Hufnagel jr., of Pennsylvania, 
Private Carriers Conference; 
Harry F. Chaddick, Illinois, Reg- 
ular Common Carriers Confer- 
ence; Frank P. Mutrie of Massa- 





E. J. Buhner 





thousands of small businesses rep- 
resented by ATA that the Labor- 
Management Relations Act of 1947 
is fundamentally sound and, if 
fairly administered, will protect 
the public interest.” 

E. J. Buhner, president of Sil- 
ver Fleet Motor Express, Inc., 
Louisville, Ky., was unanimous 
choice of the association board 
of directors as president of ATA, 
succeeding Ted V. Rodgers, who 
retired from the presidency after 
14 years of service. 

The board also elected H. D. Hor- 
ton of, Associated Transport, Inc., 
Charlotte, N. C., first vice-presi- 
dent; Henry E. English, Sproles- 
Red Ball Lines, Inc., Dallas, sec- 
ond vice-president; C. J. Williams, 
Hillside Transit Co. Milwaukee, 
third vice-president; Leland James, 
Consolidated Freightways, Inc., 
Portland, Ore., fourth vice-presi- 
dent; Chester G. Moore, Central 





THE NEW HUDSON received the acclaim of Hudson's distributors and Midwest di- 
vision dealers when they saw it for the first time at Hudson's preview in Detroit's 
ic . The new Hudson is November to Hudson’s 

3,000 dealers at shows in New York, Washington, Chicago, Fort Worth, San Francisco. 


retary, and Charles P. Clark, Co- 
lumbia Terminals Co., St. Louis, 
treasurer. 

Earlier in the convention ses- 
sions, nine of the 10 ATA Confer- 
ences elected these chairmen: 

Walter F. Carey of Michigan, 


Union Rejects 
Plan to Settle 
Seattle Strike 


SEATTLE.—Efforts of an impar- 
tial three-man committee, appoint- 
ed by Seattle’s mayor, to settle the 
four-month-old strike of machin- 
ists against the new-car dealers 
here failed last week upon rejec- 
°f/tion by the union of the commit- 
tee’s settlement proposal. 





NORTHEAST DEALERS preview the new Hudson. A. E. Barit, president of Hudson, 


the new Hudson fer benefit of some of the 1,300 
and newsmen, who attended a preview showing 

York last week. It is that 
shown the public about Dec. 1. 


Motor Freight Assn., Chicago, sec- | 


chusetts, Tank Truck Carriers 
Conference. No election was held 
by tme Local Cartage Conference. 

Other resolutions adopted during 
the sessions expressed whole-heart- 
ed support for President Truman’s 
Food Conservation Committee; 
asked the ATA staff to cooperate 
with other highway user groups in 
urging passage of state legislation 
requiring use of emergency warn- 
ing signals by all motor vehicles 
stopped on the highway at night, 
and finally expressed gratitude to 
all who had been instrumental in 
furthering the success of the con- 
vention. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 





New L-M Models 
Incorporate 87% 
Of Dealer Ideas 


DETROIT.—Suggestions by Lin- 
coln-Mercury dealers not only get 
careful consideration but 87 per- 
cent of them have been incorpo- 
rated in new models, T. W. Skinner, 
Lincoln-Mercury general manager, 
told 12 members attending L-M’s 
second annual dealers council here 
last week. 

“Fifty-five basic suggestions were 
made at the last council meeting 
for the new Lincoln and 40 basic 
suggestions for the new Mercury,” 
Skinner said. “We'd like our deal- 
ers throughout the country to know 
that 87 percent of these sugges- 
tions have been incorporated in our 
new cars.” 

J. R. Davis, Ford vice-president 
and director of sales and advertis- 
ing, told the dealers that their 
meeting marked a “milestone in 
Ford Motor Co.” 

“It is the first time since the 
company bought the Lincoln Mo- 
tor Co. in 1922 and brought out the 
Mercury car in 1938 that the Lin- 
coln-Mercuty division has been en- 
tirely on its own,” Davis said. 

A luncheon with Benson Ford, 
L-M executive; Ernest R. Breech, 
executive vice-president, and other 
members of the Ford policy com- 
mittee highlighted the meeting. 
Joseph E. Bayne, general sales 
manager, and Skinner presided at 
the council sessions which ended 
Friday (Nov. 7). 


Texas Investigates 
Gas Price Hike 


AUSTIN, Tex.—An investigation 
into the possibility of state anti- 
trust law violations in increased 
prices of gasoline, milk and other 
commodities is being conducted by 
the Texas attorney general’s de- 
partment. 

Expressing an opinion that a re- 
cent 20-cent increase in the price 
of crude oil would not justify an- 
other gasoline price hike, State 
Atty. Gen. Price Daniel said: 

“If people who can control in- 
dustries and can control prices do 
set prices, uniformly and unneces- 
sarily, they will bring back govern- 
ment regulation, which none of us 
wants.” 


Budget Car Plan 
Dealer Prehn to Serve 


Low-Income Group 


SPRINGFIELD, Ill.—A new-car 
budget plan designed to bring peo- 
ple of low and moderate incomes 
into the new-car market was an- 
nounced last week by Harold 
Prehn, Inc. (Dodge-Plymouth). 

Under the plan, prospective buy- 
ers will deposit $100 in local banks 
as down payment on a new car 
and make monthly deposits prior 
to delivery, which will come in ap- 
proximately 15 months. 

This will give people of low and 
moderate incomes a chance to 
build up a substantial down pay- 
ment so that subsequent payments 
after delivery will be easy. 

Prehn said that he would set 
aside half of his future deliveries 
for those who wish to use this 
plan. The money will remain in 
the customer’s name and will be 
refunded if requested. 





CLIMAXING A 17,000-MILE sales tour in eight days, Harry J. Klingler, Pontiac gen- 


eral manager, confers in Kansas City with 
and Norman Perry, center, assistant sales 
Pontiac wholesale sales employe was reached 
Cincinnati, Sen Francisco and Kansas City. 


L. W. Ward, left, general sales manager, 
manager in charge of the west. Every 
in a series of meetings held in New York, 
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WASHINGTON. — Specific and 
concrete steps by business, labor 
and government for maintaining 
prosperity and avoiding the “boom- 
bust” sequence, are set forth in a 
report published last week by the 
U. S. Chamber of Commerce. 

Entitled “A Program for Sustain- 
ing Employment,” the report also 
lists conditions which must be met 
in order to assure an adequate sup- 
ply of job-opportunities in the na- 
tional economy. 

Among the steps suggested for 
business are the following: 


1. If a substantial number of 
large industries maintains a fairly 
uniform rate of investment from 
year to year, including maintenance 
and replacement, this, in itself 
would help to place a cushion un- 
der depression. 


2. During booms the short-lived 
excessive demand may push some 
prices and wages upward and out 
of line. When demand threatens 
to recede, a careful examination 
of costs, prices and type of prod- 
uct may indicate possibilities of 
tapping new but lower levels of 
demand, thereby mitigating re- 
cession tendency. 

8. In the months following V-J 
day, a new term “rotation adjust- 
ment” suggested successive read- 
justments taking place. This con- 
stant adaptation to change prob- 
ably prevented a development 
which might have precipitated gen- 
eral economic collapse. 

4. Credit policies should avoid un- 
due expansion in any line, and 
especially undue expansion of cred- 
it simultaneously in many lines or 
in the whole economy. This _ re- 
quires leadership by the board of 
governors of the Federal Reserve 
System and of other supervisory 
and administrative agencies as well 
as cooperation of both banks and 
business. 

5. Trade associations could great- 
ly improve their reporting facili- 
ties with reference to better sta- 
tistical information, and business 
firms should cooperate in furnish- 
ing this type of information. 

6. If the wartime experience of 
many concerns in making new 
products can be translated into 
action when the next depression 
threatens, it may be possible for 
many producers to mitigate or 
avoid declines in their own op- 
erations. 

7. By more skillful analysis of 
market conditions, greatly expand- 
ed pure and applied research, and 
better preparation for periods of 
greater sales resistance, it should 
be possible for many business units 
to aid themselves, as well as the 
entire economy, to resist layoffs 
and production cutbacks. 

8. As a buffer against impending 
decline, it is possible frequently to 
accelerate research, development 
and market testing activities in 
order to introduce new products 
somewhat more quickly. 

With reference to labor, the com- 
mittee report makes the following 
suggestions: 

1.it is questionable whether wage 
increases should be granted as a 
result of collective bargaining de- 
mand except when the following 
conditions prevail: (a) Unemployed 
workers in the region and of the 
skills involved are less than per- 
haps 5 or 6 percent of those em- 
ployed; (b) no large number of 
workers in other industries able to 
do the work and desirous of trans- 
ferring to the plant in question 
at existing wages; (c) the absence 


of such other workers is not due 


Dow Pneumatic Offers 


Body and Fender Tool 


A new body and fender tool 
has been placed on the market 
by the Dow Pneumatic Tool Co., 
39 S. La Salle St., Chicago, pow- 
ered by an air-cooled, air-lubri- 
cated hammer which is being 
produced under a patent con- 
trolled by the Dow firm. 

In addition to the simplicity of 
construction and efficiency, 
claimed for the Dow patent, the 
new tool is said to be stream- 
lined in appearance and embody 
a number of exclusive features 
which will reduce labor time in 
making body and fender repairs. 


Formula for Stability 


Chamber Offers Specific Program in Battle 
Against ‘Boom-Bust’ Economy 
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to any artificial barriers; (d) the 
wage increase is necessary to pre- 
vent a labor shortage. 

2. If wages, in general, are in- 
creased more rapidly than the 
rise in productivity, such in- 
creases must cause either an up- 
trend in prices or unemployment, 
or both. 


3. Alternating booms and depres- 
sions would be mitigated by pre- 
vention of wage spirals. At times, 
selective downward adjustment of 
both prices and wages may be de- 
sirable. Demand conditions should 
be the guide. 


4. Competition should be enforced 
and relied upon to pass the bene- 
fits of progress on to labor and 
others as consumers. 

A considerable portion of the 
committee report relates to pos- 
sible government action in avoid- 
ing the “boom-bust” sequence. The 
following proposed steps are ap- 
praised: 

1, A sound fiscal policy must be de- 
signed to help maintain reasonably 
stable employment and currency 







values. Every effort must be made 
to balance expenditures with tax 
revenues consistent with these ob- 
jectives. 

2. Imbalances in the federal 
budget due to wars and other emer- 
gencies should be remedied as soon 
as possible. In prosperous years 
previously accumulated debt should 
be reduced. 

8. By cutting tax rates as de- 
pression threatens, it is suggested 
that, (a) more spendable funds 
would be left in the hands of the 
taxpayer, and (b) the cost-price 
margin of business would be im- 
proved. 

4. Unless Congress, supported by 
a strong public opinion, is com- 
mitted to more than balancing the 
budget during prosperous times 
over the decades, fears of national 
unsolvency through dilution of the 
currency and consequent inflation 
will more than offset any gains 
from temporary relaxation of tax | 
collections. 

5. Revenues and expenditures 
should be balanced over the course | 
of the business cycle. In long range 
tax planning, reductions should be | 
effected during depression periods, 
with increases during prosperous 
times. 


6. Postponable public works 
should be hoarded for periods of 
depression. A contracyclical public 








A RECORD FOR ONE YEAR'S production is set with the manufacture of the 1,000,- 
000th new-type low pressure tire at U. S. Rubber plant. Here J. C. ann ae U. 8S. tire sales 
manager, looks on as workman Gienn Miller removes the tire from the curing mold. 


boom-bust sequence and that a 
high order of intelligent economic 
statesmanship upon the part of 
business, of labor and of govern- 
ment is required to win the battle. 


works program requires a high or- 
der of statesmanship and admin- 
istration. 

The repcrt emphasizes that there 
is no one cause or remedy for the 








WEALTH OF MINERAL DEPOSITS 
IMMENSE COAL RESERVES 
LARGE LUMBER PRODUCTION 
AVAILABLE WATER POWER 
ABUNDANT LIVESTOCK 
VALUABLE WOOL CLIP 

VARIED AGRICULTURE 
TREMENDOUS WHEAT YIELD 


SCENIC BEAUTY 


UNION 
PACIFIC 






| on as the “Treasure State,” Montana 
is richly endowed with raw materials essen- 
tial to industrial production. Among the 


many metallic minerals are silver, copper, 
lead, manganese, chromium and molybde- 
num. Coal reserves have been estimated at 
over 400 billion tons. The majority of the 
state’s cities are supplied with natural gas. 


Montana is a top producer of cattle and 
sheep, the annual sheep production being 


approximately two million head with a 
wool clip of great value. In agriculture, 
wheat takes first rank among grains. Sugar 






OF INDUSTRY 





One of a series of adver- 
tisements based on in- 
dustrial opportunities in 
the states served by the 
Union Pacific Railroad. 


K 


beets, potatoes, together with other vegeta- 
bles, are grown on its farms. There are 
many thousand acres of forests, principally 
pine. 


The Union Pacific Railroad serves Butte in 
the heart of the great mining area, and West 
Yellowstone—most popular rail entrance to 
the famous Yellowstone National Park. 


Montana welcomes new industry. It has the 
space, materials, facilities and manpower 
to encourage firms seeking new locations. 
Additional advantages are good living con- 
ditions, an excellent educational system 
and scenic beauty. 


% Address Industrial Department, 
Union Pacific Railroad, Omaha 2, 
Nebr., for information regarding 
industrial sites. 


UNION PACIFIC RAILROAD 


THE STRATEGIC MIDDLE ROUTE 





~~ Letterbox 


(Continued from Page 4) 


motive News for Oct. 27, 1947, head- 
ed “U.A.W. Tries ‘Smear’ Ads in 
Row with Dealers,” the question in 
point appears to be whether the 
new-car markup is 33 percent or 
24 percent. 

On Page 3, under Pete Wemhoff’s 
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W ccpected from Truman 


WASHINGTON.—President Tru- 
man is expected to ask restoration 


outlets, Sears Roebuck and Mont- 
gomery Ward, have already an- 





-line, is this: “This mugg’s sto 
CAN, ‘Page one, Oct. 6) = J. B of government controls on consum- | nounced they will require —_ a 10 o 
Wagstaff, DeSoto’s sales chief, marking pentag er credit when Congress convenes | percent down payment on all mer- ic 
caused confusion among dealers. ao un beat Dowling NObeviclet Co Co.  Geteniae Some tig , ‘anceeding 60 on H. i. Dowling. here in special session Nov. 17. |chandise. The length of time for 7 
What I meant to say was that Newspaper and radio ads were used ae betore fl the formal opening. The dealer- Revival of such controls, exer- completing payments was extended law 
Wagstaff believes dealers in pric- | “i? '* ** Woodland and E. Seventh Sts cised during and since the war, oy a . ene a = 
ing used cars should not exceed is believed one of the main points ’ 
the traditional new-car markup of| Pete Wemhoff' s article, Page 3, 100 000th Ford in the President’s anti-inflation | ™onths. his 
38 1/8 percent .. .” San) Eee See 9 program. The Federal Reserve Board, ens 
That is amazing and not con-| What I meant to say was that) Polis at Chester Marriner S. Eccles, Federal Re-| under Regulation W, required a 
fusing to anybody who was ever | W#8staff believes dealers in pric- serve Board chairman, is already| 40wn payment of one-third on it’s 
in the dry-goods business. Every |i"& Used cars should not exceed| CHESTER, Pa. — The 100,000th/on record as advocating the use| Major consumer goods, such as ne 
merchant knows the difference be- the traditional new-car markup of postwar Ford to be built in the|of credit regulations to restrain| ®Utomobiles, refrigerators, sew- pri 
tween markups figured on the cost | °° Percent . Ford plant here rolled off the as-|high prices. ing machines and other house- aos 
or the selling price. Draw your| Isn’t it accurate to say that a/sembly line last week. Truman’s Council of Economic| 2°ld ae ae of the bal- ios 
own conclusions.—W. S., Detroit. | dealer’s markup 33 percent—| Keys to the vehicle, a station|Advisers is understood to have| ®"¢¢ in 15 months was also re- 
OB 0i0 that his discount is 24 percent?—|wagon which was purchased by|recommended that the President | @ired. , M 
Mac Gordon’s article on Page 2|. W. Hows, Baltimore, Md. the American Red Cross, were|demand the revival of these con-| Truman’s plea for new credit 
of the Oct. 27 edition of Avromorive eshte presented to a Red Cross repre- | trols. control is believed certain to aut 
News says: Editor’s Note: Confusin’ but sentative by J. C. Davidson, plant} Meanwhile, the effect of the ex- ae precer ri me oT ee fair 
“Noting that the new-car mark-| true. Will Messrs. Gordon and | Superintendent. piration of Regulation W is being | Pot OP 4 ers. 
up is and has been 24 percent—| Wemhoff stay after school until Read Jack Weed’s Backshop for some|0ted in capital circles. “aaa ae ace is Repub 9 
” Two of the nation’s largest retail mator Duck, Velaware uD- of ' 
not 33 percent... they get this straight? highlights in the service field. g re ents, haw nieaty voles bis taben- adi 
tion to introduce legislation to re- « 
vive Regulation W. Senator Taft, Ma 
Ohio Republican and Senate steer- cee 
ing committee leader, has said he me 
would not object to the restora- Bu 
tion of credit control. tio: 
| However, Rep. Wolcott, chairman loc: 
of the House Banking and Cur- tra 
|rency Committee, is expected to cal 
| provide some major opposition to the 
control legislation. “2 
kno\ 
Ward Declares goo 
Field Staff in ott 
h 
Top Form _ 
PONTIAC.—Pontiac’s field or- toda, 
| ganization is ready to meet what- will 
|ever circumstances the future may choi 
bring, L. W. Ward, general sales ity 3 
manager, reports following a 10,000 well 
| mile field trip. 
| With General Manager H. J E 
|Klingler, Ward conducted field I 
| meetings in New York, Cincinnati, ‘nea: 
|San Francisco and Kansas City. car 
| Within two weeks every member wher 
| of the Pontiac wholesale group was level. 
contacted and informed of Pon- great 
tiac’s plans for the future. Factory factu 
executives made presentations on “y 
basic merchandising subjects, in- thor 
Cy cluding distribution, service, parts said 
i and accessory sales, business man- few 
* agement, used car operations and pure 
j vertising. cust 
“I .believe we have attained the at li 
primary purpose of our meetings sold 
on ali which was to work closer together | stan 
ses in the interests of continuing to “M: 
build and strengthen Pontiac for their 
the day when we must return to make 
Hyatt roller bearings, as used in steering gears on cars and a competitive market,” Ward said. sold 
his “ t hamber”’. “We have an aggressive, alert or- them 
trucks, get a tough workout in this “torture c ganization, second to none in the | and \ 
Picked at random from regular production they are put into industry. | Ma: 
F Saw hich simulates Despite the speed with which the peopl 
the Hyatt-designed test rig pictured above w sg : ; scar ane SunGk ‘Weed Gena’ tine benef 
_ _ d turns, use and abuse o to visit Pontiac dealers in the comp: 
in a few hours—the twists an meeting cities and in adjacent ter- manu 
many years of hard driving. Right turns, left turns, U turns, ritory. He said that Pontiac deal- iness. 
oan ’ ers’ expansion of their facilities is 
é hairpin turns . .. they’re all here. caaten Galrte Gititedia Sehery ND 
. ‘ Roll expansion. tur 
Tests like this do more than simply prove that Hyatt Roller [chap Decdens ae ebent ‘eiiilens heart 
. 6 +499 % ity of our of dollars in modernizing, expand- oc. 
Bearings can “take it”. They safe-guard the quality lm off orm en ny vest 1 
product and our production, and thus contribute to the business,” he declared. “They have 7 icing 
° ° ° . . : installed themselves in the service and | 
high confidence which automotive engineers place in Hyatt bentecee ‘ts ator and they note regulg 
.-- confidence in Hyatt’s correct bearing done, in the main, an excellent job “M 
2 waa : - : of handling customer relations.” caref 
design and precision manufacture .. . x tome 
confidence in Hyatt’s sound ge’ : inves 
application en ae # \ : . Auto Parade Soa 
PP & &- \' Picture Publication Cives have 
Years of experience with the great Dope on Cars “In 
ae NEW YORK.—Parade for Nov. 9 manuf 
performance of Hyatt Roller Bearings seake to GHEE te Gee to tee consta 
in the transmissions, differentials, on auto industry thinking. — 
produc 


In brief, Parade concludes that 
auto production is beginning to 
take the edge off demand, to the 
end that “you may get your new 
car sooner than you think.” 

Parade reiterates industry know]- 





drives and wheels of millions of 
vehicles has justified that confidence. 
Hyatt Bearings Division, General Motéts 
Corporation, Harrison, New Jersey. 
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Dealers Found Fair... 
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Distribution Defended 
By Auto Makers 


(Continued from Page 1) 


do not follow the manufacturers’ 
dictates in full.” 

“Under the nation’s anti-trust 
laws,” he said, “the automobile 
dealer is an independent business 
man who sets his own prices for 
his products and services while the 
manufacturer may only suggest de- 
livered prices. 

is as it should be. For 
it’s a tradition of American busi- 
ness that each individual enter- 
prise should perform its own 
function without dictation, so 
long as it vielates po law.” 


ASON said that the manufac- 
turer’s job is to produce the 
automobiles and allocate them as 
fairly as possible among his deal- 
ers. The distribution of the cars 
then is a local function, the details 
of which must be worked out by 
individual dealers, he asserted. 
“This is only common sense,” 
Mason said. “When demand ex- 
no distribution 


But it is obvious that distribu- 
tion can be handled better on a 
local basis than from some cen- 
tralized agency, because the lo- 
cal dealer is more familiar with 
the transportation needs of the 
people in his area.” 

Automobile dealers, he asserted, 
know the importance of building 
good will in their local communi- 
ties. 

They know that the time will 
come again when new cars will 
have to be sold. They know that 
if they take unfair advantage of 
today’s conditions, their customers 
will not return when they have a 
choice of dealers. The vast major- 
ity are doing their job today as 
well as humanly possible. 

*- * > 

E POINTED out that the ap- 

pearance of a large number of 
“nearly new” used cars on used- 
car lots .throughout the nation, 
where prices are bid up to high 
levels by customers, has been of 
great concern to automobile manu- 
facturers. 


“Thorough investigation of 
thousands of such cases,” Mason 
said, “has shown that with very 
few exceptions the cars were 
purchased originally by individual 
customers from new-car dealers, 
at list prices, and then were re- 
sold by these individuals for sub- 
stantial profits. 





“Manufacturers have redoubled 
their efforts in urging dealers to 
make certain that new cars are 
sold only to customers who need 
them for business or personal use, 
and who will not re-sell them.” 

Mason said that the American | 
people are highly conscious of the 
benefits they obtain as a result of 
competition between automobile 
manufacturers for the public’s bus- 
iness. 


> * * 


N NORMAL times the manufac- 

turer-dealer relationship is the 
heart of this competition, he add- 
ed. Dealers are encouraged to in- 
vest large sums in sales and serv- 
icing facilities, in training sales 
and service staffs, in developing 
regular customer lists. 

“Manufacturers,” he said, “are | 
carefully following up all cus- | 
tomer complaints with complete | 
investigations. They realize it is 
neither to their own nor to their 
dealers’ long-term interest to 
have dissatisfied customers. 

“In the automobile industry, each 
manufacturer and dealer must keep 
constantly in mind this long-term 
interest. Today all cars that can be 
produced can be sold. Tomorrow 


ASF’s po | 
To Speak at | 


Finance Parley 


CHICAGO.—Pyke Johnson, presi- 
dent of the Automotive Safety 
Foundation, will be the principal 
speaker at the 14th annual con- 
vention of the American Finance 
Conference Nov. 18-19 at the Pal- 
mer House here. | 








the sales organization will have to 
work harder. 

“For this reason, automobile 
manufacturers are encouraging 
dealers to sell cars today to cus- 
tomers at a fair and reasonable 
profit, thereby generating good will 
for themselves and their product 
which will make tomorrow’s sell- 
ing job easier. 

“In their relationship with deal- 
ers, then, automobile manufactur- 
ers are guarding today that ele- 
ment of competition which brings 
constantly better automobiles, at 
prices within reach of more and 


more people.” 
* *. 


TURNING to production, Mason 
said manufacturers are doing 
their best to produce at the high- 


est possible rate. About 4,700,000 
new vehicles may be turned out 


the third best year of civilian out- 
put in U. S. automotive history— 
higher than in 1941, and 1,700,000 
higher than last year. 

He pointed out that still greater 
output would be possible were it 
not for the high demand for steel 
by other U. S. industries—leaving 
the automotive industry without 
ae steel to meet its needs 
in full. 


Next year automobile manu- 
facturers hope to break all past 
production records. But until pro- 
duction can fill the gap, public 
demand for new vehicles will 
continue to exceed the supply, 
he asserted. 

Mason pointed out that while 
many commodities have risen fast- 
er in price than has our national 
income in recent years, most new 
cars today cost no more, in com- 
parison with customers’ income, 
than before the war. 


The income of the average 
worker and farmer in this coun- 
try has increased much more 
than new car prices, he said. 
This is true of very few other 
products. This means that the 
average worker pays relatively 
less for a new car than before 
the war. 


Automobile manufacturers go 


this year, he said. If so, it will be|even further than favoring low 
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BY A THOUGHTFUL DEALER! 


Any way you figure your future, the Universal C. I. T. Re- 
tail Plan can play an important part in your business pic- 
ture. You want the profit it reserves for you. You want your 
customers to receive the protective benefits it provides... 
because satisfied customers return for service and repeat 
purchases. Through Universal C.1I.T. you .enable cus- 
tomers to buy, insure and finance a car—all in one quick, 
simple transaction. There is no outside influence to slow 
or sidetrack the sale. It pays to be lined up with the financ- 
ing institution that has always pui the dealer’s problems 


first. 
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FORMAL OPENING of Lakeland Motor Sales ( 
Oct. 25. Left to right: J. H. Corcoran, district 


manager, ; Robert Anderson 


» Partner, 
Lakeland. Pratt is handing Anderson’s first order for a car. 


prices. They have always taken 
great pains to urge dealers to fol- 
low sound and equitable practices 
in distributing new cars, and they 
have increased their efforts in this 
direction. 

For example, dealers have been 
asked to give—and have given— 
preferential consideration to war 
veterans in need of transportation 
and to a great many people who 


a 


tall 


vy) 


ciTries 








Dodge-Plymouth), Warsaw, Ind., 
manager, Dodge; Edward . 
; B. J. Anderson, Partner, 


require transportation in the pub- 
lic service—doctors, nurses, public 
health and utility officials, govern- 
ment agencies, and so on. 


“‘With reference to our ad for Chevrole’ 
ring gear and pinion, the response way 
very good, in fact, we received more re- 
plies than we needed. If at any time we 
are in need of parts that are hard to se- 
cure, we assure you that we will use a 
“lassified ad in your paper to obtain same.”’ 


-—Scarbrough Buick Co.,. Pine Bluff, Ark. 









SELL THESE FEATURES 
OF THE UNIVERSAL 
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AUTOMOTIVE WASHINGTON 


Small Business Gets 
Sympathetic Kar 


By William Ullman 
Washington Correspondent 


A SEVERAL months’ 


study of imperative demands 


on Congress for special tax treatment of small business, 

the U. S. Treasury department in an exhaustive report on a 
wide variety of the proposals said, in part: 

“The most important condition to the prosperity of all 


businesses, small and large, ®— 


is an economic system oper- 
ating at high and rising levels 
of production. For this reason, the 
most important contribution that 
the tax system can make to the 
healthy growth of small as well as 
large business is through general 
measures that improve the equity 
of the present system and min- 
imize any adverse effects on invest- 
ment and consumer demand.” 

In general, the Treasury indi- 
cated a willingness to accept some 
tax revision designed specifically to 


aid small busi- 
‘ness, but it gave 
higher priority to 
reforms that have 
wider _ applica- 
tion. 

Reliance on 
general tax meas- 
ures, it was point- 
ed out, is likely 
/ to involve fewer 

a economic, equity 
William Uliman and administra- 
tive problems than does the use of 
special small business measures. 

But because a host of demands 












a NOW, War Assets Administra- 
tion has radically changed its method of 
selling surplus truck parts. 

All inventories of these parts formerly 
under the jurisdiction of the National 
Auto Parts Office in Detroit have been 


transferred 


to the regional offices in 


whose territory the property is physically 


located. 
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for special relief has been laid 

on the doorsteps of Congress, the 

Treasury felt it was desirable to 

examine them and—without pol- 

icy recommendations — indicate 

“their probable effectiveness in 

reaching declared or implied ob- 
jectives.” 

Two viewpoints were found to 
lie behind the demand for preferen- 
tial tax treatment of small busi- 
ness, the report states. One view 
is that the tax system should be 
deliberately biased in favor of small 
business. The other is that special 
measures must be written into the 
law by Congress to assure small 
business substantially equal tax 
treatment with larger business. 

* + * 

THERE IS complete agreement 
as to exactly what constitutes the 
“small business” for which special 
tax reliefs and concessions have 
been asked, says the report. 


One of the most widely used defi- 
nitions, prepared several years ago 
by the Department of Commerce, 
lists small business as “a retail 
store or service concern with an- 
nual net sales of less than $200,000, 
and a manufacturing establishment 
with fewer than 100 employes.” 

By that definition more than 90 
percent of American businesses 


were small in 1939. ‘They employed ~ 


SURPLUS TRUCK PARTS 


40 percent of all workers and active 
proprietors and had about one- 
third of all sales, the treasury said. 

It is for these—which often 
have trouble in finding new cap- 
ital and face difficult competitive 
situations—that a “wide variety 
of ideas for tax relief,” as the 
treasury report tags them, have 
been laid before the government. 

Proposals for special benefits for 
small business fall into three prin- 
cipal categories—those urging mod- 
ification of the base or rates of 
taxes on income of small busi- 
nesses, those intended to equalize 
taxes on small incorporated and un- 
incorporated businesses and those 
which would give partial or com- 
plete tax exemption. The treasury 
study deals with each group sepa- 
rately. 

One of the proposals for modi- 
fying rates is for a fully graduated 
system of corporation tax rates in 
place of the present system which 
graduates up to $50,000—with what 
some describe as an “awkward 
notch” between $25,000 and $50,000 
—and imposes a flat 38 percent 
above $50,000. 

* + 

A SECOND proposal, by those 
asking a break for small concerns, 
relates to the special surtax which 
the law imposes in Section 102 of 





All parts (with the exception of she nine items 
listed below) will now be offered by these 
regions to non-priority buyers in a series ot 
competitive bid sales. The only exceptions are: 


1. All engines, including short block assemblies 

2. Cylinder heads: Dodge, Ford and Chevrolet 

3. Crankshafts: Dodge, Ford and Chevrolet 

4. Transmission Assemblies: Dodge, Ford, Chevrolet 
5. Clutch Assemblies: Dodge, Ford, Chevrol_t 

6. All 6-volt ignition distributor unit: 


7. All 6-volt starting motors 
8. All 6-volt generators 
9. All sealed beam lamps 


These nine items will be offered at fixed prices 
to priority purchasers before being offered to 


non-priority buyers. 


All sales will be made f.o.b. shipping point. 
Freight allowances are abolished, but DISCOUNTS 
HAVE BEEN INCREASED 10% to 22% and more 
than compensate for the freight charge. 

Sales will be made through Customer Service 
Centers and other designated sales offices. See 
your nearest Customer Service Center for list- 


ing of current offerings. 


Offices located at: Atienta - Birmingham + Boston + Chariotte + Chicago + Cincinnati + Cleveland 
Denver - Detroit - Grand Prairie, Tex. « Helena + Houston + Jacksonville + Kansas City, Mo. - Little Rock 
Los Angeles - Louisville 
Portland, Ore. + Richmond + Salt Lake City « St. Louis - San Antonio - San Francisco + Seattle + Spokane - Tulsa 


+ Minneapolis + Nashville - New Orleans - 


New York + 






Omaha + Philadelphia 


1364 


CUSTOMER SERVICE CENTERS IN THESE AND MANY OTHER CITIES 


| the Revenue Code for what it calls 
“the improper accumulation of sur- 
plus.” The rate is 27.5 percent sur- 
tax on the first $100,000 of undis- 
tributed net and 38.5 percent on 
any excess above $100,000. : 


“It has been contended,” says 
the treasury, “that fear of li- 
cation of this special surtax 
prevented small corporations from 
retaining enough earnings to pro- 
vide adequate working capital 
and to finance expansion.” 

“Section 102 was not intended to 
prevent retention of profit for rea- 
sonable business profits or the in- 
dividual tax avoidance or postpone- 
ment incident thereto, but rather 
to protect the individual income 
tax from unreasonable accumula- 
tion of corporate surpluses for the 
purpose of avoiding surtax on 
stockholders.” ; 


“It appears that the law and reg- 
ulations allow adequate accumula- 
tions for all reasonable business 
purposes,” says the treasury. Some 
of those who have demanded a 
change in the law have contended, 
however, that the regulations inter- 
preting the law are “unreasonable 
and capricious.” 


A third suggestion for improving 
small business has been for an ex- 
tension of the loss-offset period al- 
lowed in the present law. A joint 
release by treasury and congres- 
sional tax experts recently urged 
a five-year carry-forward provision 
in place of the present carry-back 
and carry-forward loss provision. 

Accelerated depreciation, another 
relief proposal, which would per- 
mit a firm to recover its invested 
capital more rapidly than does nor- 
mal depreciation might be helpful 
to growing concerns, the study 
states. But it would raise admin- 
istrative problems for the collector 
“and might give rise to some 
abuses,” such as “swapping assets 
among taxpayers to take advan- 
tage of the additional deprecia- 
tion allowance,” the treasury notes. 

* * * 


New AAA Head Lauded 


As Industry Veteran 


WHEN ROBERT J. SCHMUNK, 
of Cleveland, was named last week 
to head the American Automobile 
Assn., it was the first time, unless 
my memory is at fault, that a man 
direct from either the automobile 
manufacturing industry or retail 
trade ever has been elected presi- 
dent of that national motoring or- 
ganization, now in its 45th year. 

When the AAA was born in 
1902, Bob Schmunk was a yaung 
“superintendent of repairs” for 
the White Horseless Carriage Co., 
of Cleveland, makers of the then 
sensational White steam-propelled 
vehicle which, to many persons, 
seemed surely “the automobile of 
the future.” Having had much to 
do with the early tinkering of the 
White steamer, Bob was sent out 
to equip shops in various cities 
with tools and machinery, and 
train crews to service the cars. 

After that early start in the 
horseless carriage industry, Bob in 
1907 became a salesman for the 
Standard Automobile Co., Cleve- 
land dealership for the Packard, 
Buick and Stevens-Duryea. In the 
next year he moved to Peerless, 
where he was general manager for 
13 years. 

During that period he headed the 
Cleveland Automobile Manufactur- 
ers and Dealers Assn. for several 
terms. 

In 1921 he embarked in business 
for himself, taking over the dis- 
tributorship of Hudson cars in 
northeast Ohio. In 1939, after 18 
Hudson years, he switched to Cad- 
illac. Shortly following Pearl Har- 
bor, when automobile manufactur- 
ing ceased for the duration, he 
closed out his business and re- 





| tired. 
Meanwhile, he continued his in- 
| terest in automobile club activi- 
| ties, having served as president 
of the Cleveland Automobile Club 
for 20 vears. In 1942 he was 
| elected president of the Ohio 
| State AA, serving two terms. 
| This correspondent has known 
Bob Schmunk for many years- 
since the first AAA convention in 
Cleveland in 1915 or 1916, and met 
up with him many times there- 
after at business and social gather- 
ings. He was the life of the party 
then, and grand company generally. 
Our paths hadn’t crossed in recent 
years until last week and I am 
happy to say that I found him still 
the same keen-minded, delightful, 
lovable Bob of those earlier days. 
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Highways & Safety .. . 


Pedestrian Deaths Cut 
33% in South Bend 


eS again that a 


combination of engineering, 
education and enforcement in 
meeting traffic problems can appre- 
ciably reduce accident frequency, 
a case study telling how pedestrian 
deaths were cut one third in South 
Bend was outlined last week in a 
bulletin from National Conserva- 
tion Bureau, accident prevention 
division of the Association of Cas- 
ualty and Surety Companies. 

The study is the 85th of a se- 
ries called “Getting Results 
Through Traffic Engineering” to 
be released by the bureau. Actual 
examples of reduction in traffic 
accidents and congestion through 
improved traffic control methods 
are submitted by engineers and 
city officials and redistributed by 
the bureau to cities throughout 
the nation. 

In the South Bend incident, a 
special study revealed that 61 pe- 
destrians had been killed during 
the years 1934-1939. These deaths 
represented 53 percent of all traf- 
fic fatalities in South Bend during 
that period. The study also showed 
that (1) nearly half, 41.7 percent, 
of the pedestrians in the downtown 
area crossed against a red traffic 
signal, (2) turning motorists did 
not yield right-of-way to pedes- 
trians in crosswalks with green 
signal, (3) the majority of the pe- 
destrians were struck by turning 
vehicles, (4) the majority were hit 
while walking with the green sig- 
nal and (5) 725 pedestrians per 
hour jaywalked in one sample 
downtown block. 

A three-way pedestrian campaign 
on a continuing basis was insti- 
tuted under the guidance of the 
City Traffic Commission. A special 
subcommittee was appointed to | 
conduct each of the engineering, | 
education and enforcement pro- | 
grams. Over a period of six years | 
the 3-E- program chalked up the | 
following action record: 

* +. . 

EW, better located traffic sig- 

nals with special “walk” lenses 

were installed at 17 downtown in- 
tersections. All crosswalks were 
marked with white lines. Messages 
reading “Wait for Walk Light” 
were stencilled on the sidewalks 
at important corners. Posters call- 
ing attention to the new signal 
lights were attached to waste con- 
tainers and traffic standards. 

Newspapers and radio stations 
of South Bend cooperated whole- 
heartedly in an educational cam- 
paign. Police issued warning 
tickets to motorists who failed 
to give right-of-way to pedes- 
trians moving with a green light. 


Safety Show 
21,000 See Ethyl Exhibit 


On Fuel Handling 


NEW YORK.—Since January of | 
this year, five mobile units of Ethy] | 
Corp. have “hit the road” a total 
of 87,374 miles to present their un- 
usual fuel-handling safety show be- 
fore 21,000 executives and employes | 
in nearly 400 refineries throughout 
the U. S. and Canada, Ethyl offi- 





cials report. 
The shows have been con- 
ducted by safety engineers as- 


signed to Ethyl’s regional offices 
in New York, Chicago, Tulsa and | 
Los Angeles. One concrete result 
of the shows, it is reported, is an 
increasing interest in the use of 
the air-mover in vapor freeing 
gasoline tanks. Copies of a pam- 
phlet, “Safe Handling of Gasoline,” 
have been distributed to oil com- 
pany men attending the exhibi- 
tions. 


Ethyl safety engineers assigned 
as demonstrator-lecturers for the 
road shows are Arthur W. Roberts, 
eastern region; Lowell A. Dollahan, 
John S. Maynard, Albert F. Ryan 
and Robert L. Smith, central re- 
gion; Douglas P. Jeppe and Arthur 
D. Miller, southern region, and 
William O. Van Wyck jr., western 
region. Overall supervision is di- 
rected by Ellis K. Locher, assistant 
manager of safety for Ethyl Corp. 


Read Jack Weed's Backshop for some 
highlights in the service field. { 
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Summonses and warnings were 
issued to pedestrians crossing on 
red signals. 

A study of South Bend accidents 
for 1940, when the program began, 
and running through 1945 showed 
pedestrian fatalities dropped to 41 
—a reduction of 33 percent from 
the previous six years. The per- 
centage of pedestrian deaths in all 
traffic fatalities fell from 53 per- 
cent to 39 percent. Jaywalkers in 
the same sample block reported 
previously dropped from 725 to 13 
per hour in 1946, 


In a check made this year, re- 
ports the National Conservation 
Bureau, pedestrians crossing 
against the light were only 1.1 per- 
cent of the total crossings. 

* * + 


Expansion Strips 


Safety Week didn’t accomplish 
the desired results in Vermont. 


There were 30 more accidents on 





TRANSMISSIONS 
TIMING CHAINS 
OVERDRIVES 

SYNCHRONIZERS 


CLUTCHES 


UNIVERSAL JOINT 
PESCO PRODUCTS * 


i\highways than in the same week 
last year when no drive was on. 
In Atlanta a court ruled that the 


| percent of the taxes levied on mo- 


priation for that purpose... . Fol- 


I., during the first six months of 
1947 dropped to 212 from 238 in 
|the corresponding period a year 
ago. ... Age of a truck driver, 
according to California tests, has 
no bearing on the speed with which 
he can apply the brakes in an 
emergency. 

American Bar Assn. has voted 
to make an annual award to the 
city making the most progress 
in the improvement of its traffic 
court practices and procedures. It 
also voted to broaden its program 
of schools for traffic court judges. 
. « »« New Hampshire school teach- 
ers are taking a five-day course 
in auto operation at Keene 
Teachers College, Concord, as a 
prelude to making pupils safety 
conscious. 

Illinois Rural Letter Carriers 
Assn. has asked the state to pay 
back to the highway funds all user 
tax money previously diverted to 
nonhighway use. ... Less than a 





| State does not have to refund two | 


tor fuel to gas dealers unless the | 
general assembly makes an appro- | 


lowing a trend in the New England 
area, car thefts in Providence, R. | 











JEFFERSON HIGH SCHOOL of Lafayette, Ind., was one of the first high schools 
in the nation to receive a dual-controlied Chevrolet car, for driver education courses, 
under the safe driving program of American Automobile Assn. In group at right, Her- 
bert H. Horner (left), president, Horner Motor Co., Inc., is shown presenting keys of 


Lafayette schools, as Lynn Miller (center), 


principal of Jefferson high, looks on. Group at left are, left to right, John ©. Horner, 
vice-president, Horner Motor; Frances Rector, AAA representative, and Orval Martin, 
driving training instructor of Jefferson high. 


month after school has resumed, 
Detroit reported a 40 percent in- 
crease in accidents in which chil- 
dren were hurt. Four have been 
killed so far this autumn. 

In some areas of Canada road 
construction costs are said to 
have increased 30 percent since 
the end of the war and 60 per- 


| 

| 

| 

vehicle to A. T. Lindley, superintendent of 
cent since 1939. 
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Executive Offices, Chicago. These units form Borg-Warner: 
BORG WARNER SERVICE PARTS ° 
LONG MANUFACTURING + 


CALUMET STEEL °- 
LONG MANUFACTURING CO., LTD. 
* MORSE CHAIN + 
ROCKFORD CLUTCH * SPRING DIVISION 


PARTS * WARNER GEAR * WARNER GEAR CO., LTD. 


DETROIT GEAR * 


MORSE CHAIN CO., LTD. * 





NTS 


DISCS 





BORG & BECK 
DETROIT VAPOR STOVE 
* MARBON * MARVEL-SCHEBLER CARBU 
NORGE + NORGE-HEAT NORG 
* SUPERIOR SHEET STEEL DIVISION * 

* WISCONSIN TRANSMISSION 








BORG-WARNER INTERNATIONAL 


Wisconsin Automobile Club has 
added a new safety director, E. G. 
Messecar, who has been in safety 
work in Oklahoma. . . . Birming- 
ham, Ala., has been authorized to 
construct and operate parking fa- 
cilities under the surface of a city 
park by the legislature. The bill 
awaits the governor’s approval. 


PRODUCTION 





INGERSOLL STEEL 
RETER * MECHANICS 
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Buick Confirms 
Plan for Advanced 


Automatic Drive 


FLINT. — Buick confirmed last 
week a report in Automotive News 
(Nov. 8) that it will introduce a 
“completely new and different” type 
of automatic transmission in its 
1948 line of cars scheduled for in- 
troduction in January. 


Harlow H. Curtice, Buick gen- 
eral manager, described the new 
Buick  transmis- 
sion as “Buick’s 
answer to no- 
shift, clutchless 
driving.” 


“It eliminates 
not only the 
clutch but all 
gear shifting, 
even automatic,” 
Curtice said. “It 
represents an en- 
tirely new ad- 
vance in driving 
simplicity.” 

The new Buick transmission, to 
be introduced initially on Road- 
master models, is based upon a de- 


7 
Curtice 





H. H. 
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velopment utilizing the principle of 


the transmission employed on the 
Hellcat tank destroyers built by 
Buick during the war, he added. 
Curtice said the tooling program 
for manufacture of the new trans- 
mission here, costing several mil- 
lion dollars, is “well advanced.” 
Curtice reported that Buick’s 
production reached 27,173 during 
October, bringing total 1947 model 
output thus far to 224,113 units. 


GM Ex-Dealer 
Asks $2.8 Million 
In Trust Suit 


CHICAGO.—Fréd F. Emich, for- 
mer Chevrolet dealer here, has 
filed an antitrust suit against Gen- 
eral Motors Corp. for $2,800,000, 
seeking triple damages because of 
cancellation of his dealer contract 
nearly 10 years ago. 

The case is being tried in the 
court of Federal Judge Walter J. 
LaBuy. Emich has held an ap- 
pointive office for years as Illinois 
state superintendent of automobile 
maintenance. 





Lively cartoons in Collier’s Novem- 
ber 1st two-page spread jolted mil- 


lions of car 


owners into pre-winter 


measures. Car manufacturers, dealers 
and service stations boughtand mailed 
to car-owners hundreds of thousands 


of reprints. Everyone who is using 
P. S. is finding it a real booster for 
parts and service sales. 


GET 
ANTI-FREEZE 


WINTER 
LUBRICATION 


ADJUST 
BRAKES 








IN CEREMONIES BEST described as hilarious at Atlantic City, N. F. Lawler, ad- 
vertising director of Nash, receives a D. 0. P. (Dr. of Outdoor Posters) degree from 
H. B. Sweeney, vice-president of Outdoor Advertising, Inc., who is assisted by Lou 
Cunningham, city publicity director acting for Mayor Joseph Altman. In conferring 
the honor upon Lawler, the Hon. Mr. Sweeney (also from the Motor City) stated that 
it was in recognition of his ‘‘advancement of the crafts, arts, sciences and letters of 
outdoor billboards as typified by Nash Motors’ big, good and outstanding series of 
human interest posters Mlustrated by that celebrated artist, Howard Scott.’’ Cunning- 
ham insisted upon conferring similar degrees upon all of Lawler’s associates shown 
here as a “gesture of Atlantic City’s spirit of goodwill toward the Outdoor Advertising 
Assn.’s membership holding a three-day national convention here.’’ Left to right are 
3. Frank Cox, Nash-Philadelphia zone manager; John J. McQuigg, vice-president, 
Geyer, Newell and Ganger, Inc., agency for Nash; Cunningham; Sweeney; Lawler; 
W. M. Marzolf, media manager for Nash, and “‘bill poster’ John G. Fitzpatrick, out- 
door director of Geyer, Newell and Ganger. 


ELECTRICAL 
SYSTEM 


MUFFLER 


CHECK 
WINDSHIELD 
WIPERS 


Lighter Side of the Auto Scene... 





Safe Driving 


ob] Collier's 


Zoli a a 


Ta 





Rose on Tom 

We think you'll like to know that 
the American Florists Assn. has 
pinned a rose on Tom Keating, 
general sales manager of Chevro- 
let. How come? 

Well, for effective use of flowers 
on those Chevrolet billboards. You 
can’t smell ’em, but they’re nice 
to look at. 


* * * 


That’s Fame, Howard 


Having missed his plane in 
Washington, Edgar F. Kaiser, 


general manager of Kaiser-Fra- 


zer Corp., grate- 
fully accepted a 
ride in the pri- 
vate plane of the 
wife of a promi- 
nent admiral, 
whom he had 
known during 
his wartime 
shipbuilding 





“You know, Mr. Kaiser, I un- 
derstand you have a very nice 
car, but I believe you could use 
more advanced styling. I met a 
designer in Paris who could help 
you considerably.” 

“That’s interesting,” said Kai- 
ser. “When I am in Paris I would 
like to talk to him. What’s his 
name?” 

“Howard Darrin.” 

“Howard Darrin! Madam, have 
you ever looked closely at a Kai- 
ser or Frazer?” 

“No.” 

“Well, on the rear of each car 
is a small plate that says, ‘Darrin 
Styled’.” 


‘Two Minds ...’ 


At a session of the American So- 
ciety of Body Engineers last week, 
a designer was showing slide films 
of advanced styling for cars of the 
future. : 

Suddenly there was a gasp 
from a member of the audience as 
a figment of the imagination of 
an air-brush artist lightened the 
screen. 

“My Heavens!” he whispered. 
“That’s the new (Whositsmobile).” 

His neighbor, a reporter for Au- 
tomotive News, turned and asked: 

“How do you know?” 

“Why, I’ve been working on that 
car for a year,” said the engineer 
for a large auto maker. 


We thought maybe we’d better 
dispense with names in this story, 
but if you want to know what 
the new “Whositsmobile” looks 
like, just ask us. We won't tell 
you, of course, but you can al- 
ways ask anyway. 

By the way, the designer of the 
dream and the auto maker in ques- 
tion have never been associated. It 
just goes to show that more than 
one person can have the same low, 
lovely dream. 


TUB AND SHOWER 


IN EVERY ROOM 


CONVENIENTLY LOCATED 


HOTEL DETROIT 


CADILLAC SQUARE 
ONE BLOCK EAST OF WOODWARD 
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Used Car Notes... 


Contract Plan to Ease 
Bad Check Problem 


notify police of those cars which 
he bought and sold. 

Willig, who also drew a year’s 
probation, was arrested by detec- 
tives on charges of violating Sec- 
tions 62 and 63 of Chapter 140 of 
the general laws of Massachusetts. 
Police charged that he had not re- 
ported the sale of an automobile 
since May, 1947. 


INDIANAPOLIS.—Ken Schaefer, 
operator of an auto auction here, 
reports that he has developed a 
system to alleviate one of the sore 
spots of trading among strange 
dealers—bad checks. 

Schaefer is now requiring anyone 
who buys by check to sign a con- 
ditional sales contract. 

Then, a form on the back of the 
check cancels the contract if the 
checks clears successfully through 
a bank. 

Schaefer reports that while bad 
checks are a breech of trust, the 
conditional sales contract expedites 
repossession of the car should any 
trouble develop over the check. 


Dealers have reacted favorably 
to the plan, Schaefer reports. 


Here is the form stamped on the 
back of checks: 

“Received payment in full for 
the following described vehicle 
(year) .. (make) .. (type) .. 
(serial) .. (motor) .. (license) 
..» I guarantee that the above 
described motor vehicle is free 
and clear of any encumbrance. 
(Signature).” 

The conditional sales note and 
contract is practically the same as 
those used by finance companies. 
It is filed by the auction company, 
and if an emergency arises, on due 
proof of failure to satisfy payment, 
the note will be turned over to the 
seller, who may then repossess the 
car. 


Schaefer believes that dealers 
might well use this system in 
his private wholesale deals as 
well as at auctions. 

In most states, Schaefer says, in 
the case of a bad check without 
the conditional sales contract the 
seller has only a _ breach-of-trust 
law suit against the buyer, the car 
not being involved. 

a ae 


K-F Distributor Obtains 


Writ Against U. C. Dealer 


OKLAHOMA CITY.—The adver- 
tising of “four new Frazer Man- 
hattans” has brought a temporary 
injunction against A. L. Pollock, 
used-car dealer here, restraining 
him from selling the cars without 
proper authorization. 

The Gene Jones Motor Co. (Kais- 
er-Frazer), a co-partnership of G. 
C. Smith, Eugene L. Jones, H. A. 
Smith and Gomer Smith jr., asked 
the injunction as the only author- 
a K-F distributor in Oklahoma 

y. 

The complaint said Pollock had 
not been awarded a K-F franchise 
and that Oklahoma used-car li- 
censes do not permit sales or ad- 
vertising of new cars. 

. ae 7 





























* * 


Michigan Dealers Plan 


Appeal on ‘Detail’ Fines 

DETROIT. — Law enforcement 
agencies are pressing prosecution 
of dealers in Michigan who fail to 
itemize immediately terms of sale, 
finance and insurance under the 
Motor Vehicle Title Act. Dealers 
contend they have 25 days to.give 
the information. 


Last week three used-car deal- 
ers were fined under the act by 


Tarrant Plans to Organize 


Rochester (N. Y.) Assn. 


ROCHESTER, N. Y.— Clifton 
Tarrant, used-car dealer at 282 
South Ave. here, has announced 
plans to organize a Rochester used 
car dealers association under the 
national code of ethics, which in- 
cludes proper financing, mechanical 
safety and advertising. 

Tarrant recently was elected co- 
director of the New York State 
Used Car Dealers Assn. 

* * ” 


Food Offered by U. C. Firm 


In Bonus Week Promotion 


LACKAWANNA, N. Y.—Lacka- 
wanna Motors (Willys), 179 Ridge 
Road, conducted a Big Bonus Week 
promotion in its used-car business 
recently which was highlighted by 
a gift of canned fruits and vege- 
tables with the purchase of every 
used car. 

The promotion featured 345 cars 
priced from $50 to $2,500. 

*. 7 


Failure to Report Sales 


Costly to Mass. Dealer 


SPRINGFIELD, Mass. — A sel- 
dom-used Massachusetts law 
brought grief last week to Anthony 
J. Willig, 46, proprietor of Tony’s 
Auto Exchange at 559 Columbus 
Ave., who was hailed into district 
court and fined $50 for failure to 
keep records of his sales and to 





which left intact a provision re- 
quiring information “concurrent 
with the sale.” MUCDA says that 
provision was revoked in the 1939 
law. 

No fraud was charged in any of 
the cases. Dealers contend that the 
breakdown is not available to them 
immediately, since it takes several 
days to get it from the finance 
company. 

o * + 


Volume Hits Postwar Low 


At Buffalo; Prices Cut 
BUFFALO.—Sales of used cars 
here have dropped to a postwar 
low and prices have tumbled 
sharply in the past few months, 


DSMOBILE’S HYDRA-MATIC drive is the star attraction of a between-the-halves 
— on smobile’s telecasts of University of Michigan home football games | USed car dealers report. 


commercial 0 Ola 
via WW4-TV Detroit. Using an actual cut-away unit, actor Ernest Winstanley explains| «cH. dealers estimate that sales 


Hydra-Matic drive’s unique combination of fluid coupling and four-speed automatic 
transmission that completely eliminates the cluteh pedal. are off 40 to 50 percent from late- 
summer volume and prices have 
Recorder’s Judge Paul E. Krause. The Michigan Used Car Deal- | been cut as much as $700 on some 
They were William R. Spooner, | ers Assn. has intervened in the | higher-priced models. 
Dale H. Hughes and Louis R. | case of Hughes, contending that Most of the dealers look for busi- 
Deebs jr. Hughes was fined $50 | the 1939 law covering auto fi- | ness to rebound after the first of 
plus $50 court costs, Deebs was | nance revoked previous provi- | the year. 
ordered to pay $50 costs and | sions and called for dealers to 
Spooner was placed on one year’s | give a breakdown on finance and Pearson Motor 
probation and fined $100. insurance within 25 days. L. E. Pearson Motor Co., 3125 
Both Hughes and Spooner re-| The prosecution based its case| Gillham Plaza, Kansas City, has 
quested a 20-day stay pending an/on the 1921 dealer licensing law | been incorporated by L. E., Cath- 
appeal to the state supreme court.' which was amended in 1943 and! erine and Frank Pearson. 











when customers start 


picking and choosing again... 
remember that 1 out of 

every 2 new car buyers 

in N.Y.C. and suburbs 

(that's every other one) 


reads The New York Times.* 


is your present advertising schedule in 
The New York Times big enough 


to sell the most where they buy the most? 





if you haven't yet seen the survey that proves this . . . just ask our office in the 


General Motors Building, Detroit, Telephone Trinity 3-3800, to show it to you. At your convenience, of course. 
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billion in 1941, $3.6 billion in 1929,|credit was increased from $21.3 
Wh v B hi d th B 9 and $4.1 billion in 1920. | billion in 1920 to $40.7 billion today. 
ats enin € oom: “The demand deposit portion of it| While there are social and politi- 
. today totals $82% billion as against | cal implications of this shift of bal- 
Market Analyst Says Vast Change in Money $37.3 billion in 1941, $22.5 billion in|ance of ae a} 
; ; ;, 1929 and $19.6 billion in 1920.” | power from Main St. to Washing- 
Is Cushion Against Economic Shock On © per capita bests, be sald, |ton, Hiverett points out that he is 
DETROIT. — How secure is the |this respect, the present period is| it amounts today to $770. In 1920 | concerned in his present talk with ( 
present boom on which the nation|a good deal different from that| it was $228 per capita, in 1929 it |its purely economic implications. G 
is riding? Is it vulnerable to eco-|after World War I. was $14 per capita and $342 per “Regardless of whether one vi 
nomic shifts that might speedily; In simple terms, he said, the} capita in 1941. favors or opposes it, the fact re- th 
plunge us into a bust? Why did we | nation’s money supply is its cash} And as the money engine has| mains,” he said, “that today al- lo 
miss the recession that was touted | account—money on hand and in| gotten bigger, Everett asserted, it| most two-thirds of our money Li 
for last spring? the bank. has been able to revolve more slow- | Supply is the result of commer- de 
H. D. Everett jr., director of mar-| The money on hand consists of | ly and still deliver as much or even | cial bank ownership of U. S. se- ab 
keting research for the sales and / currency outside the banks, while| more total buying power than be-| curities which were sold to the ) 
advertising division of Ford Mo-|the money in bank consists of de-| fore to the economy. banks as @ means of financing TI 
ana —- scaees tne Ctbaea mand deposits subject to transfer; fiowever, there have also been the war. “h 
Club of Detroit. . 7 changes in the character of the Sinn ate bilen ao in cir | RANDEE SANFORD can’t believe that ci 
He asserted that while this is Time deposits, insurance poli- | money supply. By far the greatest an a ” aa thi ye. eo “Squirming Irma’ is her counterpart in of 
our biggest boom in 30 years, cies and securities of all types portion of the increase in money a onene 8 - . a bleet testing Ford seats. ‘‘Irma.’’ used by Di 
as on rted b h bi are not counted because they supply has resulted from an expan- 0 ney supply not subject | American Seating Co., approximates = pr 
ppo y a muc gger must all be first converted be- | sion of bank credit extended to to quick contraction. weight of a 135-pound woman on seat 
money engine. The machine, he | ¢,... tn, be t upholstery and construction, gives 11 com- ou 
said, is cushioned against the ore they can spen the federal government. In addition, he said, the private | plete squirms a minute, according to Ford all 
periodic mad scramble of banks The money comes into being as When U. S. and state govern- portion of the money supply has researchers. ee ple 
for liquidity, which has been fatal | # result of the lending and invest-| ments sell bonds to commercial | become more stable. The banking iin ae t th int str 
to the money supply in the past. |i"g operations of the banking/ banks, the money supply is in- system operates on a fractional de-| ‘Or ‘Hat sen e€ economy into a ] 
system . it reserve system, which r-| tailspin, out of which it could re- : 
Many people, he said, have lik- | 5¥S*em- creased just as it is when busi- | Poe -4 ; per (cover only after a painful process i 
ened the present period to that| “Today,” Everett said, “the money| ness and individuals obtain bank | ™its banks to create deposit money a deletion aan ie a ain re na br 
which followed World War I and|supply totals $1085 billion as| loans. up to several times the amount of/ vain reaction ‘aa which sel 
are waiting for the crash. against $45.5 billion in 1941, $26.1| ‘The publicly initiated portion of | ‘eit available reserves. gave business an umbrella when toc 
However, Everett asserted, the | Dillion in 1929 and $23.7 billion in|the money supply has increased Thus, anything which reduces | the sun was shining and snatched che 
real key to our present boom must | 1920. from $2.4 billion in 1920 to almost| bank reserves requires a multi- | jt back when it started to rain. . 
lie in the money supply situation| The currency portion of it today | $68 billion at present. The supply| ple contraction in deposit money. Now banks may easily increase — 
and the factors which affect it. In totals $26 billion as against $8.2' resulting from private use of bank In days gone by, this was a fac-| their reserves by selling some of 
ee ee eee oe —— —————————— their huge holdings of securities to . 
the 12 Federal Reserve banks. be 
As a result, Everett said, the i 
money supply today is resistant to * 
relatively minor strains and mal- h 
adjustments in the overall econ- wa 
omy. crit 
RRR This, he said, was one of the dol 
reasons for the easy shift from do 
war to peace, despite the fact a 
that the federal government re- — 
duced its purchasing by over 77 
percent in three months. D 
Everett said that depressions as b 
we know them really date from y 
the inception of a money supply — 
dependent upon fractional-reserve, the 
deposit-credit banking. _ 
“From here on out,” he said, “it — 
would seem, then, there is a good oe 
° chance that the remaining mal- or 
e adjustments and strains existing in foll 
Thousands who own and drive the new DeSoto gave the economy today ean work them- | fl 
selves out without bringing on 2 os 
serious depression.” of 
ing 
a * 2 2 . e 
evel 
proof of its quality when they said, in a nationwide poll, Simpler Cars o 
ens 
Slated for °48 tom 
“It’s the best car I ever owned, regardless of price!” eee. | | a 
9 ° DETROIT.—The 1948 Soap Box i 
EEE EEE EEE Derby cars will be built along fol 
simpler lines, with continued em- all 
Wh 9 hi h f e phasis on 7 — - ~ Ih 
ultra-streamlined models whic 
ats more, this proves that great futures are in store St nil ein |e 
. planes or transparent submarines io 
on wheels. This was announced | pd 
last week by Chevrolet, co-sponsor tow 
for DeSoto-Plymouth Dealers of ipo fae, ‘n 
y e “The rules committee felt that to @ 
it was becoming increasingly diffi- | ie a 
cult for the average American boy | car 
to build a racer that could com- 
pete on a fair basis with the cars | “TV 
that have won the last few na- 
tional derbies,” said C. J. French, “ 7 
advertising manager of Chevrolet me 
and executive director of the derby. of = 
Most important rule changes in- have 
volve body design, and emphasize a fae 
safety in construction of steering tT an 
gear and brakes. The use of graph- mobi 
ite, pumice or other powders or “Cl 
lubricants on the car or person of Tam 
the driver is forbidden. ad ame 
The overall height of the car | a 
was reduced from 32 to 28 inches, |  pusin 
and it is provided in the new rules ae 
that no windshield is to be built, can a 
nor is any transparent material to or it 
be used anywhere on the car. The strict 
steering wheel must be arranged | “w) 
so the driver will look over the top i it? 
of the car. No canopies, enclosures “Ins 
or windshields of any type are to dotien 
be permitted in 1948 cars. up . 
The use of a tiller for steering ing o 
wus banned, but a similar steer- a lot 
| ing-bar may be used as a part of jealou 
| ‘he steering apparatus when it is conan 
|coupled with a_ steering wheel. ber of 
Brakes were ordered changed so_ | our se 
that the force of the drag on the adagl 
pavement will be as far toward ; — 
the rear of the car as possible E 
The braking surface, under the J - 
new rules, must be no more than : on 
18 inches from the rear of the cr, een 
LETS YOU DRIVE WITHOUT SHIFTING and it must be in the exact center tary o 
of the car, from side to side. It rolet ( 
must be foot-operated, as before, tal st 
with a pedal. The brake facing of par 
must be of tire tread, and the sur- tors a 
face touching the pavement must HL. Vey 


TUNE IN “CHRISTOPHER WELLS” —THE DESOTO-PLYMOUTH DEALER PROGRAM — EVERY SUNDAY NIGHT ON ALL COLUMBIA (CBS) STATIONS 
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SS Fla.— When an 
extended summer tour through 
Canada and the Pacific Coast con- 
vinced him that the prestige of 
the automobile dealers was ‘at the 
lowest ebb in the last 40 years,” 
Larry Dimmitt, Chevrolet-Cadillac 
dealer here, decided do something 
about it in his own community. 

He bought an entire page of 
The Sun, Clearwater newspaper, to 
“have his say” about the lack of 
civic cooperation among citizens 
of the city. Pulling no punches, 
Dimmitt, long noted for his civic 
pride and participations, lashed 
out at “the gripers” who continu- 
ally criticize city officials and city 
planners but who fail to offer con- 
structive alternates. 


Dimmitt’s opinions were set forth 
in large, block type.“He opened his 
broadside with the forthright as- 
sertion that “I bought this page 
today to express my own personal 
views; if you don’t want to hear 
them, you can stop reading right 
now.” 

He then launched into a spirit- 
ed defense of various civic groups 
which, he said, are doing their 
best to make Clearwater a better 
city. 

“No good man can do a good job 
when he is subjected to continual 
criticism,” Dimmitt said. “I very 
much doubt if the folks who are 
doing the most criticizing could 
do as well as the folks they are 
criticizing.” 

+ + * 

peers followed up his de- 

fense of the city government 
by recommending that if the citi- 
zenry want improvements, it is 
their duty and privilege to go to 
their city officials and request a 
bond issue to bring about financ- 
ing of the recommended improve- 
ments. 

The full text of Dimmitt’s ad 
follows: 

“For Heaven's Sake! 


Action to Build Goodwill 


Florida Dealer Lashes Out at Community Gripers 
In Full-Page Newspaper Ad 


“Can’t I leave town for a couple | 


of months without everything go- 
ing to hell? So long as I stay here 
everything is all right, but soon 
as I go on a vacation, what hap- 
pens? The Red Tide, two hurri- 
eanes and Belmont overwhelm us! 

“It seems like everybody is 
mad at everybody else. I never 
heard so much griping and so 
much difference of opinion. Some 
folks say our city commission is 
all right, others say it stinks. 
I hear criticism of our police de- 
partment, our school board, our 
chamber of commerce, our zon- 
ing board and almost everything 
else that goes to make up our 
town. 

“Now I bought this page today 
to express my own personal views; 
if you don’t want to hear them, 
you can stop reading right now. 

* + 


“J’'VE LIVED in this town for 23 

years and I love every part of 
it. Clearwater has been good to 
me. I expect to spend the balance 
of my life here. I hate politics; I 
have no axe to grind; I ‘ain’t mad 
at nobody.’ My only gripe is that 
I am still riding in a 1941 auto- 
mobile. 

“Clearwater is pocketed between 
Tampa and St. Petersburg. We are 
being suffocated to a certain ex- 
tent by these cities drawing some 
business from us that belongs to 
our own merchants. Clearwater 
can always remain a town of 15,000 
or it can become a big city. It is 
strictly up to you and me. 

“What are we going to do about 
it? 

“Instead of getting together and 
doing everything possible to build 
up tne town in which we are mak- 
ing our living, we are engaged in 
a lot of childish bickering, petty 
jealousies, criticisms of our city 
commission, our mayor, our cham- 
ber of commerce, our zoning board, 
our school board and every other 
organization which is honestly try- | 


Edwards Chevrolet Co. 


Articles of incorporation have | 
been filed with the Colorado secre- | 
tary of state by the Edwards Chev- 
rolet Co,, Greeley, Colo. The capi- 
tal stock is $200,000, 2,000 shares 
of par value $100 each. Incorpora- 
tors are Otte G. Edwards, Adolf | 
Hi. Vey and Lawrence P. McArthur. | 
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ing to build up this community. 

“No good man can do a good 
job when he is subjected to con- 
tinual criticism. I very much 
doubt if the folks who are doing 
the most criticizing could do as 
well as the folks they are criti- 
cizing. 


“IT know the mayor is a fine, 
honest, capable man who made a 
success of his own business. I have 
the utmost respect and confidence 
in each of our city and county com- 
missioners and our other public 
officials. They are all trying their 
level best to do a good job. Sup- 
pose they do make a few mistakes; 
do you think you would make less 
mistakes if you had their jobs? 

“Do you really want their jobs 
or would you rather sit on the side- 
lines and criticize? 

* * * 
r, OUR town is to become a city 
it needs a lot of things right 
now. It needs more gas plant, more 
sewers, new schools, a fine new 
pier, sidewalks at Belmont and 








AT A LINCOLN-MERCURY dealer council meeting recently held in San Francisco 
conducted by A. 8S. Hatch, West Coast regional manager. Seated, left to right, are 
Tom Lynch, Santa Monica, Calif.; E. E. Lowery, San Francisco; G. L. Boggs, district 
manager, Los Angeles; Harry Crimmins, assistant regional manager, Lincoln-Mercury; 
H. H. Shirrell, district manager, Richmond, Calif.; C. W. Wendle, Spokane. Standing, 
left to right: Richard Batterton, Denver; A. J. McRae, Stockton, Calif.; F. J. Mullen, 
Longview, Wash.; Hatch; Jim Livingston, Tucson, Ariz.; Jack McGuire, Pueblo, Colo. 





other places, swimming pools, sea- 
walls, parks, etc., etc. But all that 
takes money and lots of money. 
That means more taxes and we all 
gripe about taxes. 

“What are we going to do about 
it? Listen, folks, it’s all so simple! 

“Every citizen of Clearwater 








loves this town; that’s the rea- 
son they are here. We all want 
to see our town improve and 
grow. Why can’t we all forget our 
small personal gripes and pull 
together for a larger, finer city; 
a second Miami, maybe? 


“Let’s give the men we have 








edmond MIcROMOTORS 


. - for HEATERS « DEFROSTERS = WINDSHIELD WIPERS « VENTILATING 


15 


elected to run our town a break. 
They are all good guys, let’s ask 
them to issue bonds, revenue cer- 
tificates or whatever is necessary 
to get money for very much need- 
ed improvements. Then let’s pay 
willingly and gladly any additional 
taxes necessary, knowing full well 
that every dollar wisely spent will 
increase the value of our homes, 
our business, our jobs. 


“It’s a good thing to remember, 
But a better thing to do, 
To work with the construction crew 
gang, 
Not with the wrecking crew. 
—Larry Dimmitt.” 


British Plants Hit 
By Power Slash 


LONDON.—The introduction of 
“staggered” hours, aimed at achiev- 
ing a 33 percent economy in elec- 
tricity consumption, will not seri- 
ously affect garages and service 
shops. Few of these are productive 
units in a manufacturing sense and 
are exempted from the general cut 
in power consumption. 

Manufacturing units servicing 
the motor industry and automobile 
manufacturing plants have already 


switched to staggered hours. 








FANS « ANTENNA LIFTS « TOP LIFTS AND PUMP APPLICATIONS... 


neat in appearance and readily adaptable. In 


THESE capable low voltage D.C. Micromotors are 
loaded with stamina. They’re built in compact 
sizes up to 1/20th* horsepower and have gone 
through years of refinement especially for the auto- 
motive trade. Torque characteristics are uniform 
and their reputation for quietness and long-life is 
unexcelled. You'll find them sturdily constructed, 





a wide variety of products used throughout the 
world, more than 20,000,000 Redmond Micro- 
motors have proven their high quality. Whenever 
you are in need of small electric motors, or have 
difficult application problems to solve, call 


or write Redmond. 


*One-tenth bp. on intermittent duty. 


REDMOND 
ee 


Ue a a 
employees ond over 5 acres of floor area. 





—Auto Advertising 


Hudson’s Biggest Drive 
To Spotlight New Car 
By Bob Finlay 


Hudson is introducing its beau- 
tiful new car with the greatest ad- 
vertising campaign in the com- 
pany’s history, reveals M. M. Rob- 
erts, director of advertising and 
merchandising. 

Newspaper advertising, always 
emphasized by Hudson, will put 
the spotlight on ' 
the new Hudson 
in the company’s 
strongest nation- 
al and local point- 
of-sale campaign, 
Roberts said. 

“Ultimately,” 

Roberts assert- 
ed, “our factory 
and cooperative 
advertising will 
make use of 
more than 2,700 
daily and weekly papers. The 


M. M. Roberts 


total circulation will exceed 

40,000,000.” 

Radio, national magazine and 
outdoor advertising also will play 
a major role in the great drive to 
let people know about this new 
car, which, Roberts says, has 
brought so much favorable com- 
ment. 

The magazine campaign is al- 
ready under way in Saturday Eve- 
ning Post and Collier’s. Later, first 
use of pictures of the new Hudson 
will be made with full color spreads 
in the Post, Collier’s, Newsweek, 
Country Gentleman and Time. 

“Hudson will use more radio 
stations than ever before in con- 
nection with national announce- 
ment activity,” Roberts said. “For 
a period we intend to use a series 
of buildup spot announcements 
leading up to announcement day. 


On announcement day special an- 
nouncement spots will be used. 

Automobile trade magazines will 
be used during November, Decem- 
ber and January to point up for 
the trade what Hudson is doing to 
support its distributors and deal- 
ers, Roberts said. 

“Complete coverage of the United 
States will be accomplished in an 
extensive outdoor poster campaign 
using full color advertisements in 
January, February, April, May, 
June and July,” said Roberts. 

The advertising will be prepared 
and released through Hudson’s ad- 
vertising agency, Brooke, Smith, 
French & Dorrance. 


NADA Prepares 


Citing unfavorable public reac- 
tion indicated in the recent Crow- 
ell-Collier survey, NADA reports 
that its public relations committee 
is completing preparation of a new 
service for all members designed 
to improve customer relations. 

The service will include sug- 
gested advertisements and let- 
ters for dealers local use. 

Among the survey points cited by 
NADA were these: 48 percent be- 
lieve dealers are not fair in dis- 
tributing new cars, 25 percent ad- 


mitted placing orders with more 
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FORD DEALERS IN THE Winston-Saiem (N. C.) area were guests of station WSJS 
to hear a closed circuit program introducing the new Ford Theatre broadcast. Henry 
Ford Il was the speaker. Left to right: F. J. DeTamble, president, Twin City Motor 
Co., Winston-Salem; E. B. Rannels, manager of sales, Twin City Motor; Arthur Jones, 
Granite City Motor Co., Mt. Airy, N. C., and T. P. Warren, Kernersville Motor Co.. 
Kernersville, N. C. Standing, left to right: W. P. Ingram, Bloodworth Ingram Motor 
Co., Greensboro, N. C.; A. E. Gordon, Gordon Motor Co., Lexington, N. C.; H. O. 
Morris, Twin City Motor Co.; George Wright, Granite City Motor Co.; N. 0. Covington, 


Covington Motor Co., Rural Hall, N. C.; R. 


and R. Y. Covington, Covington Motor Co. 


than one dealer; 50 percent of new 
car buyers are patronizing the 
dealer who sold them their last 
ear. 

NADA asserts that dealers 


can 


Rural auto dealers know this. Asked what rural mag- 
azine would be most effective, from an advertising 
standpoint, in helping them sell their prospects 


a 171% lead 


they gave Country Gentleman 


Automotive advertisers know this. They invest more 
advertising dollars in Country Gentleman than in 
any other farm magazine. 


COC ea 


B. Sanford, Sanford Motor Co., Mocksville, 


help convince the 48 percent that 
doubt dealers’ fairness in distribut- 
ing cars by pointing out at every 
opportunity that the car sales 
abuses that exist are due mainiy 
to the insufficient supply and will- 
ingness of some buyers to resell. 


Colorful Studebaker 


Studebaker has been getting 
some colorful publicity breaks. 
Latest is editorial color coverage 
in the November Mechanix Illus- 
trated. Just after Studebaker 
changed over to real postwar 
cars, Life did a similar job on 
the company. 


Names 

Louis J. Lord has joined the 
traffic-production department of 
Geyer, Newell & Ganger. Lord was 
previously with McGraw-Hill as a 
production supervisor. 


Appointment of John V. Tracy as 
advertising and sales promotion 
manager of Truckstell Co., world’s 
largest distributors of special truck 
and automotive 
equipment, was 
announced last 
week by Donald 
W. Meyer, presi- 
dent. 

Tracy had serv- 
ed during the last 
year as account 
executive for 
Ross Roy, Inc., of 
Detroit, on the 
Truckstell na- 
tional advertising 
and merchandising account. Ross 
Roy, Inc., is conducting a $250,000 
advertising and merchandising pro- 
gram this year to advertise the va- 
rious Truckstell lines in general, 


John V. Tracy 


dealer and vocational publications. 


MEN’S STORES 


have found thru the 
years that advertising 
dollars produce their 
greatest return in the 
Courier-Express. That's 
why 1946 Men's Store 
lineage reads— 


C.E. DAILY 575,456 lines 
C. E. SUNDAY 33,214 lines 


NEXT PAPER 290,290 lines 


POWER thru the 


Buffalo's On: 
Morning and Sunday Newspap«’ 


National Representatives: 


OSBORN, SCOLARO, MEEKER & CO, 
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Auto Personnel 





Ford Preparing Barnes 


For Carroll’s Buying Post 
Appointment of James H. Barnes 
as assistant to Charles Carroll, head 
of the body department of the pur- 
chasing office of 
Ford Motor Co., 
has been an- 


bert J. Browning, 
vice-president and 


join Ford Dec. 1. 
Barnes will con- 





until the comple- 
tion of purchas- 
ing for the 1948 series of Ford cars. 
At that time Carroll plans to retire 
and Barnes will take over full re- 
sponsibility for the department. 

Carroll first joined Ford purchas- 
ing in 1918. Barnes formerly was 
assistant sales manager of the 
automotive division of Budd Co. 

* ad * 


Windsor, Paelke Promoted 


At Sherwin-Williams 

E. W. (Buzz) Windsor has been 
appointed general sales manager of 
automotive and graphic arts sales 
and Norman A. Paelke has been 
named sales manager of automotive 


James H. Barnes 











N. A. Paelke 


E. W. Windsor 
sales at Sherwin-Williams Co., 
Cleveland. 

Windsor, who has been with 


Sherwin-Williams for more than 23 
years, managed automotive sales 


Buyers Cautioned 
On Inventories 


In ‘Price Boom’ 


MILWAUKEE. — Warning that 
“we are in more of a price boom 
than a production boom,” George 
L. Meyer jr., vice-president of 
Stewart-Warner Corp., last week 
cautioned members attending a 
conference of the National Assn. of 
Purchasing Agents here to watch 
their inventories and buy 
tiously. 

“My advice is to buy what you 
need—for delivery when you need 
it. Don’t overbuy and don’t hoard,” 
Meyer said. The continuing in- 
crease in food prices with result- 
ant general price and wage in- 
creases, but without increased pro- 
duction is an unhealthy condition, 
he pointed out. 

While anticipating a decline in 
prices and stating “the healthiest 
condition which could occur would 
be an exceedingly heavy crop in 
1948 and lower prices,” Meyer ex- 
pressed doubt there would be a 
recession in 1948. 

The current slackening of con- 
sumer demand, in spite of higher 
incomes, could become extremely 
serious were it not for a number 


of “cushions” which should make | 
it possible for business to absorb} 
a price break and continue opera- | 


tions in a better alanced economy, 
he said. 


The current slackening of con- 
sumer demand, in spite of higher 
incomes could become extremely 
serious were it not for a number of 
“cushions” which should make it 
possible for business to absorb! 
a price break and continue opera- | 
tions in a better balanced econ- | 
omy, he said. 

“The coming price breaks-—-when 
they come—will widen the market | 
to include more of the two-thirds 
of American families in the lower 
income groups which have many 
unfulfilled demands for goods,” he 
said. 

Continuing aid to Europe and 
government stockpiling of critical 


nounced by Al- 


director of pur- 
chasing. He will 


tinue in this posi- 
tion as assistant 


cau- | 


| 
| 
| 


| 
} 
; 
i 


| 





| 





materials will tend to prevent sur- 
pluses and a subsequent price de- 
cline however, Meyer stated. 


until two years ago when he was 
appointed general manager of syn- 
dicate store sales. Paelke succeeds 
Rex Hall, who recently returned to 
Little Rock, Ark., which is now 
headquarters of his automotive 
sales territory for S-W. 


* * * 
K-F Appoints Schwartz . 


Head of Chicago Region 

Lee Schwartz has been named as 
regional manager of Kaiser-Frazer 
in Chicago at 35 E. Wacker drive. 
He is assisted by Al Baker, assist- 
ant, Harry Jedd, district manager, 
and George L. Smith, service super- 
visor. 

The new office is said to have 
370 Kaiser-Frazer dealers in Illi- 
nois, Wiscensin and part of Indiana 
under its jurisdiction. 

ca * 


Harper Heads Detroit Office 
For Great American 


Great American Industries, Inc., 
New York, has announced the open- 





Fisher building with R. B. Harper, 
formerly of Chrysler Corp., in 


charge. 
* * * 


Walsh Honored 
Joseph P. Walsh, general counsel 
of Sinclair Oil Corp., has been ap- 
pointed to membership on the 
American Petroleum Industries 
committee of the American Petro- 
leum Institute, it was announced 
by William R. Boyd jr., president 
of the institute. 
+ * * 
Douglas Honored 
A. J. Douglas, of Corpus Christi, 
has been named president of the 
Texas Assn. of Automobile Finance 
Companies. Thomas Graham jr. 
was named vice-president and 8S, E. 
Zook, secretary. 
+ 


* + 


Ford Shifts Johnson 
Ralph K. Johnson, manager of 
Ford Motor Co. of Canada, Ltd., 
Vancouver branch, will transfer to 
the company’s export division. He 
is scheduled for extended duty in 
Australia and New Zealand. 
* * * 


Hudson Names Two 


ing of a Detroit sales office in the: Hudson Motors of Canada Ltd., 





Tilbury, Ont., 

Henckel regional manager for west- 

ern Canada and R. A. McPherson 

as manager for western Ontario. 
* + + 


Perfect Circle Appoints 
Prosser General Manager 


Ralph Teetor, president of Per- 
fect Circle Corp., has announced 
the appointment of William B. 
Prosser as gen- 
eral manager. 

Prosser became 
sales manager of 
replacement sales 
for General Pis- 
ton Ring Co. in 
1925. When this 
company was ab- 
sorbed by Perfect 
Circle in 1928, he 
was made man- 
ager of the Per- 
fect Circle Tipton 





Wm. B. Prosser 


plant. 

During World War II, he organ- 
ized and was plant manager of the 
Perfect Circle aircraft ring plant 
at Richmond. Ind. Since October, 
1943, Prosser has been general fac- 
tory manager for all Perfect Circle 
plants. 


has named Henry | 
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High of 191,434 


In Arizona 


PHOENIX, Ariz.—Motor vehicle 
registrations in Arizona this year 
have reached the record total of 
191,434, according to M. A. Good- 
win, superintendent of the state’s 
motor vehicle division. 


In the full calendar year of 1946 
there were 176,496 registrations in 
the state. 

Predicting that registrations will 
exceed 200,000 by the end of this 
year, Goodwin attributed the in- 
crease principally to a steady in- 
flux of new residents. 

The 1947 registrations were clas- 
sified by vehicle types as follows: 
Passenger cars, 134,217, compared 
to 124,541 last year; commercial 
vehicles, 39,421, compared to 36,405 
last year; buses and taxicabs, 1,180 
against 1,085 last year; trailers, 
14,413, compared to 12,873 last vear: 
motorcycles, 2,203 against 1,592 last 
year. 


The state’s current registration 
total represents an increase of 20 
percent over 1941. 





Victor L. George, Dodge Dealer, Flint, Michigan 


“THE LUCKIEST DAY of my life came when 
Dodge made me their dealer in Flint, Michigan 
—-seventeen years ago. 


‘‘Here’s a great town in the heart of agricultural 
Michigan, with plenty of huge industry within 


its city limits. 


“This Dodge-Plymouth dealership gives me 
complete coverage of the low and medium priced 
passenger car markets, and the Dodge Job-Rated 
truck line meets 97% of all city and rural haul- 


ing requirements, 


“So, as I look around me, I wouldn’t trade my 
Dodge dealer agreement for anything else in 
the whole automobile business. Why? Because 
there’s no other dealer agreement like it,—no 
other sales and service back-log and market so 


rich in opportunity.” 


DODGE * PLYMOUTH * DODGE “‘Job-Rated’’ TRUCKS 


DODGE— DIVISION OF CHRYSLER CORPORATION 
7900 JOS. CAMPAU, DETROIT 11, MICH 
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Current Prices 


The following list of advert 
delivered prices of various makes 
of cars is based on prices in effect 
Nov. 1, 1947. They include factory 
retail prices at the factories and 
provistons for dealer delivery and 
handling charges and for federal 
taxes. They do NOT include trans- 
portation charges, state sales tazes, 
license or title fees, or various 
items of factory installed or op- 
tional on 

BUICK—Series Special—4-dr. sed., 
$1,673; 2-dr. sed., “her: Series 50 Super 
—4-dr. sed., $1,929; 2-dr. sed., $1,843 
convertible, $2,333; stat. wag., $2, 
Series 70 -dr. sed., $2,232; 
2-dr. sed., $2,131; conv., $2,661; stat. 
wag., $3,249. 

CADILLAC—Serles 61—4-dr. sed., $2,- 
324; sed. cpe., $2,200; Series 62—4-dr. 
sed., $2,523; spt. cpe., $2,446; convertible, 

902; Series 60—4-dr. sed., $3,195; Series 
75—4-dr. sed., $4,471; 7-pass. tour. sed., 
— 7-pass. imperial, $4,887; 9-pass. 

sed., $4,368; 9-pass. bus. imperial, 
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Detuxe—4-dr 
$1,477.50; 2-dr. $1, 466; spt. 
cpe., $1,472.25; bus. cpe., $1,377. ; Cham 
plon Regal Deluxe—4-dr. sed., $1,551.25 
2-dr. sed., a 75; spt. » $1,546; 
bus. cpe., $1,451.25; con : 
Commander -dr. sed., 
2-dr. sed., $1,729; spt. ocpe., 
$1. — 

881.50; 2-dr. sed. 


1,876.25; bus. 
$2,236 25; 


$1,902: 
Jenee: 
155. 25- 
Rega! 


698.50; conv., 


2-dr. sed., 





















DANIEL COLEMAN, left, receptionist in 
Corp., receives a c 


Other recipients included Wynegar, D. R. Dills, chief counsel; Edna Apfel, 
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the New York office of Commercial Credit 
heck for one quarter of his annual salary, marking his 25th anniver- 
sary with the firm, from Howard L. Wynegar. Each also receives a month’s vacation. 


Wynegar’s 


secretary; J. J. Mulligan, D. J. Coleman, Mrs. C. V. Stafford, Miss C. Van Winkle, 
W. Will, and T. Landgraf;: August Fraser, in the Chicago office; J. E. Miller, at New- 


ark, and W. L. 


New Sales Peak 
Seen for Farm 
Machines in °47 


YORK, Pa.—American farmers 
are utilizing their present prosper- 
ity to build for the future, a sur- 
vey made public here last week 
discloses. 

Replacement of worn machines 
and use of mechanical equipment 
for tasks hitherto performed man- 
ually will send farm equipment 
sales this year soaring to an un- 
precedented $1,250,000,000, the 
study, made public by Joseph W. 
Frazer, president of Graham-Paige 






Cleland, in Toronto with Commercial Credit Corp. of Canada, Ltd 


Motors, indicated. The total will 
amount to nearly three times the 
average expenditure during 1935-39. 

As a consequence of this heavy 
outlay, plus the $800,000,000 in 
equipment purchases rung up in 
1946, farmers now have equipment 
sufficient to do about twice as much 
work mechanically as they had be- 
fore the war. 

Major factor in agriculture’s 
swing toward mechanization is the 


‘fact that while prices of farm 


equipment have advanced approx- 
imately 38 percent over those pre- 
vailing in 1935-39, costs of farm 
labor have mounted six times as 
much, the study pointed out. 


You get the best results in our Classified 
Section, inside back cover, 


New York Dealers Select 
1947-48 Committeemen 


ALBANY, N. Y.-— Appointment 
of new committees for the 1947-48 
season was announced last week 


by the board of directors of the} 


New York State Automobile Deal- 
ers. The committees and members 
follow: 

Public relations: Carl E. Fribley, 
chairman; Claire C. Bateman, 
David L. Hagan, T. H. McElvein 
jr.. J. H. Walker and Fred L. Yar- 
rington. 


Finance: 
William Frame, 
L. B. Hartman, 
Dan O’Laughlin, 
Schoen. 

Factory-dealer relations: Peter 
J. Kaufman, chairman; Ralph W. 
Austin, S. Bancroft, Clifford J. 
Fletcher, Charles Oliver, S. J. 
Reynolds and H. M. Williams. 


Highway & transportation: J. B. 
Rusterholtz, chairman; Irving J. 
Cole, L. B. Leonard, J. Clinton 
Smith, C. P. Stanton and Chester 
Daetsch. 

Insurance: William F. Murray, 
chairman; E. J. Arnstine, G. W. 
Dodds, Harry Flinn, George D. 
Gardner, James Stanton and Ralph 
A. Young. 

Membership: Lew Hooker, chair- 
man: Henry L. Johnson, Fred A. 
Mason, S. J. Seaman jr., Carl E. 
Touhey and Glenn Whitaker jr. 

Employment-labor relations: 
Claude Wheeler, chairman; Charles 
Godlove, Fred McRorie and Ralph 
Managun. 

Inter-industry safety: Don Allen, 
chairman; J. W. Farlow, Carl E. 


A. Richard, chairman; 
Charles Godlove, 
Charles Neubig, 
and Edward C. 








Fribley, C. D. Henderson and J. F 
Platt. 

Purchase and discount: Claire C 
Bateman, chairman; W. F. Murray 
and George Smith. 

Installment sales: David Hagan, 
chairman; James Stanton and Fred 
L. Yarrington. 


August Car Sales 
Hit 648 in 
New Orleans 


NEW ORLEANS.—A total of 648 
passenger cars were registered in 
Orleans Parish during August, ac- 
cording to the New Orleans Auto- 
mobile Dealers Assn. The 648 figure 
compares with 822 registered in 
July. 

Ford registered 136, Chevrolet 
112, Dodge 59, Plymouth 56, Olds- 
mobile 43, Buick 43, Nash 38, Pon- 
tiac 32, Studebaker 22, Mercury 
19, Hudson 16, Chrysler 15, Cadillac 
15, Kaiser 11, DeSoto 10, Packard 
9, Willys 7, Lincoln 4, and Frazer 1. 

Truck registrations were Ford 
43, International 41, Chevrolet 38, 
Dodge 20, Studebaker 11, GMC 6, 
Mack 6, Reo 4, Willys 3, Pontiac 1, 
White 1, Federal 1, and Diamond 
T 1 for a total of 176. 


McKenzie Motor 
McKenzie Motor Co., 118 W. Lib- 
erty, Mexico, Mo., has been incor- 
porated by R. H. McKenzie, Nora 
Vee McKenzie and Loran Gibbs. 
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Selected Truck Stocks 
Favored by Analysts 


By George Deery 
Staff Writer 

N LINE with recent comments 

from executives in the industry 
that truck output would drop from 
the high level it has held during 
the past, The Outlook, published 
by Standard & Poor’s Corp., offers 
its analysis of this end of the mo- 
tor industry. 

“With the supply situation a 
less serious handicap than in the 
case of passenger cars,” it states, 
“production of commercial ve- 
hicles has been running at rec- 
ord levels since the close of the 
war to meet the huge deferred 
demand built up during the 
lengthy period of severely cur- 
tailed output. 

“As a result, the return to com- 
petition in the heavy-duty classi- 
fication has been reported by some 
companies, and indications are 
that supplies of medium-weight 
units may soon be in close balance 
with demand. 

“On the other hand, several or- 
ganizations with a large stake in 
the light-weight field expect a sell- 


Aid Imperiled 


Hazlitt Sounds Warning 


On Loans to Europe 


IRVINGTON - ON -HUDSON, N. 
Y.—Even the most generous Amer- 
ican loans will not bring world 
revival as long as European gov- 
ernments retain their present 
strangling networks of economic 
controls, which do more to distort 
and paralyze production than our 
aid can do to restore it, Henry 
Hazlitt, author of “Economics in 
One Lesson” and business column- 
ist for Newsweek, concludes in a 
study made for the Foundation for 
Economic Education here. 

The greatest single obstacle to 
the revival of a normal and much- 
needed two-way foreign trade, Haz- 
litt continues, is the pegging of 
European currencies at overvalued 
levels. 

Hazlitt’s study, under the title, 
“Will Dollars Save the World?”, 
outlines 17 principles and conclu- 
sions with regard to foreign aid. 
Among them are: 

1. As the U. S. produces only 12 
percent of the world’s food supply, 
the effort to compensate even in 
part for the food shortage in Eu- 
rope must bring soaring food prices 
here. The real solution for the 
world crisis is not to distribute 
scarcity, but to restore production. 

2. The so-called “dollar short- 
age” is a misleading name for the 
efforts of Europe to buy more than 
it sells and consume more than 
it produces. 

3. Unless we undertook to dic- 
tate all European government ex- 
penditures, our help might merely 
release European internal resources 
for non-essential or harmful pur- 
poses. 

4. It is not true that the U. S. 
needs foreign loans to keep full 
production and employment at 
home, or that we can get rich by 
giving goods away. 

5. Making heavy loans or gifts 
to unstable European governments 
is not the most effective way to 
combat world Communism. 


Auto Dividends Up 
21% in 9 Months 


Dividend increases by auto- 
motive companies whose securi- 
ties are listed on the New York 
Stock Exchange totaled 21.1 per- 
cent during the first nine 
months of this year, according 
to “The Exchange,” monthly 
publication of the New York 
Stock Exchange. Chemical and 
petroleum companies each gain- 
ed 28.3 percent. 

Nearly 85 percent of all the 
companies listed on the Big 
Board made payments in the 
first three-quarters of the year; 
61 percent distributed larger 
dividends than in the same pe- 
riod a year ago; payments were 
reduced on 54 issues and were 
eliminated or deferred on 24, 
according to the publication. 











er’s market to continue for some 
time ahead. 
+ + * 

“hs VIEW of the progress made 

in filling urgent requirements 
for trucks, a decline in production 
from the 1,200,000 units estimated 
for 1947 is in prospect next year. 

“Indications are that demand will 
still be abnormally large for an 
extended period, suggesting that 
output will be maintained at a 
level well above the prewar aver- 
age. On this basis all the indepen- 
dent truck manufacturers should 
be able to realize highly favorable 
earnings.” 

The publication adds, “How- 
ever, in view of the expected in- 
tensification of competition from 
now on, holdings should be con- 
centrated in the more strongly 
situated companies, with Mack 
especially favored. 

“Market ratings on Diamond T 
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curities and Exchange Commission | 





Auto Stocks 
Nov. 3 Oct. 27 
Chrysler ........ 68% 64 
Crosiey ....:..... 9 9% 
General Motors.. 59% 59% 
Hudson ......... 20% 20% 
Kaiser-Frazer 15% 15% 
ee 17 17% 
Packard ........ 5% 5% 
Studebaker ...... 20% 22% 
WOUNS  Cobawcdese’ 9% 10 
Average for 
Nine Stocks ... 24.54 24.79 





Motor Car and Federal Motor 
Truck have been lowered to Aver- 
age to Below but the remaining 
issues in the table are still rated 
above Average.” 

The issues referred to are Mack, 
Reo, Twin Coach and White Mo- 
tors. 

* > * 


Fractions 


Texas Co. announces that sub- 
scriptions have been received for 
98 percent of the additional shares 
to stockholders recently offered to 
present stockholders at $45 a share. 
. . » New corporate financing in 
July totaled $601,000,000, the Se- 


announced last week. This com- 
pares with $738,000,000 in June and 
a monthly average last year of 
$530,000,000. The money raised will 
be used mainly for expansion. 

F. L. Jacobs earnings statement 
shows all divisions of the company 
now operating on a profitable ba- 
sis, Rex Jacobs, president, told 
stockholders. A profit in the first 
two months of the fiscal year more 
than offset the loss reported for the 
entire fiscal year ended July 31, 
he said. gid 


Earnings 
Continental Motors—Quarter to 


July 31: Net loss, after estimated ; 


tax refund was $54,779. C. J. Reese, 
president, said operations have 
been on a profitable basis starting 
last July and should show con- 
tinuing improvement. For preced- 
ing quarter company had net loss 
of $621,430 and for July quarter a 
year ago net loss amounted to 
$535,838. 

Twin Coach and Wholly-owned 
Subsidiary—Nine months: Net 


profit, $1,564,694, equal to $3.10 a 
common share, contrasted with net 
loss of $1,048,469 after including 
$498,650 tax credit for 1946 period. 
September quarter: Net profit, 





im Ask Your Jobber about 
Butler’s BIG F-S" Program! 








$745,992, or $1.51 a common share. 
against net loss of $315,669 for 
third quarter of 1946. Report states 
company has a carry-over of 1946 
loss totaling $860,000, and after al- 
locating $200,000 of it to the third 
quarter, provision has been made 
for federal income taxes of $349,- 
700 on amounts of profit in excess 
of $200,000. Similar allocations of 
$200,000 were made in first and sec- 
ond quarters. 
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Butler De-Scaler Model AT-1 covered 
U. S. Patent No. 2,424,145. Other U. S. 
and foreign patents pending. 


Now you can make profits you 
never made before—-with the 
amazing new Butler De-Scaler! 
Already a success in the fleet and 
bus field, Butler “sells itself’’ 
because it’s GUARANTEED to 
rid cooling systems of rust and 
a keep water crystal 
clear for 1 year or 25,000 miles. 
It ends boiling over, overheating 
caused by scale . . . saves motor- 
ists countless headaches. . . and 
brings you extra business! 


Butler De-Scaler is backed by 
a big ““F-S” Program to *TURN 
FREE WATER INTO A FAST 
SALE. Butler gives you FREE 
Scale Tester that creates a sales 
opportunity every time you 
check a car’s water—-because it 
enables you to show motorists 


BUTLER 


Descale 


—— 


LZ, 
r 


WZ, = an \ 
 Ssal BeIRE 


Installed In Radiator Hose or radiator, 
according to instructions, Butler De-Scaler’s 
galvanic cell action will dissolve scale and 
rust, prevent their formation. Does not in- 
terfere with anti-freeze or stop-leak. 





how badly their cooling systems 
need a De-Scaler. And Butler’s 
Fair Trade price means good 
profits. So ask your Butler 
jobber for full information—or 
write direct to Butler Engineer- 
ing Co., 939 Magazine Street, 
New Orleans 11, La. 






Sold under Fair Trade Agree- 
ment in States where Fair Trade 
Laws have been Enacted. 


Copyright, 1947. Edgar M. Butler. 


ELIMINATES RUST - KEEPS COOLING SYSTEM CLEAN 
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Service and Used Car Reconditionin: 


, 
{ Regular Monthly Section for Dealers. Jobbers and Maintenance Men who Service and Lubricate 


Tilda ae 


25 Million 


Votor Vehicles and Recondition Over 3 


Villion l sed Cars 
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Gibbons Tops 


Four 
Horsemen 


No Deserts 


By 
Jack Weed 





prom what I have observed late- 
ly, it is beginning to look as if 
it were axiomatic that a dealer who 
sets a No. 1 record also is a leader 
in his territory with a sound incen- 
tive program for his employes. 
Last spring I visited Hull-Dobbs 
in Memphis. This agency is recog- 
nized as the world’s largest parts 
selling dealer, and I found that 
back of its tremendous success was 
a working incentive plan that kept 
all of the employes on their toes. 


Last week I got a quick look at 
the Boyd H. Gibbons operation in 
Los Angeles—claimed« to be the 
top deal in all Fordom on customer 
labor sales in America—and found 
a firm that has consistently given 
50 percent of its profits, before 
taxes, to the employes in the shape 
of incentive bonuses. 

As a result they have more men 
in the 20 and 15-year classes work- 
ing for them than any dealership 
I ever checked. Of the 160 persons 
now on their payroll, only 78 are 
what might be termed new em- 
ployes. 

* * + 

yas Gibbons operation is ter- 

rific—they have not only tripled 
their service operation and doubled 
their parts business since the war, 
but have a customer reception and 
goodwill-building program opera- 
tion that is out of this world. 

And while their wholesale parts 
business is 70 percent fleet business 
and they are outstanding in truck 
sales, they are. able successfully to 
handle volume truck and passenger 
car sales in the same building, 
without the truck customer get- 
ting slighted in the least. 

In fact they have two service cus- 
tomer entrances, one for cars and 
one for trucks—two parts counters, 
one for the shop and one for over- 
counter sales—and do the mechan- 
ics fight for their counter men! 
Theres’ no bickering between the 

(See BACKSHOP, Page 28, Col. 1) 





By Mac Gordon 
Staff Writer 

FTER two decades of idleness, 
+% the business of selling sun vis- 
ors as auto accessories is staging 
a revival. 

New-car dealers report that more 
and more purchasers are asking 
for installation of the sloping, rak- 
ish-looking visors 
shields of their cars. 

Visor manufacturers admit that 
current demand has not assumed 
the frenzied proportions of the 
bustling 1924-26 era, when your 
car either had a visor or you 
simply didn’t rate. But the pro- 
ducers are confident that the 
trend will mushroom now as it 
did then. 


In This Section 


New Products .............Pages 26-27 


Anti-Freeze Warning ..... 
Stopping Tests ....... 


.... Page 21 
... Page 25 





& * © | 
Sun Visors Shine Again | 
Makers Report Growing Demand for Stylish Item; | 


on the wind- | 


‘Make the Nut’ 


Held Goal of 


Factory Drives 


Programs Affect 
Discount Setups, 
Mechanic Training 


By Jim White 

Staff Writer 
Was car factories have always 
been interested in having deal- 
ers push parts sales, never before 
have they instituted programs in- 
cluding discount structures aimed 
directly at a major increase in 

wholesale parts sales. 

Back of all these drives is the 
zoal of putting all dealers in posi- 
tion to make their “nut” on service. 

As a result of this new think- 
ing, various divisions of many 
of the companies have initiated 
extensive promotional and sales 
campaigns with the object in 
mind of capturing a larger per- 
centage of the parts business 
which dealers and the factories 
have allowed jobbers to obtain in 
the past, as well as increasing 
customer labor sales materially. 

In the past, factory officials have 
been content to allow dealers to 
participate in parts promotion to 
whatever extent the dealer indi- 
vidually desired. As a consequence 
but few dealers have gotten into 
the wholesale merchandising of 
parts in a big way and to an extent 
that would result in an appreciable 
revenue gain. 
+ * * 

OW, however, the picture has 

altered itself completely and 
factory groups are striving to pro- 
mote dealer participation in the 
national wholesale parts sales pic- 
ture. As an incentive to this end, 
General Motors has already ac- 
corded jobber status to its dealers 
on all fast moving parts in a new 
replacement parts plan for all its 
car and truck dealers and for its 
diesel engine and accessories and 
parts divisions. 

This plan incorporates a new 
price structure on parts that en- 
ables all dealers to meet jobber 
competition. By making distri- 
bution to all channels on a net 
price basis, it is claimed, the 
problem of pricing a wide variety 
of parts on a list price, discount 
basis, will be overcome. 

One of the greatest problems to 
be overcome before the program 
will get into high gear, it is said. 
is overcoming the natural inertia 
of the average dealer who has not 

(Continued on Page 34, Col. 1) 






Standard Equipment Their Ultimate Aim 


l The visor attachments of the 
Roaring Twenties became such a 
popular accessory that auto mak- 


adopt the item as interior stand- 
jard equipment. There followed 20 
or more lean years for visors as 
| accessories, what with the depres- 
}sion and World War II. 


Current sales of the new exterior 
visors on the market inspire en- 
thusiasts to forecast that they, too, 
will become standard automobile 
gear. The chief selling point in 
this reasoning is that outside vis- 
|ors will be “indispensable” to the 
ultra-streamlined cars nearing the 
assembly lines. 
| * ” * 





ACTUAL sales figures of the ac- 
““ cessory since it was marketed 
are difficult to obtain with any de- 
i of accuracy, since exterior 
(Continued on Page 24, Col. 3) 


ers were practically compelled to | 








| 
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50,000 Go to School 





BY THE END of the year 50,000 mechanics in 8,000 Piymouth, Dodge, De Soto and 
Chrysler dealerships will have attended Chrysler Corp.’s master technicians service con- 


ference, according to W. B. Rice, director of service for Plymouth. The photos show a 


meeting at Walton Motors (Chrysler-Plymouth), 23rd and Indiana Aves., Chicago. A 
brief introduction to the subject to be considered for the evening and an outline of the 


various ‘‘tell,”’ ‘‘show’’ and ‘‘do’’ steps to be followed is given the men. 


IN THE HUSHED and darkened room, 





mechanics see and hear ‘“‘Mr. Tech,’’ cari- 





catured star and mechanical genius of the sound-slide film, give practical pointers on | 


timer advance mechanisms. This is the ‘‘tell’’ part of the conference. 





“SHOW”’ PART of the conference is offered in two ways. In the case of larger dealers. 
Bledsoe uses engine testing machine to demonstrate the points brought out in the film. 
In the above photo the same principles are demonstrated by use of a homemade ‘‘Rube 
Goldberg’’ device which can be used in shops not possessing engine testing machines. 
Instructions for parts needed and the simple construction of this special device are in- 


cluded in the conference kit. 


“DO” PART of the conference meeting is one of the most interesting. Concentration 





is evident as others watch while each man takes his turn at using special device. 


FINAL EVENT in the evening program is when mechanics fill in answers to printed 
—_ a Quiz blanks are returned to Plymouth service department for grading 
| and record. 





Great Potential 
Seen Neglected 
By Car Dealers 


Poll Shows Average 
Owner Spends $111; 
Most at Other Shops 


ITH the average car owner 

spending $111 annually to keep 
his car in shape, indications are 
that service business will continue 
well above the latest 10-year aver- 
age, according to the 11th annual 
automotive survey by the Crowell- 
Collier Publishing Co. 


Because over 54 percent of all 
cars on the road today have seen 
more than 50,000 miles of serv- 
ice already, and 52 percent of our 
approximately 29,000,000 cars are 
only comparatively new—of 1940 
or later vintage—it looks as if a 
high percentage of major service 
work will be needed for some 
time to come. 

According to Collier’s survey, 24 
percent, or the largest single per- 
centage of cars, have 50,000 to 69,- 
000 miles on the speedometer. Cars 
having less than 20,000 miles of 
service and those with between 
70,000-89,999 miles, each represent 
16 percent of all cars on the road. 

The two smallest percentage 
groups as far as mileage is con- 
cerned are those in the 20,000-29,999 
and 90,000-99,999 mile classes, which 
represent only 4 percent of all cars 
in each group. 

* 7 + 

N INTERESTING table in the 

survey for every service man- 
ager shows that 28 percent of all 
1942 cars now have 70,000 miles or 
more on them. In the same cate- 
gory are 24 percent of 1941 cars, 
33 percent of 1940, 40 percent of 
1939, 42 percent of 1938, 53 percent 
of 1937, 51 percent of 1936, 58 per- 
cent of 1935 and 66 percent of 1934 
or earlier models. 

Only 2 percent of 1947 and 3 
percent of 1946 models have over 
30,000 miles on them—all others 
being on the low side of 30,000. 

According to the survey, 53 per- 
cent of all car owners had not been 


|in to their dealers’ place of busi- 
| ness in at least three months, while 


39 percent had not been back for 
a year or more. Eight percent had 
not been in the dealers’ shop in 
from two to five years, 17 percent 
in the past five years or more and 
1 percent had never had their car 
in the shop of the dealer from 
which they bought. 

Under the heading of who gets 
the service business, dealer shops 
show up well on major repairs and 
tuneups. But the survey confirms 
a feeling that many in the indus- 
try have had for some time, that 
dealers generally haven’t been pay- 
ing too much attention to one-stop 
services, especially lubrication, that 
give the dealer his contact with 
customer labor prospects. 

The dealer gets 49 percent of 
major repair work as against 38 

(Continued on Page 23, Col. 1) 


Customer Appeal 
Cleanliness Is Credited 


With New Business 


PITTSBURGH. — “Probably as 
many as 250 new customers a year 
come here because we stress clean- 
liness in our service operation,” 
reports George Leavy, service man- 
ager of Beckman Motor Co., 110 
Penn Ave. 

“We consider ourselves pretty 
fortunate,” he said. “We are al- 
ways busy. Our system has four 
main points: a very clean shop, 
proper tools for the job, keep the 
customer’s car clean, and be very 
conscientious with the customer.” 
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NEW YORK.—Salt anti-freeze 
solutions again are appearing on 
the market, according to a warn- 
ing issued by Edward L. Greene, 
general manager of the National 
Better Business Bureau. 

“Unless the public is aware of 
the damage that such anti-freezes 
can do to the cooling system of an 
automobile,” Greene stated, “there 
will be a repetition of the disas- 
trous engine troubles that prompt- 
ed the wartime ban of these cor- 
rosive concoctions.” 

Greene pointed out that “pro- 
duction of anti-freezes of the 
chloride type—chiefly calcium 
chloride and magnesium chloride 
—was banned during the war to 
protect the nation’s automobiles. 
With wartime restrictions lifted, 
it has been noted that more than 
one chloride product is being of- 
fered, with the usual claim that 
they contain an inhibitor which 
counteracts the chloride tendency 
toward corrosion of engine parts. 

“Authorities in the automobile | 
field, including the Society of Auto- | 
motive Engineers, have assured the 
National Better Business Bureau 
that they know of no inhibitor | 
which will make the inorganic salts 
safe to use in the cooling systems 
of automobiles, even though they 
may produce satisfactory corrosion 
results in laboratory tests. Leading 
automobile manufacturers have not 
in the past, nor do they now, rec- 
ommend anti-freezes are in- 


Bosch Protests . 
Sale of 2 Labs 
For Trade School 


SPRINGFIELD, Mass. — Despite 
vigorous protests from American 
Bosch Corp., which charged that 


Anti-Freeze Warning 


Current Offerings of Salt Solutions Threaten 
Engine Corrosion, BBB Says 





its plans for further expansion of | 


its plant have been blocked, the 
War Surplus Properties Commis- 
sion has sold the two $625,000 gov- 
ernment-built laboratory buildings 
used by Bosch during the war to 
the Chicopee school department for 
$61,000. The property will be used 
as a trade school. 


A formal statement issued by 
Bosch indicated that the com- 
pany’s bid to the WAA for th- 
buildings was more than double 
that of the nearby city, adding it 
had intended to use the buildings 


for expanded industrial operations. | 


Bosch’s statement continued: 


“American Bosch had been so- 
licited for bids on the property 
by officials of the War Assets Ad- 
ministration, and had submitted 
several informal bids and one for- 
mal bid. The formal bid—the last 
to be filed—was more than double 


the amount at which the proper- | 


ties are reported to have been sold | 


to the city of Chicopee and was 
accompanied by the corporation’s 
certified check for 1 percent of the 
bid amount. 


“No word has yet been received 
from the War Assets Administra- 
tion officials, either in Boston or 
in Washington, that our bid was 
not accepted nor has our certified 
check yet been returned to us.” 


Sludge Solvent Is Announced 


By Celco Corp. of New York 


The Celco Corp. of New York, 
manufacturers of marine and au- 
tomotive solvents and paints an- 
nounces the availability of Celco 
Tank Kleen Formula No. 101. This 
is a new type of liquid fuel sys- 
tem cleaner designed to dissolve 
and eliminate formations of gums, 
tars and other dangerous binders 
by reforming all soluble hydrocar- 
bon binders into a liquid which 
burns with the fuel, while render- 
ing free all insolubles into a col- 
loidal suspension. 

Tank Kleen is said to be the 
first active, non-corrosive gum sol- 
vent of its kind with such a di- 
versity of uses. Applied either as 
a reconditioner or as a preventa- 
tive simply by pouring into the fuel 
tank, it is said to function equally 
as well with oil, gasoline, kerosene 
or fuel oil systems. Address Dept. 
101, Celco Corp., 110 E. 42nd St.. 
New York 17, N. Y. 





organic salts in cars they manu- 
facture.” 

Greene, although noting that sci- 
entific research may some day de- 
velop a method of safely using the 
inorganic salts as anti-freeze ma- 
terials, recommended that users be 
guided in the meantime by the fol- 
lowing statement of the National 
Bureau of Standards: 

“Engine tests have shown that 
inhibited as well as uninhibited so- 
lutions of calcium chloride have 
highly injurious effects on compo- 
nent parts of the cooling and igni- 
tion systems of automotive en- 
gines. 

“Calcium chloride solutions will 
cause serious corrosion of the 
water pump, radiator, and par- 
ticularly of any aluminum parts, 
such as cylinder heads. These so- 
lutions will cause partial or com- 
plete stoppage of water passages, 
especially in the radiator, with 
resultant overheating. 


“Because rapid erosion of the 
water ‘pump impeller shaft results | ductors of ¢ impeller shaft results 





STABILIZED! 


THE GEAR LUBRICANT 
THAT LUBRICATES 
BETTER AND LONGER! 
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O gear lubricant can be 








THIS PARTS BAR is in the Philadelphia Motor Car Co. Oldsmobile dealership and 
is a part of one of the largest GM parts and accessory stores in the Philadelphia area. 
At a formal opening of this new sales unit recently A. W. Richter (center), parts and 
accessories manager for Oldsmobile in the Philadelphia zone office, simulates the first 
sale over the counter to the son of John P. Crisconi, president of Philadelphia Motor. 


the ignition system and necessitate 
the replacement thereof. 
“Both magnesium and calcium 


from the use of such a solution, 
the solution is soon sprayed over 
the outside of the engine. Calcium 
chloride solutions, being good con- 


ductors of electricity, short- circuit as automotive anti-freezes.” 








better than the oil it con- 
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QUAKER 


tains. The base oils used in 
Quaker State Quadrolube are 
made from pure Pennsylvania 
grade crude oil, famous for lubri- 
cating value and stability. This 
fact, plus Quaker State’s unique 
refining and compounding proc- 
esses, provides the optimum in 
gear lubricant quality and de- 
pendability. 

Ask your Quaker State dis- 
tributor for the facts about 
Quaker State Quadrolube and 
get a copy of Booklet GL-46—to 
help you get more gear lubrica- 
tion business. 
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chlorides are too corrosive for use| association will 


Wheel Makers 
Meet at Dallas 
November 18-22 


DALLAS.—The officers and the 
directors of the National Wheel 
and Rim Assn. have called the an- 
nual meeting of the association, 
for its members only, at the Adol- 
phus hotel here, Nov. 18-22. 

Fred Dennerline, Indianapolis 
Wheel and Rim Co., president of 
the association, has arranged for 
association members to meet in St. 
Louis on Nov. 17 for the purpose 
of inspecting the new warehouse 
office and service station of Bor- 
bein-Young & Co. in that city. 

Immediately following the Bor- 
bein-Young inspection and house- 
warming, the manufacturer and 
distributor members of the associa- 
tion will travel on a special train 
to Dallas. 

They will start their program in 
that city by a group inspection of 
the recently completed new plant 
of Southwest Wheel, Inc., durin~ 
which the president of Southwest 
Wheel, Fred Prior, will act as host. 

The scheduled mectine of the 
be concluded by 
the arnual dinner Nov. 22. 
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48 Station Wagon, Voyager 
Offered by Stinson 


WAYNE, Mich. — Stinson last 
week announced for 1948 the Stin- 
son Flying Station Wagon and 
Stinson Voyager, with the highest 
useful load and lowest list price 


now in use and have chalked up 
a remarkable safety record.” 
The new high-wing cabin mono- 
plane, affording unobstructed vi- 
sion, has two 25-gallon wing tanks, 


ed. Stinson’s short takeoff distance 
with the standard propeller is said 
to vary from 292 feet to 526 feet, 
depending upon the gross weight. 

Standard colors of the Flying 
Station Wagon and Voyager are 
Stinson maroon or Riviera blue, 
trimmed with Diana cream. The 
interiors, created by the noted in- 
dustrial designer, Henry Dreyfuss, 
are combinations of maroon and 
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Others Get Business... 
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|}and “familiarity with make” 9 per- 
| cent. 


Great Potential Seen 


Neglected by Dealers 


(Continued from Page 20) 


percent going to the independent 
repair shops, 7 percent of owners 
doing their own repairing and the 
filling stations getting 5 percent. 
* + « 
| Fos vermis shops also get a slight 
edge on tuneups and adjust- 
ments, with 43 percent of the own- 
ers “going back home” as against 
36 percent going to the indepen- 
dents, 10 percent to filling stations 
and 9 percent doing their own 
work. 

The little old corner gasoline 
station, however, walks right 
into the lubrication picture and 
makes all other outlets look bad, 
by getting 71 percent of the lu- 
brication work compared with 
the car dealers’ 15 percent, the 
independent’s 11 percent and 3 
percent of owners doing their 
own greasing. 

If this table is a true picture— 
and the extent and thoroughness 


of the survey seems to indicate | 


that it is—it certainly shows that 
the dealers of this country have 
done a magnificent job of chasing 
the “one-stop” customers out of 
their shops and closing the door 
to the trade that in prewar used 
to come to the “service salesroom” 
of the dealership for this most im- 
portant work. 

Looking at the picture from an 
“age-of-car” basis, the dealer has 


improved his standing among the | 
owners of older cars considerably | 


since the start of World War II. 
Before the war the average age of 


cars that patronized dealer service | 


was a little less than two years, 
with very few being over four 


years old. 
+ * + 





Topay, however, this picture has | 
changed to the extent that at) 


least 51 percent of all cars are at 
least four years old, and 30 per- 
cent of the owners of 1937 or 
older cars are patronizing the deal- 
er for service. Of course the feel- 
ing that the dealer would be able 
to give better service and be more 
likely to keep the older car run- 
ning longer could have sold many 
owners of older cars on coming 
back for their service work. Avail- 
ability of parts, as well as shop 
space, also might have had some 
effect on influencing many owners 
to take their cars back to the 
dealer. 

It is up to the dealer to hold 
these customers now, if he wishes 
to maintain the present high 
percentage of older cars that are 
going to the dealer for service 
work, 

The dealer continues to lose the 
owner fast, however, even now, ac- 
cording to the survey, as the car 
gets older. Compared with the in- 
dependent repair shop the car 


dealer loses over one half of the! 


service work on cars of 1940 vint- 
age and older. 
One of the most peculiar things 


brought out in the survey is that | 


dealers are losing more work to 
the independent on 1947 cars than 
on 1946 models. Why this should 
be no one seems to know, unless it 


is because more 1947 cars have | 
been bought from used car dealers | 
or that buyers get so mad at the | 


dealer from which they bought the 
car that they won’t take it back 
for service. 

However, dealers are getting 81 
percent of the service on 1947 cars 


as against 85 percent on 1946 cars. | 


Independents get 16 and 11 
cent respectively. 

On other year makes the dealer 
gets 61 percent of 1942 car service 
as against 29 percent for the in- 
dependent; 57 
against 35 percent for the inde- 
pendent; 52 percent on 1940 against 
387 percent; 44 percent on 1939 
against 46 percent; 31 percent on 
1938 against 56 percent, 


per- 


48 percent. 
+ + 7 

CQWNERS of 1939 or later cars 

seem to stick with the dealer 
on both major service and tuneups, 
but have left him for their lubri- 
cation. The survey shows that with 
this class of owner the dealer gets 
74 percent of the major repair and 


percent on 1941 as/| 


and 30) 
percent on 1937 and earlier against | 





only 19.9 percent go to the inde- 
pendent. The dealer gets 68.7 per- 
cent of the tuneups as against 21.8 
percent going to the independent. 

But on lubrication the dealer 
is again a poor second with the 
filling station getting 65.1 percent, 
the dealer 28.1 percent and the 
independent repair shop only 6.4 
percent. 

“Familiarity with make” is the 
reason given by 77 percent of the 
owners as to why they take their 
ear back to the dealer for service, 
followed by “better work” 34 per- 
cent, “personal or business rela- 
tionship” 10 percent, “convenient 
or easily assessible” 8 percent, and 
“lower prices” 3 percent. 

“Better work” was the reason 
given by 41 percent for going to 
independent repair shops, “personal | 


“lower prices” 24 percent, ‘con- 
venient or accessible” 20 percent, 


“Convenience or _ accessibility” 
drew 68 percent to the corner fill- 
ing station, “personal or business 
reasons” drew 19 percent, ‘better 
work” attracted 12 percent, “lower 
prices” intrigued 6 percent, while 
“familiarity with make” drew only 
2 percent. 

“Lower prices” led in owners 
patronizing all other shops with 
23 percent, “better work” second, 
“convenience” third and “famil- 
iarity and personal or business 
reasons” tied for 6 percent. 

Of those who patronized dealer 
service, 85 percent were satisfied 
with the work and treatment they 
received, 89 percent had the same 
reaction from independent repair 
shops and 92 percent said the same 
about the corner gas stations. 

* * * 


URPRISING as it may seem to 
those who have had “dealers 
charge too much for service” din- 
ned into their ears recently, 78 
percent of owners told Collier 
checkers they considered dealer 





AS PART OF a continuing program to acquaint employes with De Soto and Plymouth 


ears from the 


ground up, De Soto-Plymouth dealers in the Chicago area sponsored a 


tour by their parts managers through the De Soto and Plymouth plants in Detroit. 
Service managers made a similar tour three months ago. Shown at the De Soto plant 
are, left to right, rear: V. Anderson, Dorchester Motors; ©. A. Lioyd, Sandra Motors; 
R. Bubser, Fine & Thomas; R. H. Johnson, Sandra Motors; R. Pollack, Pollack Motors; 
H. Schechter, Arrow Motor Sales; W. Eckel, Harry G. Bergstrom; J. Hermanek, Dor- 
chester Motors; P. W. Schultz, Diedrich Motors; A. Burgess, Aron Motor Sales; E. A. 
Crawford, Fine & Thomas; F. Donahue, Rowe, Young & Cooley; R. Landeor, Nodel! 
Motors; E. R. Bond, Chicago district parts representative; W. Hughes, De Soto Chicago 
district manager. From left to right, front, are: J. J. Barragry, district parts repre- 
sentative; S. Kusenda, district parts representative; A. O'Neill, Park Motor Sales; E. 
Harrison, City Auto Sales; J.. Razmus, South Chicago Motor Sales; G. Steffen, Cole 
Finder Motors; W. Erwin, Newberry Motors; F. Chairotino, Sunnyside Auto Co.; G. 
Finwall, City Auto Sales; M. E. Matz, McCorkle Motor Sales; P. Mickelson, Feyerbend 
Motor Sales; A. F. Peterson, Lenz Auto Sales; F. Holden, Salisbury Motors; John Dalee. 
Flapan Motor Sales, and 0. B. Osgood, district parts representative. 





seven percent said the same about 
independent repair shops and 91 
percent felt the same about corner 
gas stations. 

More money is spent on service 
by owners of 1942 vintage cars 


model. 1942 owners spent $156 a 
year apiece average on service, 1941 
owners $134, 1940 owners $149, 1939 
owners $134, 1938 owners $129, 1937 
owners $134, 1940 owners $149, 1939 
owners $107 and 1934 and earlier 


or business reasons” 35 percent, $90. 


service charges reasonable. Eighty-'than on cars of any other year 
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, hosts to America’s music lovers! 


Metropolitan Opera Broadcasts 
sponsored by The Texas Company 


for the 8th consecutive year 


KGvanr SaTurRDAY afternoon. 
November 15 through March 13, 
the Texaco-sponsored opera 
broadcasts again go on the air 
direct from the stage of the fa- 
mous Metropolitan Opera House 
in New York City. 


At the left is the magazine 
advertisement making this wel- 
come announcement to opera 
lovers. It runs this month in full 
color and reaches more than 30 

million readers. 


These opera broadcasts are 
one of radio’s most appreciated 
features. Add in the popular 
Texaco Star Theater radio show 
every Sunday night, magazine 
and billboard advertising from 
coast to coast, plus many ex- 

cellent local dealer sales helps 
and you see just a few of the 
many reasons why Texaco 

Dealers are such busy dealers! 


THE TEXAS COMPANY 





Sky Chief and FERE-CHIEF casounes 


HAVOLINE and TEXACO MOTOR OILS - MARFAK 
CHASSIS LUBRICATION + REGISTERED REST ROOMS 



















TUNE IN...Texaco Star Theater presents the Tony Martin show featuring Alan Young every Sunday night. 
See newspaper for time and station. 
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visors are classified as a fast-mov- 
ing mass selling item. 

However, Charles Peckat Mfg. 
Co., one of the leading producers, 
says that more than 250,000 Peckat 
Auto Shades have been sold na- 
tionally. Of these, the company 
adds, more than 100,000 were pur- 
chased in Illinois and Wisconsin 
alone. Peckat’s plant is located at 
Maywood, IIl. 

Spokesmen for the Aluminum 
Sun Visor say they are selling 4,500 
units a month, mostly in the Mid- 
west. 

The various visor makers con- 
tend that sales figures are not a 
true barometer of the acceptance 
of their product. The acid test of 
proof, they say, quoting jobbers 
and dealers for confirmation, is 
that exterior visors are being 


PICTURED AT one stop in their tour of Nash dealerships in four zones, factory] asked for—not merely accepted. 


parts and service officials chat with K. 0. Wright, St. Louts dealer. Left to right: 


In addition, the manufacturers 


R. D. Bolt, zone manager; K. 0. Wright; H. A. Lotz, parts and service manager, and | Claim their sales promotion to used- 
W. D. Corbin, zone service manager. Wright’s modern building is shown in background.| car dealers is finding surprising 


ONE-WORD tie TO EVERY 
SHOCK ABSORBER QUESTION: 


(Continued from Page 20) 


success. This end of the trade, gen- 
erally one of the most cynical to- 
ward new gimmicks in selling 
stunts, is said to be increasing 
visor installations on postwar and 
prewar models alike. 

But while most visor plants are 
expanding facilities in anticipation 
of a further rise in demand, none 
is going overboard. It is freely 
admitted that the battle to boost 
sales on a nationwide basis is still 
challenging, particularly in the 
East. 

+” + * 

ASTERN car owners have shown 

more resistance than those in 
the South and West out of the 
simple belief that a visor would 
do more harm than good during 
the snowy, sleety winters. This is 
the finding of Charles A. Dieterich, 
president of Dieterich Products 
Corp., Oak Park, IIl., manufacturer 
of the Karvisor. 

Another obstacle to eastern sales 





Who makes shock absorbers for every application 
—passenger cars, buses, commercial cars, trucks? 


What manufacturer has the engineering resources 
and experience needed to solve any shock problem? 


eee wee eee eee eee eee eeeeee SCORERS EEE EEE EEE SEH E HEHEHE EEE EEE 


What shock absorber manufacturer has ample facili- 
ties for combining quality and quantity production? 


eeeeeeeee 


Who is the largest manufacturer of shock absorbers 
for original equipment? 


Cee eee eee eee eee eeeeeeeeeee CPCS EEE EEE EEE EEE HE EEE 


Who offers the only complete line of shock absorbers 
—direct acting and Knee-Action, single acting or 
double acting? 


Who has the largest controlled service distributing 
organization for shock absorbers? 
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DELCO PRODUCTS DIVISION, GENERAL MOTORS CORPORATION 


DAYTON, OHIO 


DELCO HYDRAULIC SHOCK ABSORBERS 


Sun Visors Shine Again 


Manufacturers Report a Growing Demand for Stylish Accessory; 
Standard Equipment Their Ultimate Aim 


SERVICE SECTION 


is the fact that street lights in 
many small towns hang directly 
overhead. Drivers of visor-equipped 
cars are denied a maximum of vis- 
ibility at night. 

To combat eastern resistance, 
Dieterich and the other makers 
are trying to promote the item 
as an all-year driving aid. Not 
only will sun rays be kept out in 
the summer, their ads say, but 
snow and ice will be prevented 
from smearing up windshields 
during the sub-zero season. 
Complicating the manufacturing 

phase of the visor business is a 
legal fight being waged against al- 
leged infringers of the Peckat 
Auto Shade patent. The court bat- 
tle began last July after Peckat 
Mfg. decided to assume exclusive 
manufacturing and selling rights 
for the Auto Shade in the U. S. 
Previously Peckat had merchan- 
dised under a jobbing licensing 
plan in all but three states. 

William A. Mueller, president of 

Peckat, said the root of his firm’s 
lawsuits is the mounted bracket 
or “clamp-on” feature of the orig- 
inal patent of inventor Charles 
Peckat. Mueller said that several 
of the concerns which Peckat had 
licensed, as well as other manu- 
facturers, ‘merely are _ copyists 
even to appropriating the features 
of the patented mounted bracket.” 
* + * 


IETERICH PRODUCTS, one of 

the defendants in the Peckat 
suits, denies it is infringing on the 
Peckat patent. Dieterich was one 
of the firms whose license was re- 
voked by Peckat in July. 

“Due to the fact that a very 
exhaustive study was made of this 
patent situation,” Dieterich said, 
“it is determined that we were 
able to engineer and develop a 
construction of our own type which 
would be wholly unrelated to their 
patent and would be able to oper- 
ate on our own. 

“Needless to say, we had paid 
large sums of money to this pa- 
tent holder and, at the same 
time, received no protection from 
them by their not making any 
attempt to stop certain infring- 
ers from operating.” 

B. J. Singer, vice-president of 
Eastern Universal Auto Products 
Corp., Oklahoma City manufactur- 
er of the Autovisor, said his com- 
pany is not involved in the patent 
litigation. 

A similar statement was made 
by Leo Salzstein, of Charles Dis- 
tributing Corp., which handles the 
Aluminum Sun Visor. Salzstein 
said his product is attached to 
the top of the windshields, not the 

sides. 

Despite their legal difficulties, 
visor makers are agreed on sev- 
eral basic points. At the head of 
the list is the conviction that the 
price of the commodity must be 
kept as low as is profitably possible. 

Already, Dieterich has instituted 
a 12-15 percent price slash on bulk 
shipments to dealers. This concern 
has applied for a fair-trade price 
peg on its product of $26 retail. 

The field is also casting a hope- 
ful eye on the export market. 
Certain South American coun- 
tries, South Africa and other 
lands with relaxed import con- 
trols may soon be receiving vol- 
ume quantities of exterior visors. 

Production problems are _ few, 
since only small amounts of sheet 
steel are needed by the visor mak- 
ers. Eastern Universal reports it 
is tooling up to meet “consider- 
ably more demand during the next 
18 months.” The abundance of 


}aluminum has conquered produc- 


tion problems for producers of a 


| visor using this lightweight metal. 


All in all, the new-born visor in- 
dustry is planning for the future, 
which they expect to be as bright, 
but not as short-lived, as the boom 
of the Roaring Twenties. 


Crosley Expands 


Service School 


CINCINNATI.—As a major step 
in plans to expand its sales and 
service organization, Crosley Mo- 
tors last week inaugurated an en- 
larged factory service school here 
for Crosley dealers’ service men. 
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ALL IMPORTANT in the Kaiser-Frazer service carage is this well-stocked 


function 
ally-modern display shop for parts and accessories. Here two employes inquire about foc 


lights and slip covers from a salesman. 






a working school for training 
Kaiser-Frazer field representatives, 
and as a new car delivery prep- 
aration center serving those Kais- 
er-Frazer buyers who come to 
Michigan to take delivery of their 
new cars, is being operated here 
in a section of Willow Run plant. 


Besides serving as a_ giant 
classroom, the shop earns its way 
by providing daily service for the 
maintenance of more than 110 
Kaiser and Frazer courtesy cars 
and an assorted number of as- 
signed vehicles. 


In addition, it also serves those 
Michigan area dealers who haven’t 
the facilities to do heavy overhaul 
jobs. By arrangement with area 
dealers, such jobs as they are un- 
able to handle are brought into 
the K-F service pool and the job 
is billed back to the customer 
through the dealer. 

The shop is equipped to handle 
all service jobs and can accom- 
modate a considerable number of 
heavy overhaul and replacement 
services without crowding floor fa- 
cilities. Stalls are open-type and 
the floor is obstruction-free with 
under-floor tanks supplying lubri- 
cation greases. 


In addition to daily company 
maintenance work, the service shop 
is used as an on-the-job testing 
ground for new equipments and 
systems. Skilled mechanics and 
service representatives inspect 
equipment and systems daily in 
order to determine what service 
units are best suited to the needs 
of K-F dealers. 

A large retail parts and acces- 
sories counter faces onto the 
main entrance of the shop, lo- 
cated to catch the eye and the 
attention of incoming service 
customers and drive-away buyers. 

The shop is attractively high- 

lighted and manned by K-F serv- 
ice personnel. Customers are free 
to examine the latest accessories 
to go with their new cars. Jobbers 
have immediate access to large 
stocks of representative items and 
can do small-lot ordering right at 
the counter. 

The service setup makes full use 
of wide doors, easy entrance, ade- 
quate turn-around room, | well- 


‘The Hard Way’ 


Police Threaten to Smash 


Misused Spotlights 


OTTAWA.—The practice of Ca- 
nadian motorists to use spotlights 
as fog-lamps has caused so many 
serious accidents that highway po- 
lice near Ottawa areas have threat- 
ened to smash such automobile 
spotlights if motorists refused or 
neglected to heed warnings to dis- 
continue their use. 

“Seeing they wouldn’t listen to 
our warnings, we decided to show 
them the hard way,” said a police 
official, emphasizing that the au- 
thorities had planned to smash 
such spotlights when these were 
used as fog-lamps because of the 
danger involved and the serious 
accidents which have resulted from 
this bad practice. 











You get the best results in our Classified 
Section, inside back cover. 
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K-F Service Laboratory 
Shop at Willow Run Used as Working School 
For Field Representatives 


WILLOW RUN.—A service shop! lighted surroundings and obstruc- 
planned and equipped to serve as/|tion-free floor plan. 


—Jm Wurire 





Long & Short of Stopping 


Reaction Test Shows No One Can Halt Car 
As Quickly As He Thinks 


BOSTON.—At a test given taxi 
drivers with an automatic brake 
testing device, these hard-to-sur- 
prise individuals could not believe 
their eyes when shown exactly the 
distance it took them to stop their 
car after applying the brakes. 

The device has been used to test 
and train operators of fleet motor 
vehicles with excellent results. 
Tests are conducted by the Ameri- 
can Mutual Liability Insurance Co. 

This is the way it works. The 
device is attached to the front 
bumper and is designed to explode 
22-caliber blank cartridges using a 
charge of chalk. 

The tester rides beside the driver 
of the car and when the speedom- 
eter shows a speed of 20 miles per 
hour, the tester pulls the trigger 
which explodes the cartridge of 
chalk making a white mark on the 
pavement at that instant. The ex- 
plosion is the signal to the driver 
to effect an emergency stop. 


At the moment the driver automobiles driven at 20 miles 








HERE’S WHY: On or about Dec. 10, 
Fram will send you a poster which 
lists the names of winners in the great 
Fram $100,000.00 Prize Contest. 


Display this poster—and watch the 
customers who got their entry blanks 
from you come back to discover if they 
won! When they drive in, they’ll be 
thinking about Fram, and they’ll be 
easy to sell. So ask them all, ‘“How’s 
your Oil Filter?”’ That way you’ll sell 
plenty of Fram filters and cartridges. 


Cash in on Fram’s big contest! Be 
sure to get your poster up, and be 
sure to,use it by mentioning Fram’s 
mame to every customer! 


per hour within a distance of 6 
to 16 feet. When they realize the 
true condition, that it takes the 
average good operator 30 feet in 
which to stop his car when driv- 
ing at 20 miles per hour, the 
lesson sinks in.” 

| Tests have shown the average 

touches the brake pedal a sec- to be 31.4 to 80.8 feet, depending 

ond cartridge is automatically | ypon brakes and reaction of driv- 
discharged. When the vehicle has | ers, The device is used by the com- 


been brought to a stop, a chalk | 
line is drawn on the road under 
the front bumper. 

The distance between the first 
chalk mark which represents citing 
of the emergency and the second 
chalk mark upon contact with the 
brake is the driver’s reaction dis- 
tance. From the second chalk mark 
to the third chalk mark drawn on 
the road is the driver’s braking 
distance and the overall distance 
combining reaction and braking 
time is the total distance required 
for the .individual to produce the 
emergency stop. 

The distance between’ chalk 
marks varies and invariably the 
driver is astonished at the distance 
taken. 

“Most drivers,” American Mu- 
tual said, “seemed to have the 
idea that they can stop their 


motor. If the 
equipped, sell a 


pany to demonstrate to fleet drivers 
the absolute degree of stopping 
control which they have over their 
machines. This device proves to 
these drivers beyond question that 
no vehicle can be stopped within 
the distance which the average 
driver implicitly believes is pos- 
sible. 

The company has been working 
with the local taxi company where 
more than half of the drivers have 
taken the test; the balance will 
take it later. All new drivers are 
required to take it. 





Wilson Equipment 

Construction of a 2,400 square- 
foot annex to present facilities has 
been undertaken by Wilson Equip- 
ment Co., Auburn, Wash., to re- 
lieve congestion in the service and 
repair shop. Completed addition 
will rest on a 50-by-120-foot lot. 


REMEMBER, IT’S EASY TO SELL FRAM 
FILTERS AND CARTRIDGES! 

Fifty per cent of all the cars on the 
road today are not filter-equipped. 
And one out of three cars with fil- 
ters need cartridges. That means near- 
ly every car you service is a prospect 
for a Fram Oil Filter or a genuine 
Fram replacement cartridge. So give 
them all the Fram Dipstick Test. If 
the oil shows dirty, sell a Fram Oil 
and Motor Cleaner to protect the 


car is already filter- 
genuine Fram replace- 


ment cartridge for top filter perform- 
ance. Fram Corporation, Providence 
16, R. I. In Canada: J. C. Adams 


Co., Ltd., Toronto, Ontario. 


= RAM Oil and Motor Cleaner 


Cleans the Oit that Cleana the Motot 
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NEW VALVE REGRINDER, No. 500-B, 
which will be displayed by Van Norman 
Co., Springfield, Mass., in one of the larg- 
est ASI show exhibits, booths ©-320 to 
©-332 and D-319 to D-331. The 500-B is 
something distinctly new in valve recon- 
ditioning equipment. It is not the old 
familiar bench-type of refacer, but a mas- 
sive tioor-type machine weighing nearly 
1,100 pounds. Minimum diameter valve- 
head which can be ground is % inch, the 
maximum 5 inches. Chuck capacity is 
15/64 inch to 1 inch. Workhead spindle- 
speed variation ranges from 60, 95, 152 to 
240 rpm. 





“CARSAV” is a new type of underbody 
protective coating especially designed for 
brush application by either the car owner 
himself or by dealership and service sta- 
tion operators who do not have the re- 
quired spraying equipment for these heavy 
coatings. Approximately four gallons per 
car are required. Literature is available 
a Co., 512 FE. 36th St., Pater- 





DIETERICH PRODUCTS CORP., manu- 
facturer of Karvisor exterior windshield 
shades for all automobiles, taxicabs or 
trucks, has completed development work on 
@ new and improved attachment bracket 
for securing Karvisor shades in place. The 
new bracket is especially designed to fur- 
ther streamline the appearance of Karvisor 
equipped cars, to simplify installation and 
adjustment and to render the method of 
installation more inconspicuous. As before, 
no drilling is required for installation with 
the new bracket. 
may be obtained from the company, 1125 
W. Lake St., Oak Park, Il. 

* * * 





THE STA-FUL battery, manufactured 
and distributed by the Auto-Lite Battery 
Corp. The battery needs water only three 
times a year in normal car use and has a 
life expectancy of 170 percent, according 
to tests conducted according to SAE life | 
cycle standards. This, along with other | 
Auto-Lite products, will be on display at | 
the ASI show. 





THE AUTOMATIC TOW-BAR with brake | 
hookup. In the illustration, 1 is the brak- 
ing mechanism; 2, braking lever and cable 
connected to lower part of brake pedal of 
rear car; 3, bumper connections; 4, steer- 
ing cable connected to tie rod. Further in- 
formation may be obtained from Tow-Bar 
Sales Co., S. Clinton St., Ohicago 6. 





Additional information | 








| can be restored. Retail price is $3.75. 








THE 10-TON portable hydraulic arbor 
press built by Ruger Equipment Co., 408 
Leader Bidg., Cleveland. Because of it< 
compact design and light weight, the press 


ean readily be moved from place to place 


by one man. 
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NEW PRODUCTS 


to be Shown at ASI Show | 


A NUMBER of new and improved tools are included on the 1948 model of the Bear 
190-82 complete frame and alignment machine. Designed to handle all frame straighten- 
ing as well as front-end and steering work on all passenger cars and light trucks, the 
190-82 makes it possible for any repair shop or dealership to offer a complete service in 
@ minimum amount of space. The new pull bar assembly is included among the new 
tools to anchor a car or truck more securely on rack for frame or front end operations. 


* * * * « * 





THE ASI SHOW display of the World 
Bestos Corp., New Castle, 
ture its truck and bus brake linings. This 
part of the line is engineered with a num- 
ber of differing formulas so that the exact 
operating characteristics for the specific 
brake or even the individual brake shoe 
concerned is called for in the standard 
World Bestos specification. 

* * * 





AUTOMOTIVE INDUSTRIAL CO., 111 
Broadway, New York, has announced the 
production of a new, all steel, two-ton 
service jack with one easily interchangeable 
hydraulic unit containing all operating 





HERE’S A NEW streamlined all steel 


welded constructed oven that incorporates 


many exclusive features. The Barrett oven | 


is a new design of an electrically heated, 
thermostatically controlled unit, including 
pilot light and automatic timer, and is 
capable of holding a temperature of 500 


degrees, the company states. It can be 
seen at ASI show booths O©-294, C-296, 
C-298, C-300, C-302 and O©-304. Further 


available 
Zist and Cass Ave., 


information is from Barrett 
Equipment Co., 


Louls 6. 





AVAILABILITY OF the new Bennett- 
Feragen model CA-17 wheel alignment 
rack has been announced by Safety Equip- 
ment Co., South Bend. The new model will 
be on display at the ASI show in booths | 
C-14-16-18-20. | 





NEW BOLT RETHREADER, said to 
clean battered threads and make quick 
repairs without a set of dies, has t | 


been introduced by R. H. Scott & Co., 116 
Navarre Ave., Bryan, 0. It handles all 
U. 8S. standard threads from 4% to % inch 
in diameter. If bolt is battered on the 
end, the rethreader tool can be opened up 
and placed below the battered threads. 
Then by turning backwards the thread 


St. | 
| hone, to be shown for the first time at the 


| Supplied with two sets of stones which will 
| | handle a range of from 1 inch to 1% 


| quirements. 


parts and hydraulic mechanism. 
* * od 


—— 


CHUL 


A NEW HYDRAULIC brake cylinder 


ASI show, has been announced by Lisle 
Corp., Clarinda, Ia. A flexible driver allows 
easy access to difficult positions, permitting 
work on both master cylinders and wheel 
cylinders on the car. The Lisle hone is 


inches, which will take care of approxi- 
mately 95 percent of the average shop re- 
The stones are self-aligning, 
making it easy to recondition a cylinder 
without danger of bell-mouthing, it is 
claimed. 





THE RETURN 


National Oli 
merchandising cabinets—a wartime casualty 
| —has been announced by Park Q. Wray, 


of Seal 


replacement division manager, National 
Motor Bearing Co., Red Wood City, Calif. | 
Measuring 30 inches long by 22 inches high | 
and eight inches deep, the cabinets will 
contain entirely new assortments. They 
can be ordered direct from National, 
through jobbers or may be purchased at 


Ind., will fea- | 


INDUSTRIES CORP., 


REYNOLDS 57 
S. 6th Ave., Mt. Vernon, N. Y., recently 
announced that they are ready to 
deliveries on the ‘‘Hydra-Blast’’—an elec- 
trically heated automatic pressure cleaning 
in design and performance. It is light- 
weight, compact, 
fire hazards—no expensive exhaust sys- 
tems. It can be used in the interior of 
| automotive and industrial establishments. 


* * * 








A NEW CRANKSHAFT gauge, 
ting convenient and accurate journal meas- 
urement in the engine, is now available 


Mich. Employing the functions 
basic geometrical figures—the right 
angle and the circle—the new gauge gives 
quick, simple, accurate measurement, it is 
said. 





HENRY VALVE ©O., 3260 W. Grand | 
Ave., Chicago 51, announces a new sole- | 
noid valve developed to handle gasoline | 






start | 


machine with new and improved features | 


portable. No fumes or | 


permit- | 
| 
through Federal-Mogul Service, Coldwater, | 


of two) 
tri- 


SERVICE SECTION 





A NEW LINE of Five Star oil filters 
is now in production by AC Spark Plug di- 
vision of General Motors. The new line 
contains many engineering features, chief 
of which is a glass cloth covered collector 
tube trap, an exclusive AC development. 
The glass cloth trap is acidproof and will 
not deteriorate when attacked by engine 
oll acids, by products of combustion, the 
firm states. The glass cloth is an added, 
permanent filtering material. Long fibre 
virgin cotton, ram-packed, constitutes the 
other filtering material. The filters have 
an extra heavy metal case and a large 
drain plug for easy removal of sludge. 








AAVS-267, new Stromberg carburetor, a 
double barrel, downdraft model with auto- 
matic choke control and built-in starter 
switch. This starter switch employing man- 
ual and vacuum actuation enables the ve- 
hicle operator to start the engine by de- 
pressing the accelerator pedal. Will be 
shown in Bendix display, B294 to 304, at 
the ASI show. 





A CHEVROLET dual carburetor mani- 
fold is announced by Thickstun Mfg. Co., 
El Segundo, Calif., builders of special 
racing manifolds. Cast of 356 aluminum 
and weighing only 12%4 pounds, without 
carburetors, the manifold is the result of 
more than three years’ engineering and 
development work, the makers state. On 
the present production model, final tests 
show that on a stock Chevrolet mileage is 
increased from three to seven miles per 
galion, acceleration improved 30 percent 
and top speed raised by as much as 24 per- 
cent, it is claimed. 


* * * 





or other fuel olls on automotive applica- 
tions, and which can also be used on 
small internal combustion engines where | 
automatic control of fuel supply is re- 
quired. Another application is on fuel lines 
to gasoline burning heaters. 





THE EIGHT SHOE cyclebond equipment | 
set made by Miller Mfg. Co., 5919 Tireman | 
Ave., Detroit 4, sells for $275 net, FOB | 
Detroit. The equipment has been especially | 
engineered for dealer service shops, accord- | 
ing to E. J. Wright, vice-president in 
charge of sales. It can be easily used by | 





the company’s ASI show booths A-296 and 


A-298. i 
‘ 


mechanics who now use conventional rivet- 
ing equipment, he said. 





| writing the firm, 
| Bellwood, 





CHICAGO RIVET & MACHINE CO. « 
nounces the manufacture of the Admira! 
brake reliner, a unit which was discon- 
tinued during the war. It will be exhibited 
at the ASI show. It permits the relining 
of car and truck brake shoes with original 
factory accuracy, the company states. 
Further information can be obtained by 
9600 W. Jackson Bilvd., 
TH. 


” 


j 
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of a complete merchandising kit to be fur- 
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VENTSHADES are designed as exterior 
ventilators and weather shields for the 
doors and windows of modern cars; can be 
easily installed and fit so exactly as to give 
the appearance of a built-in feature. They 
are said to give complete car ventilation 
during stormy weather by allowing windows 
to be lowered to the point of shade pro- 
tection without rain, sleet or snow beat- 
ing in and are ideal sun shades and reduce 
glare and heat within the car. Ventshades | 
are made of 20-gauge brass and painted 
a soft green inside. The outside is a heavily 
plated rustproof chrome finish. Packed one 
complete set to a carton, six cartons to a 
case. Ventshades are available from the 
Auto Ventshade Co., 258 Williams St.. 
Atlanta, Ga., for current General Motors, 
Ford, Chrysler, Packard and Nash models. 

* * * 





A NEW REFLECTOR-TYPE automotive | 
utility lamp (No. 4510) is announced by | 
the lamp department of General Electric. 
As a backup lamp, for which there has 
oeen an increasing demand, the lamp may | 
be mounted on a car or truck. It provides 
a wide flood of light, with a lateral spread 
of about 80 degrees and a vertical spread | 
of about 20 degrees, which is excellent for 
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A NEW SERIES of air-operated presses 
for garages, tool and die shops, or manu- 
facturing plants has just been announced 


| by Dake Engine Co., Grand Haven, Mich. 


This new air-hydraulic press offers unusual 
ease and speed of operation, because all 
force is provided by the air pressure. There 
are but two simple valves for the operator 
to manipulate to obtain the pressure he 





backing up. When used in a holder de- 
signed for the purpose, with sufficient cord | 
to reach any part of the car, it will also 
prove useful for general utility purposes, 
such as changing tires at night. The 4510 
has a PAR-36 bulb with a diameter of 4142 
inches and operates on six to eight volts 
at 25 watts. It has a screw terminal base 
and an overall length of 2% inches. The 
list price is $1.50 plus tax. 

* * * 





A SAFE and sane method of acid han- 
dling is claimed for manually-operated acid | 
pump, supplied by General Scientific Equip- 
ment Co., 27th and Huntingdon Sts., Phil- 
adelphia 32, which is finding usage wher- | 
ever liquid must be removed from a carboy, | 
drum or barrel. 





SNOW PLASTICS CORP., manufacturer | 
of the recently introduced Snow gasoline 
mileage gauge, announces the availability 


nished to its dealers without cost. The kit 
comprises a counter display card exhibiting | 
the actual product, newspaper ad-mats and | 


a supply of folders stressing gas economy | 
and safety advantages of the gauge for 
car owner distribution. Inexpensive and in- 
dividually modified to suit all models of 
Ford, Chevrolet and Plymouth, with units 


modified to suit other makes of cars be- 


ing added currently, the gauge keeps the 
driver continually informed concerning rate 
of fuel consumption per mile traveled. In 
addition to making economical driving sim- | 
ple, the gauge also enhances driving safety 


by warning against the fuel waste caused 
by dangerously high speeds. For further 
information, write the corporation, 221 E. 


26th St., Chicago 16, 


desires. Speeds of these presses are much 
greater than those of manually operated 
types, the company states. 

* * * 





THERMO-SIZING Is a process now be- 
ing used by Pedrick jobbers to reshape and 
resize alloy pistons so they fit the cyl- 
inders In which they operate. The Thermo- 


sizer is used. It is said to be the first ma-| 


chine to utilize Heat-Shaping in the recon- 
ditioning of pistons. By this process, worn 
and collapsed alloy pistons may be resized 
and reshaped as much as .030 inches, safe- 
ly and permanently, the company states. 
An outstanding feature of this process is 
that piston skirts may be expanded more 
across the top than at the bottom; only 
in this way can they fit accurately 
tapered cylinders, it adds. Wilkening Mfg. 
Co., Philadelphia 42, through whom 


Thermo-sizers are available, states that the | 


machine and the process have gone through 
years of development. 
* * * 





TWO NEW IMPROVED limited input 
type models have been added to the “Job 
Tested’’ line of Trind! super industrial are 
welders which will be introduced and dis- 
played at the ASI show. These models, 
130B with a 130-ampere capacity and 180B 
with a 180-ampere capacity, available with 
and without power factor correction, have 
been specially designed for operation on 
rural power lines. Prices start at $155.50, 
FOB factory. Trindl Products, Ltd. will oc- 
cupy double booths ©O-149 and O-151. The 
plant is at 17 E,. 23rd St., Chicago 16. 


into | 


NEW PRODUCTS 


... to be Shown at ASI Show 








DEVELOPMENT of a new nonspill air- 
craft battery was announced recently by 
Willard Storage Battery Co., Cleveland. 
Approved by Civil Aeronautics Administra- 
tion for installation without enclosed bat- 
tery boxes or compartments heretofore re- 


| quired on all civil aircraft, the new bat- 


| 











tery is made spillproof by means of a pat- 
ented vent manifolding device and is pro- 
tected against overfilling by an adaptation 
of Willard’s automotive ‘‘Safety-Fill’’ prin- 
ciple to aircraft battery design, the firm 
states. It will 
show. 





GRAY CO., INC., Minneapolis, manufac- 


| turer of automotive lubricating and main- 


tenance equipment, has developed a com- 
pletely new method of dispensing bulk 
motor oll at the point-of-sale. The Graco 
Ollmaster is a self-contained motor oil dis- 
penser which occupies only four square feet 
of floor space, and is ready to go to work 
just by plugging in an electric cord. Ap- 
proximately three gallons a minute can be 
dispensed. The hopper holds 60 gallons of 
motor oll. The built-in ofl pump is pow- 
ered by a “% hp. electric motor. 
* * * 





SEALED POWER CORP., Muskegon, 
Mich., announces an improved expander 
spring for the Sealed Power MD-50 steel 
oll ring. Among the advantages claimed for 
this spring are increased direct ventilation 
for greater oll economy, more independent 
action for steel segments, free and unob- 
structed circulation of oll through all slots 
in cast iron spacer and oll holes or vents 
in the piston. The design of the new spring 
compensates for greater variation in groove 
depth without loss of tension and assures 


both pisten and ring, resulting in | 





LINCOLN St. 


ENGINEERING OO., 
Louls, announces a new improved Servmo- | 
bile. Designed as a portable, work-organ- | 
izing unit, it speeds up service, saves time | 
and steps, and provides an orderly method | 


of bringing most frequently used tools, | 
accessories and supplies right up to the 
ear. Servmobile has a heavy-gauge, rein- 
foreed steel work table top covered with a 
black rubber mat. A tool panel, punched 


at one inch centers, permits neat arrange- 





be displayed at the ASI | 


| by the manufacturer, 


| greater bearing area at points of contact | Seas, Gm Severe of high @ erie, 


| with 
longer spring life, the company states. 
* * * 





electric sander 
edging and surface preparation in connec- 


sanding pads make changing of abrasive 
grade for rough or finish jobs quick and 
simple. Special sanding pads for unusual 
contour sandings are available. Standard 
9-inch by 11-inch abrasive sheets, divided 
into three equal parts, fit the sanding pad, 
eliminating 


in booth B 402-4. 
* * * 








CARBON MET. for degreasing is recom- 
mended for electrical parts and equipment 
Curran Corp., Law- 
rence, Mass., because it is non-polar (di- 
electric). 

* * * 





ee. 


A “WORKSHOP ON WHEELS’ — the 
Sherman Farnicrafter—has been announced 
by Sherman Products, Inc., Royal Oak, 
Mich. Developed as the answer to the 
farmer's need for a field repair unit, it 
was engineered by men experienced in farm 
mechanization. It is a tractor-operated 
‘“‘machine shop’’ which is easily mounted 
on the splined shaft of a tractor power | 
take-off. It provides a grinder, a drill | 


plus a flexible shaft that takes many stand- 
ard attachments. 





VIEW OF TOOL COMPARTIRENT S06 


ment of hangers to accommodate a large 
variety of tools. The other side has two 
utility storage spaces for miscellaneous ser- 
vice accessories. Rear end-panel, and both 
sides of front end-panel are punched for | 
attaching brackets to hold specialized 
Lubriguns. Sturdy shelves on front end- 
panel provide space for canned oil or other 
service items. A built-in drawer holds as- 





USEFUL FOR the whole range of body | 
refinishing work, the Sterling 1000 portable | 
is designed for feather- | 


tion with touchup work. The detachable | 


abrasive material waste. The | 
sanders will be on display at the ASI show 


| Electric Corp., 





sortment of popular size Klieenseal grease 
fittings. 
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SERVICE STATION Equipment Co., 
Muskegon, Mich., announces the new Eco 
Tirefiator. Precisely controlled balanced 


tire inflation through use of the new Eco 
Tirefator assures smoother riding and 
longer tire life for service station custom- 
ers, the company states. An illustrated 20- 
page booklet is available from the com- 
pany. Tirefiators will be on display at the 
ASI show in booth No. B-40-44, 








NEW GROTE fog ltamps and backup 
lights are the newest additions to the line 
of safety devices made by Grote Mfg. Co., 
Inc., Bellevue, Ky. Grote will exhibit both 
products at the ASI show. The lamps are 
equipped with the new car-size Mazda 
sealed beam and are available in two 
types. No. 211, shown in the ilustration, 
with pedestal and washers for top of pan 
installation, fits nearly all 1942-47 model 
cars. The second type, No. 211-B, is de- 
signed for bumper arm mounting with 
standard clamp type bracket, or for in- 
staliation. through splash pan, using the 
rubber grommet furnished. 





THE AUTOMOTIVE 
6400 Plymouth Ave., 


division of Wagner 
St. 


Louls 14, features new merchandisers for 
stocking and selling hydraulic brake re- 
placement parts, brake lining and brake 


hose. These merchandisers are sold and 
distributed through 25 Wagner branches. 
Sturdily bullt of sheet steel and colorfully 
lithographed in the Wagner sunburst de- 
sign and red, white and blue coler com- 
bination, these ‘silent salesmen’’ make ef- 
fective display units as well as handy 
merchandisers. 
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By 
Jack Weed 


(Continued from Page 20) 


mechanics and the parts men in 
this organization. But then this 
story is too long and too good for 
me to spill all the details in my 
column—it’s a story in itself—so 
watch for it—it’ll be coming to 
you in your favorite trade paper 
(Johnny calling). 

Another thing about this Boyd 
Gibbons organization—both father 
and son have a sincere desire to 
raise the standing and calibre of 
retail automotive salesmen. Maybe 
there is a place for a “Booster 
Club” on a national basis for the 
men who sell cars and trucks— 
similar to the Booster clubs across 
the nation that now have over 
3,500 manufacturers’ representa- 
tives as members—and whose code 
of business ethics makes them 
highly respected by every jobber 
in the country. 

* + + 
As I TOLD you in my last col- 
umn, I flew “Ford” to the coast 
and back—the mere fact that you 
are reading this indicates that I 
am still able to pound a typewriter 


—although after a week of Los 
Angeles and the ATA convention 
combined, I’ll have to admit the 
touch is not quite so sure or so 
emphatic—not yet at least. 

And right now before I forget, 
I must apologize for several errors 
that I have made in regards to 
this trip. Ball, the Ford director of 
truck and commercial vehicle sales, 
is not the company orderly al- 
though he went all out to make our 
trip a most pleasant one. His in- 
itials are J. B. instead of C. O. 
Also it was E. L. Barringer, editor of 
Fleet Owner, and not Howard Pyle 
or a mythical E. L. Bowinger who 
went with us. And the neophyte 
to flying from Power Wagon was 
Austin Stromberg—and what an in- 
troduction to flying he had. I got 
the thrill of my life and I think 
at least that I am a hardened bird- 
man. 

That side excursion coming back 
over Boulder Dam and up the 
3rand Canyon—over twelve thou- 
sand feet up, thank goodness, but 
many miles along the Colorado 







River-—was the grandest and most 
awe-inspiring sight I ever beheld 
in my life. I never expect to see 
its equal. 

Try it in a “Cub” some time. 

* * * 

HIS ATA “physical breakdown 

course” is always a little rough, 
especially as the gray hairs begin 
to dominate the thatch, but this 
year was even more rugged than 
usual for me—possibly because I 
not only had to attend all of the 
various “doings” and cover the 
event from a news angle, but be- 
cause I was constantly surrounded 

-and directed—by the “Four 
Horsemen of L. A. automotive 
newsdom.” When you are ganged 
up on by such a swell bunch of 
guys as Slim Barnard of the Los 
Angeles Examiner, Lynn Rogers of 
the Times, Herschel Blewett of the 
Herald Express and Hicks Coney 
of the News, one is bound to find 
the going a little rugged—and it 
was. 

We went en masse to such affairs 
as the Firestone buffet supper, the 
Ford Hospitality Hour, the Good- 
year and Harvester luncheons, the 
White and Bantam cocktail parties, 
the Ford and Fruehauf breakfasts 
and visited myriad company head- 


quarter rooms including Goodrich, | 


SERVICE SECTION 





FORD EXECUTIVES attending the Cleveland district dealers parts and service man- 


agers banquet. Left to right, Dean Sellers, 
Pease, director of parts and accessories sales; Ray Allen, Cleveland district 


Allaa B. 


Ford’s assistant general sales manager: 


manager, and Hugh F. Charlesworth, assistant general sales manager of the Lincoin- 
Mercury division. An overflow crowd of more than 1,000 persons attended. Chairman 
of the meeting was R. E. Gray, service manager of Birkett L. Williams Co., and head 
of Ford’s ‘‘300’’ Club. Ray Allen, Cleveland district manager, welcomed the guests. 





Mack and Trailmobile. The only 
affair of any importance that we 
didn’t invade with a solid front 
was the breakfast given in honor 
of that doughty young oldster, W. 
J. Seitz of Michigan Motor Freight 
Lines who, at 78 years, had just 
brought his 72-year-old bride of a 
few weeks out to the coast on their 
honeymoon. 

The nostalgia I started to have 
early, when I began to get nu- 





We | | Posted es es Your NAPA Jobber is well posted on your parts needs and well- 


stocked to meet them. He is in position to save you phone calls, gasoliné and time. Under one roof he 
has parts and supplies of genuine quality which cover the great majority of your requirements for cars 
° __ and trucks of all makes. On parts only occasionally needed there is no waiting for “shipment from the 


factory.” They are quickly available from a nearby NAPA Warehouse. You save your own time, and 


your customers’ time, when you depend on your NAPA Jobber. 


NATIONAL AUTOMOTIVE PARTS ASSOCIATION ¢ DETROIT 1, MICHIGAN 
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merous invitations to go deep sea 
fishing, duck and pheasant hunt- 
ing and trout fishing, wasn’t helped 
one bit by meeting up with that 
outstanding Ford dealer and 
sportsman, Bill Froelich, who is a 
kindred spirit. He also writes the 
Field and Stream column every 
week in the Times and has a well 
deserved reputation as a host—his 
patio and refreshment stand in the 
rear of his dealership is one that 
you would only see in Los Angeles. 

I did get in a couple of hours of 
marlin fishing through the kind- 
ness of Leroy Hillman and Don 
Hankey, who own the Rent-A-Car 
Co. in L. A. They routed us out of 
bed early Sunday morning to go 
on a nice trip in their twin-engine, 
65-foot yacht and while they laid 
up at Catalina Island, put J. D. 
Ball of Ford and me in a fishing 
boat. We didn’t get any fish—not 
even a strike—but we did see hun- 
dreds of seal on the rocks off the 
south end of the island. 

* a” * 

EN L. CORMIER of Central 

4 Chevrolet, who wanted me to 
stay over one more day and go out 
| with him, said that being in the 
same boat with a Ford man was 
enough to insure that we wouldn’t 
get a strike—but that if I'd stay 
over he’d show how marlin fishing 
| was really done. He might at that, 
as he has quite a reputation among 
|Southern California sportsmen as 
a “sail-fisher” and has several not- 
|able “sails” to his credit. 

Went out to Charlie Foy’s night 
spot that same evening for a steak 
dinner, and Charlie—he’s about the 
middle step in the old Eddie Foy 
and the seven little Foys act that 
did the vaudeville circuit when I 
was just breaking into the sales 
promotion end of the automobile 
business—told me about the time 
when Henry Ford met his father 
at some gathering and asked Eddie 
how he liked his car. Foy told him 
it was all right except for the nuts 
and bolts that were constantly fall- 
ing off. Henry Ford sent Eddie a 
| big bag of nuts and bolts collect- 

(See BACKSHOP, Page 38, Col. 3) 
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Grill Guards 
and Rails 





SERVICE SECTION 


1946-1947 


FORD 


CHEVROLET | * 
PLYMOUTH 


Immediate Delivery 





Sold Exclusively Through 
Ford, Chevrolet and Plymouth Dealers 


No. 405 (above)—List Price: $11.95 





Consists of three 33” rails and two FAIR 
guards 14” high. Packed one to a car- 

ton; weight, 11% lbs. Designed to con- TRADED 
form to factory specifications. Con- Dealer Discounts: 
structed to last. Chrome plated; adds ‘oe ot ee 45% 
beauty to car. eae 50% 
No. 404 (not shown)—List Price: $9.95 25 or more 

Consists of three 22” rails and two 50% +5% 
guards 14” high. An ultra-modern guard FOB DETROIT 
for front and rear. Packed two to a 2%, 10 Days 





carton; weight, 15% Ibs. 


DELUXE GUARD CO. 
30380 W. Davison Ave. Detroit 6, Mich. 


QUANTITY | CAT. NO. 





City Zone State 


Sold on open account to authorized dealers. 
For Plymouth, specify front or rear. 


SAVES LIVES . .. 


Give Your Customers a Full, Better and Safer 


Brake with Proper Clearance at All Times 


Install 
SHUMAN AUTOMATIC 
BRAKE ADJUSTERS 


Patent. Nos.2,184,683-2,378,662 
For all Lockheed and 
Hauk brake systems. Fits 
Ford, Mercury, Chevrolet, 
General Motors Trucks, 
Dodge, De Soto, Plym- 
outh, Chrysler and Nash. 





Quick and Easy to Install 
Safe and Dependable 
Reasonably Priced 

















HELPS SOLVE MANY BRAKE PROBLEMS 
Ask Your Jobber or Write for Full Information 


SHUMAN MANUFACTURING CO. 
834% Venice Blvd. Los Angeles 15, Calif. 






| 
| 
! 
| 
| 
| 
| 
| 
1 
DISCOUNT: % a ee | 
| 
| 
| 
| 
| 
| 
| 
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Oliver A. Miller 


ta, Birmingham and Charlotte. 
. + + 


2 Boston Area Dealers 
Get Plaques from Nash 
Two Boston area Nash dealers 


Ford Franchise in S. C. 


Awarded to O. A. Miller 


Oliver A. Miller, vice-president 
and regional director of Universal 


CIT Credit Corp., 
will take over the 
Ford franchise at 
Myrtle Beach, S. 
C. The company 
will be known as 
Oliver Miller Mo- 
tors. 

Miller has been 
with Universal 
CIT over 19 years 
and had supervi- 
sion over offices 
located in Atlan- 
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have been presented plaques by the 
Nash Motors division in recogni- 
tion of their success in bringing 
their dealerships up to a high level 
of service to the public. They are 
August Osterlund, Newton, Mass., 
and Joseph A. Harraghy, Medford, 
Mass. 

Although a Nash dealer for more 
than 23 years, Osterlund recently 
visited the Nash offices at Detroit 
for the first time where he was 
greeted by H. C. Doss, vice-presi- 
dent and general sales manager; 
B. C. Anderson, Doss’ assistant, and 
J. W. Watson, eastern regional 
manager. Harraghy has just com- 
pletely remodeled his building on 
Main St. at the head of Mystic 
Ave. 


Colorado Ford Dealer 
Plans Service Building 
Work will start soon on a service 


* 





29 
building for Harry Groussman 
(Ford), Englewood, Colo. The build- 
ing will be erected immediately 
south of Groussman’s present lo- 
cation at 3537 S. Broadway. 


It will have a full basement and 
will be 80 by 150 feet. Groussman 
expects to occupy the additional 
facilities in about three months. 

+ * + 


Brown Motor Sales 


Paul Brown Motor Sales (Kaiser- 
Frazer), Bloomington, Ind., cele- 
brated its first anniversary with an 
open house recently. Paul Brown, 
president, reports that more than 
100 of the firm’s cars are now in 
service in Bloomington and Mon- 

+ + * 


K-F Dealer in Utica 


Better Service Garage, 311 South 
Ave., Utica, N. Y., has been ap- 
pointed as Utica dealer for sales 
and service of Kaiser-Frazer mo- 
tor cars. It is owned and operated 
by Albert Pontero. Plans are under 
way to remodel the present build- 
ing for the display of new cars. 
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4 door, $1,910; club coupe, $2,100; 2 “41-2 door, $7. coupe, $2,105; pickup, $1,700 
door, $2,080. 37-4 door, $215. "46-2 door, $1,600. 
¢ e P ° '46—Club coupe, $1,650; 4 door, $1,625 OLDSMOBILE '41—4 door, $1,075; 2 door, $1,025 
se ar uction Frices 422 door, $900. ‘412 door, $985. | coupe, $925. 
'41—4 door, $700; 4 door, $1,080. "38--2 door, $650. | ’*40—2 door, $945. 
‘'39-- Coupe, $325. PACKARD | *89—-Coupe, $825. 
‘ . ; ™ PONT “41--(120) 4 door, $1,220. HUDSON = 
ALBANY, N. Y. ae nae aga 7 man SEeees. ‘47—-Club edhe $2,050; convertible, PLYMOUTH "46—(6) 4 door, $1,500. | 
dane Telford cei cetanien. “pees ee PORD $2,500. an oe ~~ ae ree '47-—(98) done $21 it ed i $2,300 
° '’ . 9 c . . "42 yy ‘ 2 door, ov. : ‘ ’ alan; = door, = 
are for Oct. 27.) 47—2 door, $1,775; 4 door, $2,000; 2) (42-4 p case So. 4 door, $970. 40-2 door, $850; 2 door, $875 41—(66) 2 door, $775; 4 door, $675 ’ 
BUICK door, $1,985; 2 door, $1,900; 2 door, STUDEBAKER ‘39-2 door, $585. '40—4 door, $600. 
‘47. : y . ibl $1,910. 4 a , - "2¢ “ 5 
47—Special 4 door, $2,100; convertible, ; 47—4 d $1,725; pick $1,430 PONTIAC 39—4 door, $775. on 
$2,990; Super 4 door, $2,765; RM 4 door, ’46—Business coupe, $1,300; 2 door, ane door, ;4a0; pickup, te '46-——-(8) 2 door, $1,960 '37—Coupe, $375. QF 
$2870. a or ot ees; ~- coupe, $1,625; pickup, $1,160; = ae, nn w—26) & deer Wieee: (6) 2 doc » PACKARD do 
"46— , $1,920; 4 door, $2,170; 4] 4 door, $1,585. aw : $890. ; ‘| '41—4 door, $955. 
dour Bite $ ate 42-2 door, $925. : PHILADELPHIA, PA 40-2 door, $910. '40—4 door, $690. cot 
42-4’ door, $900; 4 door, $1,100. "41 ea 2 door, $30) a oh A ; ’ ° '36—Coupe, $345. me PLYMOUTH 
B04 door, SADILLAC SNe door, SERAZER (Cars listed below sold during week of | +47 peep, STUDEBAKER 42—Chab coupe, $1,045 
*41—(61) 4 door, $1,350; convertible, my Manhattan 4 door, $2,275; 4 door,| Oct. 21.) . Pate *41—2 door, $840. a 
$1,730." ve ee re HUDSON *47—Super 2 door, $2,170; RM 2 door DURHAM, N. c. 38 2 door, $480." ' 
989 door, $400 ‘47—Commodore 4 door, $1,800. $2,700. ee : (Durham Auto Auction, Homestead PONTIAC eo 
; , 404 door, $325. oe Sates & Service. J. B. Leathers, manager.| °'47—-(6) Convertible, $2,425. ve 
: CHEVROLET e KAISER : > CHEVROLET 5 Cc. W. Mills, auctioneer. Auctions held '46—2 door, $1,850. 
47—Club coupe, $1,910; FM 4 door, '47--$1,660; 4 door, $1,735. #1 ess i‘ ~- anes convertible. | every Thursday. Prices are for Oct. 23.) 42-4 door, $1,430; 2 door, $1,300. 
eas: an $ gow Suen! sieeh cose: LINCOLN oat door, $ $1700: ick $1,000 aoa BUICK 414 door. $1,000. 
025 ; or, $1,925; door, '42-—Zephyr 4 door,’ $1,490. 46—FM 2 door, 400; pickup, ’ 47—Super 4 door, $2,600. STUDEBAKER | ' 
$2,100; FM 4 door, $2,010; pickup, $1,965. 7 NASH ;42—-Club coupe, $875. e 46-—Super 2 door, $2,415 ’47—Commander 4 door, $2,475. 
"46—-SM 2 door, $1,210; SM 2 door.) +46 4 door, $1,580; 4 door, $1,475 ,41--Club coupe, $975; 2 door, $1.100.| *41--2 door, $1,010. WILLYS r 
$1,450; SM 4 door, $1,700. 41-2 door, $885. DE TTT ‘ i ee $1,075; 2 door, $1,050; "89—-2 door, $525. '47—Jeep, $1,005. | 
, ° - ’ . 2 door, 5. | 
41—Station wagon’ $1,125; 4 door, #800; | "404 door,” $670. 87-2 door, $300 CHEVROLET , 
“ Sie ae Se, ; 4 door, ; OLDSMOBILE ’ * CHRYSLER ‘47—FL 2 door, $2,200; FM 2 door BIRMINGHAM, ALA. , 
~ 140-2 ‘door, $700; 4 door, $600. '47—(76) 2 door, $2,300; club coupe.|  °41—Royal 4 door, $950 a ah gr dy go — 2 a ss = & ve | 
. 2 quer S450: o aoe $470 $2,370. oys DE SOTO 46 -FM A door, $1.900 drep and Doc Lilies auctioneers. Auctions ’ 
; CHRYSLER ‘ *42—4 door, trae club coupe, $730. ’41—2 door, $900. onetime ys mentige ans ce oe a a) 
*42-— 4 door, $1,110. "41—4 door, $1,110. ’40—2 door, $925. 4_ _— ‘ ; ; 
= eS c ee os a7s. 140-4 door, 9620;'2 door, $700. door, “aban 3 = — 3 _ 2 door, $3,025; RM 4 door, p 
e “a ~ § 2 . $450. $3,000. 
*40-—Windsor 4 door, $910. 39--Coupe, $500. ’47—Custom 4 door, $2,220. CHRYSLER ’46—Super 2 door, $2,380. 
38—2 door, = ante tance py °39—4 door, $000... ’46-—New Yorker 4 door. $2,425 '41—2 door, $1,225; coupe, $1,320. ' 
ub coupe, $2,120. FORD DODGE '37—-2 door, $360. ‘ 
*42—4 door, $1,180. 41 4 door, $1,025; 2 door, $875. ’47—Club coupe, $1,920. ’42--2 door, $970. 0°! CHEVROLET 
*41—4 door, $850. 40—4 door, $650. '46—4 door, $1,495; 2 door, $1,470; 2 ’41—-2 door, $900. ‘47—FM 2 door, $1,700; FM 2 door ' 
DODGE , ‘ PLYMOUTH , door, $1,525. i FORD $2,175; FM 4 door, $2,125. ‘ 
*47—4 door, $2,275. 47—Convertible, $2,075; 4 door, $1,930; 42—2 door, $950. 47—2 door, $2.150; 4 door, $2,100; club '46—FM 2 door, $1,850; SM 2 door 
Nan nn nn cree nnn eee nee ee nn ne een ncn ec nner erence es | £1 600: Fi. 4 door, 5150S ’ 
*42—4 door, $1,100. 
’41—4 door, $800; 4 door, $1,225 
coupe, $1,175. ; 
"40—4 door, $900; 4 door, $850 Au 
*88—2 door, $555. e 
"B37—4 door, $490. oa 
Here are the BgpoF 
’47—4 door, Fi ’ 
| °46—2 door, $1,825. ’ 
a H 0 "a ; t VL | *41—-2 door, $900; 4 door, $1,130. ’ 
FORD ’ 
OSV Seesaw Ts 
| door, $1,875. . 
'46—4 door, $1.500; 4 door, $1,700. ° 
aL Hee 
"41—4 door, $925. ’ 
*40—4 door, $950; coupe, $700; 4 door ‘ 
Ps $725. 
in | ’39—4 door, $800. tib 
‘'37—Convertible, $500. 
| FRAZER ’ 
i T i} eo : hs ‘ae N fs EQ ] ’ a E | i *47—-Manhattan 4 door, $2,350 . 
MERCURY 
‘47--Club coupe, $2,180. 13¢ 
*46-—Coupe, $1,670. 4 
*40—Convertible, $880. $1. 
‘39-2 door, $730. <a 

OLDSMOBILE 4 
} "47-2 door, $2,350. $94 
| "46-4 door, $1,995. —- 

*41—-(76) 2 door, $925; (78) 4 door e 
975; 4 door, $865. a 
PLYMOUTH 
"47—Club coupe. $2,080; 2 door, $2,000 « ‘ 
’46—2 door, $1,790. 
’42—-2 door, $1,050. ’ 
’"41—4 door, $915; 2 door, $1,175 
'40——4 door, $900. 
*39——Coupe, $550. 
tor, PONTIAC 
| "47—4 door, $2,580. 
*41—Club coupe, $915. | 4 
’40—Club coupe, $750. | ’ 
’*89—-2 door, $660. j 
° = 4 
Appearance that attracts the most profitable trade—convenience and Wetumie Ode ones. ad ? 
. . . o ande - aoor, dae > club ’ 
mechanical features that save time, reduce costs—quality that has coupe, $2,300; Champion 3 door, $2,000: | ad 
built ARO’s enviable reputation for dependability: they’re all in- | coupe, $1,875; 4 door, $1,950; 4 doo | 
corporated in the ARO Supreme line. | *42-Commander 2 door, $875; 2 door. | 
Now available in matched sets of single units, portable or sta- | S448. 
Cooney, in a wide range of models to meet specific requirements. TOLEDO, OHIO 
i ; (Doc Greiner) I 
rite for Supreme literature, Form 1115, or ask your nearest Aro | (Auctions held ‘Thursday. Prices are for 
Jobber. Oct. 28. Colonel Carl Marker, auctioneer.) 
| BUICK : 
‘47—-Super 4 door, $2,635. 22 
*46—RM 4 door, $2,000. ° 
INDIRECT ILLUMINATION, BRAND IDENTIFICATION SP ce Shieh : 
AVAILABLE ON ALL MODELS masse 
coupe, yoo. 
"39—2 door, $685. 

CHEVROLET ° 
| °4£7—Pickup, $1,810; FL 2 door, $2,200); ' $1, 
| FM 2 door, $2,010; 1%-ton, $1,700; FI ‘ ’ 
| 2 door, $2,260; FL 2 door, $2,175. ; » 

aay ceaeeais C 0 N V E N ! E N Cc E ! N , '46—SM 4 door, $1,625; FL 2 door ’ 

D R U M C Wf A 4 G ] \ G Pe Sa $1,800; 2 door, $1,775; 2 door, $1,600. : 
s = | "42--FL 2 door, $1,020; club coupe { ’ 

> Aro bin type cabi- Just remove the bin outs ms door, $950; 2 door, $980; 2 : 
net permits com- & front, open cabinet ee door, $1,070; pickup, $820 , 
plete conceal- top and raise pump- . "40—4 door, $600. ’ 
wren af hose as- ing unit. Simple, fast. W co Ts pg . 
sembly when not 2 DE SOTO ar 
in use. ‘374 door, $1,250. ‘ 

FORD 








’"47—2 door, $2,010; 2 door, $2,000; 


OIL DRAIN > | | club coupe, $2,050. a 





EASY 















46 
ACCESSIBILITY THAT’S NEAT MERCURY 
i '47--Club coupe, $2,275. $5 
Service assembly Funnel is concealed | “4-4 door, es | 
at your fingertips. when not in use and '46—4 door, $1,525. 
Cabinet has readily accessible by ‘42-2 door, $950. : 
opening in front simply opening the OLDSMOBILE 
for hose... may top. ‘46-2 door, $2,225. | 
be closed while B62 door, $150. | 
operating. PLYMOUTH 
’47—Convertible, $2,075; 2 door, $2,025; 
4 door, $2,005; 4 door, $1,960. : | 
"46-4 door, $1,255. : M: 
42-4 door, $1,075. ; Oc 
’41—-2 door, $825. 
PONTIAC 
’46-——(8) 2 door, $2,025; 4 door, $1,725; a 
4 door, $2,100. , @5 
’41—Club coupe, $1,050. 5 4 
STUDEBAKER ' 


"47—Convertible, $2,500; 4 door, $2,400 
"'37—-2 door, $125. 


CONCORD, MASS. 
(Concord Auto Auction, Inc., E. LeRoy ’ 
Cox, manager. Auctions every Monday and 
Friday. Prices are for Oct. 27.) 


THE ARO EQUIPMENT CORPORATION 


LUBRICATING EQUIPMENT, AIR TOOLS, AIRCRAFT PRODUCTS | 
BUICK 
BRYAN, OHIO 4 | ‘47—RM 2 door, $2,400; 4 door, $2,685 : 
(Continued on Page 31, Col. 1) 
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'41—4 door, $925. 
'40—Club coupe, $760. 


CHEVROLET 
'47—Sedan delivery, $1,600; 4 door, $1,- 
950; 2 door, $1,925; 2 door, $1,935; 2 


door, $2,125. 
’41—Pickup, $500; 2 door, 
coupe, $1,035. 
$750. 


*40—4 door, . 
; CHRYSLER 
’40—4 door, $800. 
DE SOTO 


'47—Club coupe, $2,450. 
DODGE 
'47—Business coupe, $1,950; 2 door. 
$2,075; 4 door, $2,075. 
*41—4 door, $850. 
LINCOLN 
'47—4 door, $2,650. 
MERCURY 
'47—Convertible, $2,300; 4 door, $1,725; 
4 door, $2,150. 
’46—Convertible, $1,800. 
OLDSMOBILE 
4 door, $2,900. 
’41—2 door, $900; 2 door, 
’39—4 door, $650; 2 door, 
’37—4 door, $135. 
PLY 


'47—4 door, $1,775. 
"46-—4 door, $1,450; convertible, $1,925; 
4 door, $1,525; 4 door, $1,200. 
*40—Station wagon, $940. 
’39—Convertible, $800. 
"B7—4 door, $450; 4 door, $410. 
PONTIAC 
’47—4 door, $2,250. 
’40—2 door, $920; 4 door, $1,035. 
STUDEBAKER 
’40—4 door, $475. 


LOS ANGELES, CALIF. 

(Pacific Coast Wholesale Auto Dealers 
Auction, Inc., 1101 S. Hope St., Los An- 
gees. Sales Monday, Wednesday and Fri- 
day. Prices are for Oct. 27.) 

BUICK 
’47—Super convertible, $3,160. 
’42—4 door, $1,465; 4 door, $1,130. 


$905; club 


"47—(98) 
$875. 
$510. 


’41—Convertible, $1,180. 
’"40—4 door, $1,050; club coupe, $865; 
coupe, $925. 

’39—Coupe, $800; 4 door, $1,150. 

’37—4 door, $505; 4 door, $575. 
CADILLAC 

’46—(62) 4 door, $3,480. 

’41—(61) 4 door, $1,510; (62) conver- 


tible, $1,975; (62) 4 door, $1,860. 
’36—4 door, $430. 
CHEVROLET 

'46—SM 4 door, $1,850. 

*42--2 door, $1,280; business coupe, $1,- 
130; 2 door, $1,475. 

’41—4 door, $1,205; club coupe, $1,050; 
4 door, $1,000; 2 door, $1,225; 4 door, 
$1,245. 

’40—2 door, $925; 4 door, $1,050; club 
coupe, $1,075; 4 door, $880; club coupe, 
$945; 2 door, $805. 

’89—Business coupe, $790; coupe, $735; 
2 door, $710. 

’87—4 door, $500; 4 door, $470. 

CHRYSLER 

’41—Saratoga club coupe, $1,200. 

DE SOTO 
’41—4 door, $800. 
DODGE 
*41—2 door, $910; 4 door, $1,080. 


*86—2 door, $230. 
FORD 
’46—2 door, $1,760; 4 door, $1,750; 
4 door, $1,620. 
’41—2 door, $900; convertible, $1,170; 


4 door, $1,080; 2 door, $1,030. 
’40—Convertible, $865. 
’39—Business coupe, $790; coupe, $790; 
coupe, $800. 
‘B7—2 door, $535. 
’36—2 door, $250; convertible, $420. 
’35—Coupe, $365. 
HUDSON 
"46—4 door, $1.535. 
*89—4 door, $620. 
LINCOLN 
’46—Zephyr 4 door. $2,325. 
MERCURY 
*41—4 door, $1,195; convertible, $1,- 
230; convertible, $1,085. 
"40—Club coupe. $985. 


*39—4 door, $685 


NASH 
*40—Convertible, $900. 
OLDSMOBILE 
’41—(98) 4 door, $1.005; club coupe. 


$1,345; (78) 2 door. $1,165; 2 door, $1,185 
’40—2 door, $890. 
’39—Club coupe, $845. 
’87—Business coupe. $470; 2 door, $360. 
PACKARD 
’41—(110) Convertible, $1,175. 
'40—4 door, $1,090. 


PLYMOUTH 
*42—2 door, $985. 
"41—4 door, $895; club coupe, $1,110: 
4 door, $1,050; 4 door, $800; 4 door, 


$1,075; 2 door. $955. 
*39—Convertible, $825: 4 door, $750. 
’88—Business coupe. $605. 
PONTIAC 
’41—4 door, $1,095; 2 door, $1,000; 4 
door, $1,115. 
*) 


’40—2 door, $890; 4 door, $880. 
’39—-2 door, $310; 4 door, $705; 2 door. 
$500. 





’87—-2 door, $300. 
STUDEBAKER 
’87—4 door, $385. 
’34—4 door, $130. 
WILLYS 
’42—4 door, $640. 
’88—4 door, $225. 
INDIANAPOLIS 


(Ken Schaefer Co.) | 
(Auctions held Thursdays. Col. R. V. 
Martin, auctioneer. Prices listed are for 


Oct. 30.) 
BUICK 
’47—RM convertible, $3,000; Super con 
vertible, $2,900; 4 door. $2,760; 2 door, 
$2.720; RM 4 door .$2,530. 
’41—4 door, $1,215; convertible, $1,175; 
*46—Super 2 door, $2,355. 
station wagon, $1,110. 
’40—2 door, $1,150. 
’29—4 door, $600. 
’B8—4 door, $360. 
’34—4 door, $295. 
CADILLAC 
'41—(60-S) 4 door. $1,850. 
CHEVROLET 
"47—FL 2 door, $2,290; 2° ddor, $2,280; 
4 door, $2,225; 2 door, $2,270; 4 door, 
$2.200; convertible, $2,150; 2 door, $2,100; 
sedan delivery, $1,525. 





$1,110; 2 door, $1,100; convertible, $1,050; 
2 door, $980 ; 4 door, 
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door, $900. 
*41—4 door, $900. 


'35—2 door, $305; 4 door, $300; 2 door, 
200. 











FRAZER '37—Coupe, $180. 
’47—4 door, $1,700. WILLYS 
HUDSON *41—4 door, $510; 4 door, $450. 
’41—2 door, $785; 2 door, $725. 
LINCOLN VALDOSTA, GA. 

*46—-FL 2 door, $2,045; 2 door, $1,990; 41—4 door, $885. (Tom Hewitt Auto Auction Sales, auc- 
2 door, $1,940; FM 4 door, $1,680; SM| ,.- ~ , MERCURY tions every Friday. Prices are for Oct. 24.) 
4 door. $1.660: 4 door, $1,600. 47—Convertible, $1,910. BUICK 

'42—2° door, $1,365; 2° door, $1,075;| ‘46-4, door, $1,875. '47—Convertible, $3,275. 

2 door, $960.' 41—Club coupe, $1,045. '46—2 door, $2,350. 

*41—Club coupe, $1,210; 4 door, $1,200; ‘ NASH 42—4 door, $1,150. 
2 door, $1,150; 2 door, $1,115; 2 door, 42-2 door, $1,010. 41—-2 door, $925. 


"40—Club coupe, $795. 
OLDSMOBILE 
*42—(6) 4 door, $1,025. 


’40—2 door, ioe 
*89—4 door, $875. 
CADILLAC 


'40—4 door, $910; 2 door, $800; club 4 
coupe, $775; coupe, $760; 2 door, $750; *41—(6) Club coupe, $1,075; 4 door, ’47—Convertible, $5,000. 
2 door, $610; 2 door, $600. $1,025; 4 door, $700. *41—(62) 4 door, $1,650. 
*39—Coupe, $800; 2 door, $650; coupe, "40—2 door, $1,000; 2 door, $720; 2 CHEVROLET 
$630. door, $575. ’48—Pickup, $1,850. 
'36—2 door, $505; 4 door, $475; 4 *39—2 door, $690. '47—FL 2 door, $2,275; FL 2 door, 
loor, $425; 2 door, $170. 38—2 door, $420. $2,200; club coupe, $1,850; FM 2 door, 
'35—2 door, $160. PACKARD $2,175; FL 2 door, $2,250. 


*46-—FL 2 door, $1,900; FL 4 door, $1,- 
959; FM 4 door, $1,650; club coupe, 
$1,750; panel, $1,300; stake, $1,300. 

'42—Pickup, $930. 

’41—Convertible, $1,150; 2 door, 


'38—2 door, $270: 4 door, $140. 
CHRYSLER 

"47—Town & Country, $2,700. 

’46—Windsor 4 door, $2,130. 


"47—Clipper 4 door, $2,400. 
"38—4 door, $260. 

PLYMOUTH 
"47—4 door, $1,775. 


*42—4 door, $675. $980 ; 


’41—Royal 2 door, $920. 
'40—New Yorker 4 door, $915. ’41—2 door, $1,020; 4 door, $975; 4] 4 door, $840; 4 door, $990; 4 door, $400; 
DODGE door, $870. 2 door, $1,050; 2 door, $570. 
'47—2 door, $2,410; 4 door, $2,400. 40—4 door, $1,000; coupe, $700. ’40—2 door, $810. 
424 door, $1,165; 4 door, $975; 4] °38—4 door, $420. 36—4 door, $310; 4 door, $400. 
loor, $830. "B7—2 door, $270. DE SOTO 
’41—2 door, $950. "35-2 door, $180. ’47—Suburban, $2,600. 
’40—2 door, $1,025; 2 door, $750. PONTIAC DODGE 
FORD "47—4 door, $2,340. *47—Pickup, $1,810. 
'46—2 door, $1,620. 42-2 door, $1,110. '46—Pickup, $1,375; 4 door, $1,800. 
'42—Club coupe, $1,150. "41—Club coupe, $1,200. *41—Club coupe, $1,125. 
’41—Club coupe, $1,080; 2 door, $1,015. "B8—2 door, $695. FORD 
'40—2 door, $875; 2 door, $785. 37—4 door, $360. ’47—Convertible, $2,200; 2 door, $2,- 
’29—2 door, $925; 2 door, $685; 2 door, TUDEBAKER 100; 2 door, $2,255; 4 door, $1,850; 
$600; 4 door, $525. ’47—Commodore 4 door, $2,735; con- 
*BS—2 door, $580. vertible, $2,280; Champion 2 door, $2,-| 775; 2 door, $2,000. 
’37—2 door, $345; 2 door, $315. 010; 4 door, $1,910. '46—2 door, $1,650; 2 door, $1,540; 
"42—2 door, $1,100; 4 door, $910: 2'2 door, $1,600; pickup, $1,190; pickup, | tory. 


'26—2 door, $250. 








Take this with a grain of salt! But... 


ee eT 
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$1,125; coupe, $1,675; pickup, $1,275; 
convertible, $2,000; coupe, $1,750. 
*41—Convertible, $790; 2 door, $995; 
pickup, $940; 2 door, $1,175. 
"40—4 door, $900; 4 door, $1,000; 2 
door, $825. 


*89—4 door, $750. 
"388—Coupe, $675. 
*36—Convertible, $475; 2 door, $500. 


GMC 
'41—-Pickup, $400. 
LINCOLN 
'87—Coupe, $145. 
MERCURY 
’41—4 door, $1,075. 
NASH 
"47—4 door, $775. 
OLDSMOBILE 
'46—(76) 2 door, $1,850. 
PLYMOUTH 


"47—4 door, $2,075; 4 door, $2,125. 


’46—Club coupe, $1.925; 4 door, $1,750. 
*41—2 door, $800; 4 door, $795; 4 door, 


$1,050. 
STUDEBAKER 
’47—2 door, $1,675. 


Auto-Lite Withdraws Bid 


For Remington Plant 

BINGHAMTON, N. Y.— Electric 
Auto-Lite has withdrawn its $2,000,- 
000 bid for the former Remington 
Rand, Inc. plant in Westover. 

The firm is reported interested in 
acquiring part of a surplus war 
plant in Lockland, O. Auto-Lite 


; 2 
door, $1,950; 4 door, $2,150; coupe, $1,-| originally planned to hire up to 


5,000 workers at the Westover fac- 





eoe YOU DO GET HIGHER PAINTING 






Eight Quick Reasons to 
Switch to Martin-Senour 









Higher painting profits. 











Exact color match to car maker's 
specifications. 


Top quality, top durability, 
top beauty. 


No time wasted mixina and 
matching. 


Patented pour-top can 
prevents waste. 


No comebacks, no head- 
aches. 


Easier to handle—jobs out 
on time. 


Available 
everywhere... 
call your N.A. 
P.A. jobber. 


con Dm wo RW Ne 






PROFITS THE M-S WAY 


Frankly, our cartoonist went too far when he heard about Martin- 
Senour’s ready-mixed automotive finishes. We don’t say you’ll get 
rich! But you do get an exact color match to car maker’s specifica- 
tions. You don’t waste time mixing or matching. And you do get the 
job right on first try. That means you paint more cars in less time, 
make higher profits with less effort . . . that you have more 
time and money to do the things you like. Here’s how sim- 
ple it is. Just check color, make and model in the handy 
M-S catalog . . . phone your NAPA jobber . . . get the finish 
you want . . . fast! Soon we hope to supply M-S automotive 
lacquer finishes in unlimited quantities. 


MARTIN-SENOUR 


2520 Quarry Street, Chicago 8, Illinois 
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Packard Delivers 
Sales Program 
To Dealers 


DETROIT.—Packard Motor Car 
Co. is delivering to its dealers “the 
first comprehensive postwar retail 
automobile sales training pro- 
gram,” Lyman W. Slack, general 
sales manager, disclosed last week. 

The aim of the Packard master 
salesmanship training program, 
Slack said, is to: 

1..Strengthen the knowledge of 
dealers’ sales and service staffs on 
the full line of 1948 Packards, and 

2. Begin now to break “sellers’ 
market habits” against the time 
when competition gets into full 
swing. 

“The buyer’s market in new auto- 
mobiles can arrive almost over- 
night,” Slack said. “Our new Pack- 
ard master salesmanship program 
is just one phase in the company’s 
long-range preparafion for it.” 


The program’s elements employ 
the newest teaching techniques, 
adapted by Earl L. Coppock, Pack- 
ard sales promotion manager, and 
his staff, and are so designed that 
they can continue to be utilized by 


Packard dealers for several years 
to come. P 


One portion of the program in- 
cludes five slide-sound films on the 
full 1948 line, and ine 1948 Packard 
“Facts Book”—a new departure in 
automobile data presentation in its 
use of illustrations, indexing, color 
and size. 

The second portion’ contains 
slide-sound films, teaching proven 
selling methods through the ex- 
periences of a typical automobile 
salesman, together with a specially- 


po 
i laa 





prepared text on “Selling Funda- 
mentals.” 


Key to the entire program is a 
“Dealer’s Guide,” which recom- 
mends to the dealer methods for 
the most effective use of the pro- 
gram materials in training his 
sales and service personnel. 

Slack concluded: “One reason for 
placing the program in effect at this 
time is the fact that slightly over 
half of our nationwide force of 
dealers is comparatively new to 
Packard. 


SERVICE SECTION 


Parley Airs Coming Trends... 


Body Engineers Look 


(Continued from Page 2) 


mension does not exist,” Stevens 

maintained. 

“Despite the fact that the public 
has been educated to the maxi- 
mum in curves, with reference to 
aero-dynamics and streamlining, a 
cautious body designer will not 
ignore this apparent acceptance of 
a little of the opposite school.” 

. * > 


HE 1948 Packard series, he con- 

tinued, differs from the K-F 
cars in that the side walls carry 
a “generous fillet condition” as 
against the “hard line of demarca- 
tion in the Kaiser-Frazer body.” 

“I feel that in this particular 
part of future body design,” the 
speaker said, “great care and in- 
genuity will have to be used so 
that we do not lapse into such 
complete imitation of one another 
that close scrutiny of a nameplate 
is required to establish identity.” 


WEAVER ads are telling millions of car owners. . 


BY dha ee 36 
MAY SAVE YOUR NECK” 





Equip YOUR shop with WEAVER Safety Lane’ Equipment 
—and cash in on this consumer advertising program 


. @ 45 million 


Weaver ads in POST, 


COLLIER’S and LIBERTY are helping 
to build business for shops equipped with 


Weaver Safety 


Lanes. Through this big 


national campaign Weaver is identifying 
the Safety Lane equipment in your shop 
with the same Weaver equipment used in 
most city and state-operated Official Test- 
ing Stations throughout the country. 


“Trade Mark Registered U. S. Patent Office 


Car owners everywhere are looking for the 


Weaver Safety Lane Service Sign—the iden- 


tification of shops with proven equipment 
for testing brakes, headlights and steering. 

If your shop is not set to cash in on the 
Weaver program—ask your jobber, or 
write us for complete details on Safety 
Lane equipment and merchandising ma- 


terial today. 


WEAVER MFG. CO., SPRINGFIELD, ILL.,U.S.A. 








As to rear-engined cars, Stev- 
ens said that Tucker Corp.’s pro- 
jected vehicle has had to take 
cognizance of “the public’s reluc- 
tance” to accept tear-dropped 
silhouettes with no bonnet to 
look over.” 


Other predictions advanced by 
Stevens: 

Bonnets will become shorter and 
sloping to counteract low seating 
and pontoon sides. 

Unit-steel construction will 
only be gradually adopted, since 
most manufacturers are “not 
quite convinced that old types of 
construction are as yet out- 
moded.” 


Many practical problems will 
have to be solved before plastic 
materials are rated superior to 
metals for auto bodies. 

“Some version of heat and glare- 
resistant glass” seems necessary to 
wider acceptance of exterior sun 
visors—which, Stevens pointed out, 
obstruct vital upward vision. 

* . > 


CHASSIS belt lines, affording the 
highest possible door openings, 
will be lowered before completely 
transparent plastic tops are of- 
fered, Stevens said. 

Radiator ornaments—"“those col- 
ored plastic superfluous bombs 
with their pseudo aero-dynamic 
chrome fins”—will be discarded in 
favor of naked, sloping hoods. 

The end is at hand for fancy 
chrome grilles, which have ad- 
vanced from honeycomb patterns 
to the current “bars, fins and egg 
crates.” Instead, he envisioned ab- 
straction of the radiator shape on 
the nose so as to retain individual 
identities. 

Stevens 


“It must be remembered,” he as- 
serted, that, with every product 
that is manufactured and sold, we 
are dealing with the same con- 
sumer. We may, at the time when 
the seller’s market begins to di- 
minish, find a very changed and 
wiser consumer analysis of the 
product being offered for today’s 
cheaper dollar. 

“It is entirely possible that the 
consumer is ready for less sub- 
terfuge, less ‘big package’ with a 
lot of chrome, and is developing 
a keener sense of product integ- 


rity.” 
A DISPLAY of products of body 
materials suppliers was staged 

in conjunction with the convention 
sessions. The exhibitors included: 
Anderson Co., Atwood Vacuum 
Machine Co., Bailey Co., Buhl Mfg. 
Co., Capitol Engineering Reprod. 
Co., G. Chutorash, Doehler-Jarvis 
Corp., Douglas & Lomason Co., 
Dura Co., Engineering Reproduc- 
tion, Inc., General Textile Mills, 
Grand Rapids Fibre Cord Co., Hart 


. . . 


| Pressed Steel Corp. 


Haskelite Mfg. Corp., Libby- 
Owens-Ford Glass Co, stones 
Auto Equipment Co., Motor Prod- 
ucts Corp., Motor State Products 
Co., Owens-Corning-Fiberglas 
Corp., Presstite Engineering Co., 
Prestole Corp., Progressive Welder 
Co., Randall Co., Robin Products 
Co., Shakeproof, Inc., Soss Mfg. Co. 

South Chester Corp., Sprague 
Devices, Inc., Standard Products 
Co., Stubnitz-Greene Spring Corp., 
Tennessee-Eastman Corp., Tinner- 
man Products, Trico Products 
Corp., United-Carr Fastener Corp., 
U. S. Rubber Co., Wettlaufer Mfg. 
Corp., Woodall Industries, Inc., and 
L. A. Young Spring & Wire Corp. 


Beaumont Dealer Assn. 
Draws 1,000 to Picnic 


More than 1,000 dealers, sales- 
men and members of their families 
attended the annual barbecue of 
the Beaumont (Tex.) New Car 
Dealers Assn. 

Charles Dill, Jackson Motor Co., 
was cnairman of arrangements. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 
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Blackout 


for Reds? 


Reuther Forces Confident of Sweep as UAW 
Gathers for Stormy Convention 


(Continued from Page 2) 


secret alliance between Thomas = plans for salaried em- 


and John L. Lewis. 


Lewis is understood to have ap- 
proached Thomas with a proposal 
for merging anti-Reuther elements 
in the UAW with the mine union’s 
catch-all District 50. It is reported 
that Lewis hopes to build a strong 
rival union to the UAW in the 
automotive industry. 


Even if the report is without 
foundation, it is no secret that 
Thomas conferred last summer 
with Katherine Lewis, the mine 
chief’s daughter, who heads Dis- 
trict 50. To many UAW delegates, 
news of this is the kiss 
of death as far as Thomas is 
concerned. 

It remains probable that Reu- 
ther, if he is reelected, will let 
George F. Addes be renamed UAW 
secretary-treasurer without opposi- 
tion. This step would be taken as 
a concession to Murray, who has 
appealed to UAW leaders to avoid 
too deep a rift at the convention. 


Addes, the third leader of the 
union leftwing, has built up a 
strong personal following in his 
long tenure as secretary-treasurer. 
Chances are that Addes would win 
re-election over a Reuther-support- 
ed candidate even if Reuther him- 
self were reelected. 

The Reuther forces plan to nom- 
inate candidates against Thomas 
and Leonard for the two vice-presi- 
dencies. When the balloting for 
officers and regional directors is 
over, they expect to possess 13 to 
16 of the executive board seats. In 
the outgoing executive board, the 
leftwingers held a 14-to-8 margin 
over the Reuther camp. 


a a + 
QTHER labor developments last 
week were: 


William T. Gossett, vice-president 
and general counsel of Ford Mo- 
tor Co., expressed confidence that 
the Taft-Hartley law would be 
changed if it “does not work out 
in practice, if it fails to serve to 
the best interests of the majority 
of the people, if it is not a suc- 
cessful tool of society.” 

Ford announced new and lib- | 
eralized vacation and overtime 


yes. 

The UAW launched organizing 
drives at two new California plants 
—Ford at Maywood and Chevrolet 
at Van Nuys. The Canadian region 
of the UAW opened a drive to 
unionize 60,000 workers in Quebec 
province. 

> 7 > 


Unionizing Drive Pushed 
In North Adams, Mass. 
NORTH ADAMS, Mass.—Formal 


charges of coercion and intimida- 
tion of employes will be made 


v 
against the Montagna Motor Sales | Lawler, director 


Co., the Massachusetts labor rela- 
tions commission has been notified 
by Harold F. Reardon, representa- 
tive of the International Assn. of 


Machinists. 








NASH PLANS FOR 1948 WERE outlined during the recent zone and regional man- 
three-day conference with factory officials. Those participating in the series of 
picture taken in front of the administration building 

Those shown include George W. Mason, president; 


. A. DeVileg, H. ©. Doss, H. G. Perkins and A. M. Wibel; N. F. 
. of advertising sales promotion; Nash regional managers, tone 
managers, factory management officials and the of s e 


agement had coerced its employes|tion and filing formal charges of 
and attempted to instruct them | unfair 
how to vote in the proposed elec- 
tion, and that for that reason he 


labor practices with the 
commission. 
John N. Alberti, counsel for the 


& —o << A SS 
union allegations “ludicrous, absurd 
and ridiculous and without founda- 
tion in fact.” 


At the state commission hearing, 
Brewer Brothers, Inc., another 
North Adams dealer, agreed upon 
an election among its employes to 
determine whether or not the union 
is to be designated as bargaining 





A BIG SELLING POINT 


Std He Clitee Cee! 


See your AMALIE Distributor or write Dept. V 


AMALIE DIVISION 
L. SONNEBORN SONS, INC. 
88 Lexington Avenve, New York 16, N. Y. 
Refineries: Petrolia and Franklin, Pa. 
Plent: Nutley, N. J. 
in the Southwest: 
Seanebeorn Bres., Dalles |, Texes 


automobile company, termed the | agent. 


Whon 
A youre 
you a 


Snap-on 


P-ON Gear Pullers have proved 

Meir right to be a part of your tool set-up. 
They’re versatile and adaptable . . . not 
only in pulling gears of a wide variety 

of sizes, but for pulling Pitman Arms, 
tie-rod ends, universal joint splines, etc. 
In addition, a circular plate attachment 
also adapts these pullers to handle 

water pump and generator pulleys, and 
special gears. 


was withdrawing the election peti- 


Reardon said the Montagna man- 


























Experienced users will tell you that 
Snap-on Gear Pullers have plenty of 
“locking power” for safety . . . 
exceptional “pulling power” over the 
entire pulling range . . . and a “tip-less” 
pull that prevents binding. 


Three popular sizes, with two smaller 

models are available in either standard or 
slide hammer styles . . . or as a 
combination of both, Ask the Snap-on 


man who calls regularly. 





rea lid 


THE CHOICE oF IIe Bay NICS — 


Be ate 


; ef 





The tools shown on the above job are Snap-on’s CG-250 
standard Gear Puller with a Snap-on Ratchet and Socket. 


SNAP-ON TOOLS CORPORATION 
8082-K 28th AVENUE KENOSHA, WISCONSIN 
INTERNATIONAL DIVISION: KENOSHA, WIS., U.S.A. 
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, , Cartoonist K , @ Willys dealer, welc tions for his kl ; : 
The Other Side sf the P tclure cartomn etvipa, hits him care of ‘Kempf Motor Co, Rearecy, Neb). ; Py F; red K emp} 


Se eee Z| WOW LET'S EYAMINE THE TIE Roo ~ HERE MEN, 15 A GOOD Y\ 
eee ae ee ty THE SHOP AND %| ENDS AND DRAG LINK ENDS ON THAT ‘ 7, | bor" WHO'D DRIVE A CAR rane wes CAR} 
A £07 10 WELP We +1 swew vou war },|CAR WHILE WE ARE LUBRICATING IT..: im MEAN-- LOOK AT VE pIN THAT CONDITION 
PREVENT ACODEWOGR ee || WE FIND ANYTHING WORM WE © Eien THAT TUE OD J D ARRESTED 
; ' : Wits TELL THE OWNER 17 WEEDS Yj, Vy“ ty pl 
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Ford dealers to help them promote |the making, and encourage addi-| Pierce, director of service, said 


‘Make aes Nut’ courtesy in their parts and service |tional Ford owners to patronize | in discussing the program. 
department. Ford deelers. | Pierce added that every devic? 


“The Customer Is Always (of modern advertising is being used 


That Is Goal of Factory Drives tinui di i , Right” discusses a fundamental (to encourage Ford owners to come 
a continuing direct mail advertis-| principle upon which a great | “back home.” Direct mail literature 


For More Parts Sal - ing campaign launched by the com- | many businesses have been built |is said to total more than 2,000,000 
pany early this year to help deal- | in the past and to which we must | pieces a month or more than 24,- 
looked upon either his parts or | ways Right,” is being distributed to| ers meet the competitive era in | adhere in the vears ahead,” I. L. 000,000 pieces a year. 
service department as a major sd cehiatesalcaeas , 
source of profit. Thousands of deal- 
ers had to depend on these two for 
practically all their revenues dur- 
ing the war, and the factories want 
to make certain that there is no 
letup in the dealers’ efforts to cap- 
ture a satisfactory percentage of 
this business now that new cars 
and trucks are again available. 
Therefore, the object of the cur- 
rent campaigns is to initiate dealer 
response to the parts and service 
opportunities that lie just around 
the corner. 


The booklet is the most recent in 


+ * * 


HEVROLET launched a sales * 
promotion campaign Sept. 1, 
and it was known as the ae 5 
Them Back to Chevrolet.” he Ps 
drive, which is said to have cost hate: — 
millions of dollars, involved more 
than 75,000 dealer employes in every 
state in the union, according to T. 
H. Keating, general sales manager. 
Objectives of the campaign, Keat- 
ing pointed out, were (1) obtain- 
ing new service customers, particu- 
larly Chevrolet owners who are 
now having their work done out- 
side Chevrolet dealerships, and (2) 
development of new wholesale parts 
customers. 
Chevrolet’s drive is founded on 
the belief that service customers 
and wholesale parts customers are 
the only people its dealers see often 
enough to count on as future car 
and truck customers. Therefore, the 
drive is directed at developing 
trade markets among these custom- 
ers for the competitive period of 
tomorrow. 






* * * 


[DURING the drive, each Chevrolet 
dealer had established quotas. 
All service and sales employes 
were enrolled in an attempt to ex- 
ceed the quota figures. Workers 
will be awarded points by the deal- 
ers, depending upon their sales and 
service results during the drive, 
with the points being exchanged 
later for valuable prizes. 

Prizes included such items as 
radios, pianos, furniture, house- 
hold appliances, clothing, jewelry, 
luggage and sporting equipment. 
«Keating déclares that tons of 
sales promotion material, sufficient 
to fill to capacity 10 freight cars, 
were shipped to dealers across the 
nation and included such totals as 
75,000 catalogs, 750,000 inspection 
and prospect cards, 360,000 bal- 
loons, 125,000 miniature plastic cars, 
300,000 new customer ledger sheets, 
600,000 sales folders. 


In addition, the drive utilized 
millions of direct mail letters and 
was augmented by extensive dealer a i 
advertising. Sales letters were sent, A .¥ ro J Wd (TUS) WA OOO OOO 
to the families of workers to stim- nS en b 9 oe | 
ulate enthusiasm and competitive 
effort. 
As & medium fF. promoting, cw | When it comes to a fast-selling accessory, the Lyon Whitewall is in a class by itself. It's on cars 


tomer courtesies, Plymouth has | 2 
prepared and published a booklet over 3,000,000 at present —all over the country. It is now America’s favorite Whitewall and 
entitled, “Don’tgiveadamitis,” point- you dealers, collectively, have netted over $7,000,000 selling it! 


ing to all the discourteous practices 
which have been inflicted upon the 
motoring and buying public during how quick and easy it is to install and that you make well over $2.00 profit in three or four 
the prewar and postwar periods. ae ra r Pon 1" « 
teen) we ae is 4 Ghats minutes time, it’s understandable why most dealers talk it up every chance they get. Why not 
points of merit aids in livening 
the text for readers. . 
<< wk WHITEWALLS are the exclusive trim ring product of Lyon Incorporated. 
24 - PAGE color - cover booklet, Prices: Standard Steel Model (16" wheels) $6.95 Per Set of Four. De Luxe Steel Model (15" and 16" Wheels) $9.95 
entitled “The Customer Is Al- Per Set of Four. Sets of Five Priced Higher 1 kair Trade Product Sold Under Applicable Fair Trade Laws. 


When you consider how its beauty and low price make it easy to sell, how simple it is to stock, 


make this your policy! 
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Britain Urges 
More Exports 
To America 


LONDON. — Encouragement for 
British car manufacturers to in- 
crease their production for the 
American markets has been given 
recently by the United Kingdom 
government. 

After a meeting between Min- 
istry of Supply officials and repre- 
sentatives of the Society of Motor 
Manufacturers and Traders, it was 
stated that the export target set 
for the British motor industry 
might have to be adjusted accord- 
ing to the rate at which the indus- 
try could move towards maximum 
rationalization in the number of 
models produced. Already the in- 
dustry had reduced the number of 
models and accelerated standardi- 
zation of components. 

Officials said that it did not now 
seem likely that next year it would 
be possible to provide all the steel 
required for the British motor in- 
dustry to produce cars at the rate 
of 315,000 a year for export, and 


2) ae 
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Graham to Expand 
Rototiller Sales 


NEW YORK. -— Graham - Paige 


|Motors has secured world sales 


| tivity, 


rights to the rototiller and will 
launch an immediate program of 
expanded sales and production ac- 
according to Joseph W. 
Frazer, chairman and president. 


Graham-Paige’s original agree- 


| ment with the Swiss owners of the 
| patent rights called for manufac- 
| turing rototillers and selling them 


in North and South America only. 


| Now Graham is able to sell the 
| machines in every country except 


“Tricky, wot?” 

160,000 a year for the home market. | 

Already the decision has been | 
taken that whatever cuts will have | 
to be made in this program must | 
fall on the home market. It is now 
thought that the number allocated 
to the home market for 1948 will 


not exceed 90,000 cars. 


Switzerland and Great Britain. 
Frazer said that since his return 
from abroad there has been a 
marked increase in demand for all 


| types of farm equipment from all 


parts of the world, with particu- 
larly strong sales emphasis in 
South Africa, Argentina, Uruguay, 
Brazil, Spain and Mexico. He said 
that rototiller export sales would 
soon rise to 25 percent. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 


For the customer who prefers stainless beauty. Dresses the entire wheel in stainless steel. Two 
_sizes fit all 15 inch and 16 inch wheels. Firm, snug fit. No interference with wheel weights. 
Easy to install or remove. A beautiful and practical item that will last the life of the car. 

Made under one or more of the following patents: RE. 19,466 and RE. 19,467 


Last price $19.95 per set of four. A Fair Trade 


Product sold under Fair 


lied ae aT 


Dealer Business Counsel 


Third of Series on Controlling Factors 
That Manager Must Watch 


By J. B. Van Tassel 
N MY last two columns I cov- 
ered the important controlling 
factors in the operations of the 
business. Now I will cover the im- 
portant  control- 
ling factors in 
the financial part 
of the business. 
It is generally 
conceded that 
more dealers and 
businesses of all 
kinds go broke 
because of poor 
financial con di- 
tions than they 
do for all other 
J. B. Van Tassel reasons put to- 
gether. That is why it is so im- 
portant to have good sound finan- 
cial controls in your business. 


The first item of importance is 
your cash on hand and in the 
bank. Both a daily and monthly 


6619 Euclid Ave. 


record of this control should be in 
front of the dealer at all times. 


You cannot operate without a suf-, 


ficient supply of cash to buy mer- 
chandise, pay bills, meet payrolls 
and have a good credit standing, 
which is so important in the con- 
duct of a successful and profitable 
business of any kind. 

The next item of importance 
is the amount of your accounts 
and notes receivable (shown sep- 
arately on your control record) 
especially as to the current not 
due amounts and the amounts 
past due. 

The total amount of accounts 
receivable should also be shown 
as to the collection period it rep- 
resents in number of days. 

* * * 

FrOR example, let us assume your 

total of service and stockroom 
sales amounted to $3,000 for a 30- 
day period and your total of ac- 
counts receivable amount to $6,000. 
In order for you to determine the 
collection period in number of days 
on this basis you would first di- 
vide your sales of $3,000 by 30 days 
in order to arrive at the amount 
of sales per day, or $100 per day. 
Then divide this $100 into the to- 
tal amount of your accounts re- 
ceivable of $6,000 and your collec- 
tion period in days is 60. 

For your information, this col- 
lection period should never ex- 
ceed 45 days. If it does you will 
probably find a large past due 
accounts receivable condition, un- 
less you are carrying open ac- 
counts other than service and 
parts sales in your accounts re- 
ceivable control figure. 

The next item of importance is 
the total amount of money invest- 
ed in used cars, the number of 
units on hand and the days supply 
based on the amount of money in- 
vested. In today’s market this con- 
trol figure is probably not of as 
great importance as it is in the 
days of competitive selling. How- 
ever, it would be my suggestion 
that every dealer keep this con- 
trol figure up to date and in front 
of him at all times, in non-com- 
petitive selling days or competitive 
selling days. 

* . * 

HE next item of importance is 

the total amount of money in- 
vested in parts and accessories in- 
ventories. Also, the rate of annual 
inventory turnover should be 
shown each month and based on 
the cost of sales of this merchan- 
dise sold for the month and the 
cumulative to-date period. 


Personally, if it were my money 
invested in this merchandise, I 
would have it shown on my con- 
trol record separately both as to 
the amount of money invested 
and the rate of annual turnover 
as to fast selling merchandise or 
highly competitive merchandise 
and slow selling merchandise or 
non-competitive merchandise. 
The reason is that there is no 

way to lose sales and net profits 
faster than to allow a heavy stock 
of slow-moving parts and acces- 
sories to clutter up the space in 
your stockroom and to create a 
costly amount of obsolescence. 
The amount of current assets, 
current liabilities, ratios of cur- 
rent assets to current liabilities, 
working capital and selling capital 
should also be shown in this finan- 
cial section of your control record. 
I will cover all of these last five 
control items in my next column. 





Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your problem 







Driver Cabs and Station Wagon 
Bodies for Jeep Vehicles 
$136" 

FOB Cleveland, Ohio 
Immediate Delivery Anywhere in U.S.A. 


STATION WAGONS INC, 


Cleveland 3, Ohic 
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Aloe Apsaitie High Repair Costs... 
AAA Hits Distribution 


Of Cars as ‘Chaotic’ 


(Continued from Page 1) 


” 19467 models on used car lots at 
prices far above list price; load- 
ing of new cars with unwanted 
accessories; refusal of some deal- 
ers to sell unless a trade-in is 
offered; ridiculously low trade-in 
allowances; and in many in- 
stances failure to observe any 
reasonable priority on delivery 
of new cars. 

Among remedial steps recom- 
mended were: Withdrawal of fran- 
chises from dealers guilty of prac- 


velopment of a model bill designed 
to end abuses in the financing of 
new and used cars; 

2. Forecast that rapidly-mount- 
ing costs of car ownership and 
operation may threaten future de- 
velopment of automotive transpor- 
tation; 

3. Urged consideration of meas- 
ures to protect motorists using 
parking lots and garages against 
exorbitant charges and uncompen- 
sated damage; 
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readily overthrown and recom- 

mended that steps be taken to as- 

sure a sufficient quantity of petro- 

leum for American transportation. 
* * * 


ETIRING President Brunnier 

reported that the motor club 
movement had made phenomenal 
gains in membership support and 
announced that approximately 2,- 
250,000 car owners were now mem- 
bers of AAA clubs, very close to 
double the pre-war total. 

The volume of travel, which is 
shattering all previous records 
this year, can be expected to con- 
tinue at a high level but travel 
expenditures may decline in the 
months ahead, it was predicted 
by W. G. Bryant, chairman of 
the AAA’s national touring 
board. 


Large commercial vehicles oper- 
ating on narrow, obsolete highways 
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FIRST GIFT by a Pasadena (Calif.) business firm in the Community 


was made by Uptown Chevrolet 
to the fund headquarters by “Silver doy,”’ the 
Uptewn Chevrolet. 


» consisting of 1,000 silver dollars in a trunk hauled 
Tennessee walking stallion, mascot of 








tices clearly inimical to the pub- 
lic interest; check of registration 
and order lists with cancellation 
of duplicate orders; contracts lim- 
iting right of re-sale within a given 
period; and refusal on the part of 
the public to purchase cars at over- 
inflated prices. 

The consumer committee also: 

1. Reported progress on the de-'troleum 


dustry, motorists 


ber products; 


ar = SEE a ROL nsemet : 


Customer's eye view of the Streamlined Control Tower, 
designed by Allen L. Hoover Consulting Service. Illumi- 
nated sign indicates work-load, and whether or not new 
jobs can be completed today. Three desks for writing 
orders, cashier’s counter and waiting room are provided 
for convenience of customers. 


Rand 


THE FIRST NAME IN BUSINESS SYSTEMS 
315 FOURTH AVENUE, NEW YORK 10,N.Y. 


Yes—Send FREE bulletin KD 362, with more 
facts about Sched-U-Graph Service Control. 
NAME. 
COMPANY 


ADDRESS 


CITY ZONE STATE 


ne eee re ee ee ee ce ee om em Dm cape cm cee own! 


4. Cautioned that under any 
national program for mainte- 
nance of a synthetic rubber in- 
should be : See 
treated, as to price and quality, 
the same as other users of rub- 


5. Warned that the delicate sup-|the large commercial vehicles are 
ply-and-demand balance in the pe- 
industry could be very 


are a mounting menace to public 

safety on the highways, the AAA 

highway committee reported highway users. 
The report, presented by W. A. 

Stinchcomb, chairman, 


that in addition to the safety angle 


seriously impeding the flow of nor- 
mal traffic and causing wholesale 





Uulr Screcce CONTROL TOWER 


WITH SCHED-U-GRAPH 


BOOSTS SERVICE VOLUME 


AT D. S. & D. MOTORS, BALTIMORE 


No wonder car owners in Baltimore come flocking to the service 
department of D. S. & D. Motors—for here they enjoy the benefits 
of one of the most modern systems of job-scheduling in the country. 

In the photo above, Mr. Franklin L. Hazelip, head of the service 
department in this Dodge-Plymouth agency, is shown inside his 
new Service Control Tower. Before him is the Sched-U-Graph 
Control Board —heart of the service dispatch system. Celluloid sig- 
nals on this board give the control operator a visual progress chart 
on every job in the shop. At a glance he can answer inquiries on 
any service order—check the work-load in any department — make 
delivery promises on new jobs as they come in. 

Service is speeded by this system, Mr. Hazelip reports. There is 
less confusion in the shop, more efficient use of mechanics’ time — 
greater volume and more profit in the entire service operation. For 
free four-page bulletin giving more facts on Sched-U-Graph service 
control, mail the coupon today. 


annoyances and irritations to other 


stressed 1‘ delegates were told that 

more than 1,000 high schools 
throughout the nation are training 
students in the principles of safe 
and skillful driving techniques and 


that AAA clubs were mobilized in 
an intensified effort to cooperate 
with educators in establishing driv- 
er training courses in every high 
school in the U. S. 

Impetus to the new AAA pro- 
gram was given at the meeting by 
Hubert Wheeler, state commis- 
sioner of education of Missouri; 
James J. Griffin, coordinator of 
safety of the Chicago Board of 
Education, and Lou E. Holland, of 
Kansas City, chairman of the 
AAA’s traffic safety committee. 


Holland reported that over 650 
dual-control driver training cars 
had been assigned to high schools 
throughout the nation through 
the AAA by automobile manu- 
facturers and dealers; that more 
than 6,500 teachers had been 
trained to present high-standard 
courses, and that the new AAA 
student textbook, “Sportsmanlike 
Driving,” and accompanying 

aids are being widely 
distributed. 


“Our greatest opportunity for a 
greatly improved traffic safety rec- 
ord tomorrow lies in training our 
youth in sportsmanlike driving 
now,” Holland declared. “One out 
of every two persons of driving 
age in the United States drives to- 
day; three out of five persons be- 
tween the ages of 25 and 34 drive, 
with the percentage of boys and 
girls 16 to 20 years of age who 
drive constantly rising. But driv- 
ers 16-20 years old have five times 
as many traffic fatalities per thou- 
sand miles driven as 45-50 year 
olds. 

> a 7 

yas highly controversial issue of 

toll highways occupied the cen- 
ter of the stage on Monday after- 
noon. Discussion of the issue took 
the form of a debate between pro- 
ponents of toll facilities and advo- 
cates of improved “free” roads as 
@ means of meeting America’s 
traffic problem. 

Defending toll facilities were 
Charlies S. Newton, secretary for 
the Pennsylvania Turnpike Com- 
mission; Gerard B. Gilbert, safe- 
ty engineer of the Turnpike Com- 
mission, and Ned Spaulding, 
Nashua, N. H., member of the 
Public Improvement committee 
of the New Hampshire legisla- 
ture. 


Opposed to financing highway 
systems through the collection of 
tolls were Deputy Commissioner H. 
S. Fairbank of the U. S. Public 
Roads Administration, and Charles 
Dearing, of the Brookings Insti- 
tution. Acting as moderator was 
W. A. Stinchcomb, of Cleveland, 
chairman of the AAA highway 
committee. 

Challenging the imposition of 
tolls on the motoring public, Fair- 
bank pointed out that it was his 
confirmed belief that the costs of 
any highway facility could be li- 
quidated more cheaply through 
user taxes than by levying tolls. 

* o s 


JEWTON said that the desirabil- 
ity of toll roads is proved by 
the great popularity of the Penn- 
sylvania Turnpike which is enjoy- 
ing ever-increasing patronage on 
the part of the motoring public. 
He said that construction of plan- 
ned extensions on both ends of 
the existing road, linking Pitts- 
burgh and Philadelphia will fulfill 
a long-felt traffic need. 

Gilbert joined with the turn- 
pike’s secretary in pointing to the 
practical advantages of high-type 
highways supported by toll collec- 
tions from users. 
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CLEVELAND. — A court judg- 
ment on a refund started a run 
last week on John W. Singleton, the 
dealer who gained widespread pub- 
licity last spring by selling “new 
used” cars at prices well below 
the market. 

At that time customers reported 
that he sold them cars at just 
about list prices, while in Detroit a 
wholesale dealer reported that he 
had sold hundreds of cars to Single- 
ton at $400 or $500 above list. 

The public and press became in- 
trigued over how Singleton could 
sell for less than he paid and still 
stay in business. Customers would 
pay Singleton for the cars in ad- 
vance on Singleton’s promise that 
he would then go to Detroit to 
purchase them, it was reported. 

Meanwhile, in Toledo, Lucas 
County Common Pleas Judge John 
Q. Carey announced that he was 
studying a Singleton plea for re- 
lease from probation growing out 
of a charge of unlawfully drawing 
a check. 

Singleton was put on probation 
in February after pleading guilty 
to the charge, and promising to 
make restitution, which he did. 

The run in Cleveland began when 
Municipal Judge Frank Celebreeze 
awarded a $2,333 judgment to a 
Singleton customer who demanded 
a refund. The customer said that 
on June 17 Singleton had promised 
to deliver the car in 10 weeks, and 
had not done so yet. 

After this was reported in the 
press, 40 persons jammed Single- 
ton’s lot demanding refunds or cars 
which they said were pledged dur- 
ing the summer. 

Some, it was reported, were 
given checks dated two days 
ahead. Cleveland sources said 
that all have been honored by 
Cleveland banks. 

Singleton’s explanation for post- 
dating the checks, according to 
several recipients, was that he 


SHOWROOM 
FURNITURE 


Purchase Durable 
CHROMASTER Products Direct 
from the Manufacturer at 
Great Savings 


versatile mem- 
ber of the 
large Chro- 
master family. 


We Ship Anywhere 


Neat, Compact, and 
Reliable, the No. 70 
will fit your every 
showroom  require- 
ment. 


Satisfaction 
Guaranteed 
Smartly Styled Smoker 
No. 20, features the 
‘‘flip-a-way’’ ash con- 
tainer. A ‘‘must’’ for 
the showroom and 
office. 
Write for 
FREE “CHROMASTER” 
Catalog 


KAY-DAVIS 


COMPANY 
886-890 Gerard Avenue 
New York 52, N. Y. 





Run on Singleton 


Customers Jam Lot of Cleveland ‘Dealer’ 
After Court Judgment on Refund 
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needed the week-end to raise the 
money by recalling funds which 
he had deposited with Detroit 


dealers. 


Meanwhile, Bernard J. Conway, 
first assistant police prosecutor, 
called and delivered 
what he said was a “heart-to- 
heart” talk on the basis of com- 
plaints received by Conway from 
customers who had protested ex- 
cessive waits for cars. 

Business at Singleton’s lot is re- 
ported at a standstill at present. 

Conway said he told Singleton 
that his business was slipshod and 
suggested an attorney be called in 
to improve the status of records. 

In the Toledo case, on asking for 
a release from probation, counsel 
for Singleton said the sentence was 
instrumental in the state turning 
down the defendant’s request for 
a used-car dealer’s license. 

Want to buy or sell new or used cars? 
Classified Want Ads (see inside back cover) 
will solve your 







































ROLLS-ROYCE TOURING limousine, in metallic blue and black, with upholstery of 
pale blue leather throughout. The body is by Hooper & Co. Ltd., coach builders to 
His Majesty. This is one of seven custom-built Rolls-Royce and Bentley models to be 
shown in major cities throughout the United States. Rolls-Royce prices range between 


$18,450 and $19,200. 








Espeland Reappointed 


Reappointment of Arthur V. 
Espeland, Tacoma (Wash.) De Soto- 
Plymouth dealer, to the Pierce 


county planning commission has 
been announced. Espeland, origi- 
nally appointed to fill out an unex- 
pired term, was named for a full 
six-year tenure. 


Simpkins, Ford Dealer 


Joe Simpkins, Inc., 6400 Easton 
Ave., St. Louis, has been named as 
a Ford dealer. New shqwroom and 
garage facilities have been con- 
structed at a cost of $250,000. They 
now employ approximately 25 
workers in service, parts and sales 
departments. 


Service . 


always ready to 


and customer 
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tific Automotive Service Equipment. 
Mail This Coupon Today! 


SUN ELECTRIC CORPORATION 
6327 Avondale Ave., Chicago 31, Ill. 
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|Koppers Using 
New Ring Metal 


BALTIMORE. — All compression 
rings in the American Hammered 
piston ring line will be made of 
a new type of metal, according to 
the piston ring division of Koppers 
Co. 


Officials claim the new metal is 
2% times stronger than ordinary 
piston ring iron, unbreakable in 
service and has a high modulus of 
elasticity. The metal is being used 
first in the production of certain 
selected ring sizes and will be ap- 
plied to the balance of the line as 
—— facilities permit, it was 
a > 


14 Pct. of Wis. Revenue 


Comes From Auto Taxes 

Highway taxes paid by the 
owners of automobiles, buses 
and trucks accounted for 14% 
percent of all of the tax reve- 
nues of state and local govern- 
ments in Wisconsin in 1946, the 
state department of taxation re- 
ported last week. 

The total of motor vehicle 
taxes paid to state and local 
treasuries was $43,430,813. 


a Representatives 


Guarantee You Prompt 


« « Anywhere 


in the United States 


The largest Field Organization 
of its kind in the world guarantees you 
prompt, efficient service, anywhere in the 
United States. suN Representatives are 


train new mechanics in 


the proper operation of sUN Equipment. 
They will see that your SUN Equipment is 
always maintained in perfect operating 
condition. A complete stock of new parts 
and service units is carried at all suN Branch 
Offices to minimize out-of-service time. 


Your sun Representative will 
show you how to obtain the highest profit 


good will from your 


equipment. He is always ready to supply 
you with new business-getting ideas, tried 
and tested in the field. Get in touch with 
your SUN Representative today, let him 
completely explain all the advantages of 
SUN’S MATCHLESS SERVICE. 


The suN Master Motor Tester and SUN 
Distributor Tester enable you to make a complete 
diagnosis of all motor ills. Write for your free 
copy of the fully illustrated SUN Catalog TODAY! 
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Fully illustrated, 40 
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listing of SUN Scien- 














KAISER-FRAZER CARS 


—— good, bad or indifferent 


new book tells yo, 
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y KAISER S| nian CARS 
° bY iutomotive authority 
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(no co 
Why wonder about Kaiser - Frazers ¢ 
Now you can Anow. This expert, 
uncensored report by an unbiased 
authority pulls no punches. How 
did Kaiser perform on 3000-mile, 
grueling, impartial test run? Can it 
take it—climbing Pike’s Peak, 
coasting down? How about ‘gas, oil 
mileage in city, in country? What 
do 3000 owners now think of their 
K-F cars? This book tells all. Con- 
tains 100 photos, expert part-by- 
part car analysis, interesting and 
humorous experiences. 


MAIL COUPON NOW 

5 Floyd Clymer, Publisher 
2125 W. Pico Bivd., Dept. AN 

3 Los Angeles 6, California 






















Most unusual and complete in- 
vestigation ever made of any car. 
Thousands are buying it. Order 
today. A big value at only $1.50 
postpaid. Deluxe edition, $2.50. 
Money - back guarantee. 









_ G) Send c.0.D 
(Calif. residents add 2}4% Sales Tax) 
Please send. 
———copies Kasser-Frazer Test Report. $1.50 postpaid 
—" a = * * DeLuxe ed. $2.50 ~ 
¥ —— ™ Historical Motor Scrapbook No. 4 $1.50 ~ 
om * = 7 * DeLuxe ed. $2.50 
Hf I am not satisfied, | may return book(s) in 5 days 
and receive my money beck. 
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PROVEN & ACCEPTED “WEATHER PROOF” 


Aluminum Sun Visor 


PRIMED AND ASSEMBLED 





plane 


DEALER’S PRICES 


No Holes to Drill $1495 each. Lots of 6 


Please Specify Car Models 
Sold in Carton Lots Only—6 to a Carton—Wt. 43 Lbs. 
Terms—C.0.D. Immediate Delivery 
F.0.B. Milwaukee 


Distributors 


CHARLES DISTRIBUTING CORPORATION 
2788 W. Wisconsin Ave. 


PAINT BOOTH 
VENTILATING SYSTEM 
REDUCES HAZARDS! INCREASES PROFITS! 


The answer to your problem of paint shop fumes solved by a 
ventilation engineer. Available in a packaged kit, ready to install. 
Helps keep employees by eliminating headaches and sinus attacks. 
Reduces finish damage with filtered 









Peden mie air currents. Safety and health fea- 
F.O.B. tures approved and recommended by 
$1 §75° DECATUR insurance, fire and health authorities 


everywhere. Makes the paint shop 
most profitable department of your 


business. 
Write for Circular 


PAINT SHOP DIVISION 


The National System of 


Garage Ventilation, Dept. 3-E 
$30 N. Church St. Decatur 27, Til. 


WORLD’S LARGEST MANUFACTURER 
OF EXCLUSIVE 
GARAGE VENTILATING EQUIPMENT 





Milwaukee 8, Wis. 





Backshop 


(Continued from Page 28) 


it cost Eddie around $34 express— 
and then followed that up with a 
new car “on the cuff.” Charlie still 
has a picture of the car in his foy- 
er, with all of the Foys crammed 
into it. 5 

The food problem—it is inevit- 
able that I get around to that 
sooner or later—was tough on a 
guy like me. It was too good and 
too much. For instance, the dinner 
that Americo Bozzani (the “atomic” 
Dodge dealer) and his brother Joe 
threw for a small party of us one 
night in his home—wonderful Ital- 
ian dishes and each course accom- 
panied by the right wine—didn’t 
do my waist line any good—nor 
did the Chinese food at Hung Far 
Chin, where Perc Mathews, who 
peddles Melody Master rear seat 
radios, was host. That, added to 
the regularly scheduled gourmaniz- 
ing events, made me a regular 
patron at the “alka seltzer” bar 
in the Biltmore. The bare fact that 
they had a special bar equipped 
to take care of stomach disorders, 
the after effects of over-eating and 
too liberal . participation in liquid 
refreshments, gives you the tempo 
of Los Angeles—especially through 
this “knock-you-down - and - drag- 
you-out” event. 

+ * * 


ISITED several dealers in their 

home plants while there and 
also looked in on Ruth Ormsby’s 
“Nu Orm plan of personalized busi- 
ness service,” as she calls it. In 
reality it has every indication of 
being one of the most successful 
and result-producing service fol- 
lowup systems in this country. 
From being just a girl in a dealer- 
ship in charge of that dealer’s serv- 
ice followup program, Ruth since 
early in the war has gone into 
business for herself and now serves 
27 of the biggest dealers in Los 
Angeles, has some 150 people work- 
ing for her and is opening up two 
additional branch offices. 

Her office out on Pico Boulevard 
is already too small for her opera- 
tions and she is in the process of 
getting larger space for her main 
office. Dealers like Earl Anthony 
and Boyd Gibbons swear by her 
service, since her mailing cards are 
personalized and are the result of 
a close check on the customer re- 
ports in the office of the dealer. 

Don Streeter was ready and will- 
ing to buy the town and repaint 
it after all three of the Roadeo 
winners came in driving Reos, 
along with several seconds and 
thirds. Reo came near making a 
clean sweep of this year’s event. 

a « ” 


H4? what I thought was a fine 
idea before I went west, but I 
find that it seems to be somewhat 
of a dud. With Johnny Pingel of 
Reo and W. K. Perkins of Har- 
vester being All-America football 
men, I got the idea that there must 
be enough All-Americans in the 
trucking business to make up a 
“Truck All-America” that we could 
publicize when the avalanche of 
“All-America” teams begins to hit 
the papers at the close of the sea- 
son. 

So I wrote all of the truck fac- 
tories for their nominees—and 
would you believe it?—I got only 
one more candidate for the team. 
I still think it is a good idea and 
if any of you readers know of any 


All-America football men in truck- | 


ing, or men who played on out- 
standing teams in their college 
days, I wish you would send me 
their names so that I could gather 
together a team that would be rep- 
resentative. Or maybe we should 
widen it to automotive men—cars 
and trucks. 

You'll have to hurry, though, 
since the football season is draw- 
ing to a close and we’ll have to 
have the names soon enough to 
get pictures and data if we are to 
do anything with the idea. 

+ + ¥ 


Tee Times-Picayune boys from 

-New Orleans, together with 
Henry Jann of Jann & Kelley of 
Chicago, and their Detroit rep, 
Dave: Simpson, gave the Motor City 
press and admen a real treat, as 
well as a novel sales promotional 
party. Unless the excellence of the 
250 pounds of wonderfully cooked 
west Gulf shrimp was supposed 
to indicate the qualities of the 
Times-Picayune as an advertising 
medium—it was a party without a 
selling talk. 
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PRODUCTION 


o 
GREY IRON CASTINGS 


ONE OF THE NATION'S 
LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


ESTABLISHED 1866 


ae meth 


FOUNDRY DIVISION 


E AND MANUFACTURING PLANTS 


CHATTANOOGA 2, TENNESSEE 


A pice FABRIC 





CORPORATION 
200 MADISON AVENYVE, NEW YoRK 16, N.Y. 


SALES TRAINING 


Increase the immediate productive ca- 
pacity of the Young Fellows you consider 
as having Executive possibilities by enroll- 





ing them in our Sales Training Class. Our 
results are immediate. 

No tuition for Veterans. 

Dec. 1—10th Class now forming. 


SALES TRAINING INSTITUTE 


956 Maccabees Bidg. 





Dan L. Book 


TEmple 11-55-1 
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Obituaries 


Miller, 30-Year Dealer 


For Buick, Dies at 68 
CHICAGO.—-Franklin M. Miller, 
68, president and founder of the 





THIS TIMELY BOOKLET 


FIR & 


Here's a booklet that’s as timely as 
tomorrow—jam packed with proved 
ideas for promoting your Service De- 
partment. It contains methods, forms 
and materials necessary to make in- 
telligent customer follow-up pay you 
dividends in sales and profits. 

Get this booklet, or any of the 9 other 
R & R files containing information re- 
garding forms and materials on their 
vital subjects. You don’t even need to 
write a letter—just check off your 
wants on the list below, attach it to 
your letterhead, and mail to 


The Reynolds & Reynolds Company 
Dayton 7, Ohio 


Please send information on the 
subjects checked: 


0 Selling Your Service De- 
partment 


0 Service Dept. Operating 
Forms 


C) General Office Forms 
(] Accounting Aids 


(1) Paper Tools for Handling 
Car Sales 


C) Parts & Accessory Control 

0 Credit and Collection Forms 
() Dealer Stationery & Checks 
C) Payroll Systems and Forms 


() Factory Designed Account- 
ing Systems 














RESOLUTE 
AUTOMOBILE FINANCE 
INSURANCE PLAN 


offers you 
MAXIMUM 


COMMISSIONS 
plus 


COMPLETE 
PROTECTION 


RESOLUTE FIRE 









INSURANCE CO. 


83 Chapel St., Hartford 3, Conn 


| 30-year-old West Side Buick Sales 
Co. here, died Oct. 31 in St. Lukes 
| hospital. 

Mr. Miller was a former director 
of the Chicago Automobile Trade 


Assn. 
* = os 


Gear Maker Cloyes 
Dies in Cleveland 
CLEVELAND.—Raymond T. 
Cloyes, owner and manager of 
Cloyes Gear Works, died Oct. 29 
at his Cleveland Heights home. 
Mr. Cloyes, a graduate of Cor- 
nell University, came to Cleveland 
in 1910 as director of engineering 
research at Nela Park. He en- 
tered business for himself in 1920. 
- + * 


Thomas Brooks 

DETROIT.—One of the first Ford deal- 
ers in the Detroit area, Thomas Brooks, 77, 
died here. After spending 15 years as a 
dealer, he retired in 1926. He was born in 
England. 

* > o 
Charles E. Backus 

JAMESTOWN, N. Y.—Chariles E. 
Backus, 65, former Jamestown automobile 
dealer, died recently in Buffalo. He was a 
former partner with R. H. Cole in Cole & 
Backus, automobile dealers, and also head 
of a truck dealership. 


‘‘Please be advised that new truck ts 
sold. Thanks a million, will use your ser- 
vice again if necessary.’’—L. G. Steiner, 
Pandora Garage, Pandora, O. 











i 





J. B. E. OLSEN CORP.’s new Kurb- 
Side package delivery body. It is made 
entirely of aluminum alloy by Grumman 
Aircraft Engineering Corp., Bethpage, L. I 
By employing & monococque construction in 
the new Kurb-Side body, Grumman is said 
te have eliminated all the previously ob- 
Jectionable upright braces inside the body. 
Kurb-Side is manufactured in two sizes. 
The larger T-311 has a body 140 inches in 
length, 70 inches in height and 78 inches in 
width. It is adaptable to the 137-inch truck 
chassis. The smaller body T3-9 is 120 
inches in length, 70 inches in height and 78 
inches in width. This body is adaptable to 
the 125-inch chassis. This new body will 
be made available to Chevrolet dealers ex- 
clusively by J. B. E. Olsen Corp., 2059 
Coney Island Ave., Brooklyn, N. Y. 


Fla. Fee Increase 
WEST PALM BEACH, Fla.—The 
license fee for garages and filling 


stations here has been increased 
from $25 to $100, it was announced 
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AFC’s Program 
On Time Sales 
Is Completed 


CHICAGO.—Completion of a 
time-payment plan covering cars, 
trucks and other products was an- 
nounced last week by a special 
committee of the American Fi- 
nance Conference, which had pre- 
viously outlined the plan. 

The AFC hailed the plan as ush- 
ering in “a new era of free com- 
petition” following the termination 
Nov. 1 of Regulation W. 

Recommended for passenger car 
and truck models from 1940 
through 1947 was a minimum down 
payment of 33 1/3 percent, and of 
40 percent for 1939 and earlier 
models, 

In the matter of time to pay, the 
following sliding scale was ap- 
proved: passenger cars, and trucks 
not exceeding two-ton capacity, 
1947 new and used models, 24 
months; used 1946 models, 18 
months; 1940, 1941 and 1942 mod- 
els, 15 months; earlier models, 12 
months. 


“When appropriate for the pur- 






_39 


pose of facilitating payments in 
accordance with the seasonal na- 
ture of a purchaser’s main source 
of income,” the resolution of the 
committee continues, “any install- 
ment credit may be made payable 
in any amounts and at any inter- 
vals so long as the installment 
credit complies with the applicable 
provisions of this resolution as re- 
gards the minimum down pay- 
ment, the maximum credit matur- 
ity, and the maximum advance.” 

The current issue of Time Sales 
Financing, official publication of 
the conference, stresses that “no 
sane finance man will deliberately 
go out and finance a consumer 
binge when he knows that it will 
mean financial loss to him person- 
ally and to his stockholders.” 


135 at Annual Banquet 


Of Knoxville Group 


KNOXVILLE, Tenn.— Approxi- 
mately 135 persons attended the an- 
nual banquet of the Knoxville Used 
Car Dealers Assn. 

L. F. Buschbaum, director of the 
Tennessee Automotive Assn., was 
named president; Robert Bean, 
vice-president, and Cliff Pettit, sec- 
retary-treasurer. 





if gasoline were sold in baskets... 


then each time you bought a fresh basketful for your car, you 


could check its ingredients by a quick look at the label. However, 
because gasoline is sold through pumps, it can’t be labeled that 
way. So oil companies everywhere put “Ethyl” trade-marks on 
their pumps to show you that their best gasoline contains ‘‘Ethy]’’ 
antiknock compound. This important ingredient, which is made 
by the Ethyl Corporation, is mixed with gasoline to step up 
power and performance. Car owners who want to enjoy the 


best performance of their cars look for the familiar yellow- 
and-black emblem on the pump. Ethyl Corporation, New York. 





Helping America’s Progressive Petroleum Industry Make Better Gasoline 


look for the **E THY L”’ trade-mark 
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Chevrolet Dealers Offered 
Day-by-Day Control Plan 


‘ D. A. MeINTYRE (right), former zone manager for Oldsmobile in Detroit, signs the 
contract for his new Oldsmobile dealership in the Motor City with H. A. Robinson (left), 
his successor, while C. H. Fryxell, McIntyre’s partner (center), looks on approvingly. 
MelIntyre is president of the new dealership, known as Superior Oldsmobile, Inc., and 
Fryxell is vice-president and secretary-treasurer. The firm is operating temporarily at 
17392 Wyoming Ave. Construction of new building in the vicinity of Seven Mile Rd. and 
Coyle Ave. is underway and will be completed sometime next year, according to Me- 


Intyre. 


GM Reported 
Testing 3 Cars 


For Australia 


SYDNEY, Australia.—(UTPS)— 
General Motors is already road 
testing three of its Australian car 
models over secret courses, it was 
reported here last week. 


The body design of the car is 


AH 


Al GNERS 
ING TOOL 


AND CC 


said to follow closely the lines of 
American models, although they 
are not so ornate. The cars are to 
be designed to suit the rough con- 
dition of Australian roads. 
Estimates are that GM has al- 
ready invested more than $10,000,- 
000 in the project and that the 
total will reach $20,000,000 when 
the vehicles reach the mass-produc- 
tion stage. 


DETROIT.—Chevrolet’s new | 
daily management plan—one of the | 
important projects of the division’s 
postwar program—was announced | 
last week by T. H. Keating, gen- 
eral sales manager. 

Automatic controls, which figura- 
tively “x-ray” vital operating sta- 
tistics of the dealership, are in- 
corporated in the program devel- 
oped after months of research by 
management at Chevrolet. 

“We are confident,” said Keating, 
“that the daily management plan 
will be of tremendous assistance to 
dealers in helping them to not only 
out-sell competition, but to likewise 
out-manage their competitors.” 

Development of the project was 
completed after 14 months of re- 
search, field surveys, and experi- 
mental operation in typical Chev- | 
rolet dealerships by a special staff 
of experts, under the direction of | 
L. N. Mays, national business man- 
ager of Chevrolet. Associated with 
him were R. H. Norman, M. E. 
Kane and V. R. Cramer, assistant 
managers of the Chevrolet national 
business management department. 

Basis of the plan is a method of 
establishing sound sales and profit 
objectives, and a daily control to 
measure actual results against de- 
sired objectives. Specially designed 
control forms enable managers of 
the four principal departments of 
a dealership, new cars, used cars, 
parts, and service, to have daily 
up-to-the-minute records of their 
operations and compare them with 
the planned objectives. Key de- 


partmental statistics are then tabu- 


AT THE SHOW’ 
IN THE SHOP/ 


T. H. KEATING (right), Chevrolet sales | 


chief, discusses Chevrolet's new Daily 
Management Pian with L. N. Mays, na- 
tional business manager of Chevrolet. 


lated on a master control record 
for the dealer. 

In addition to the vital informa- 
tion available daily for the dealer, 
use of the system makes it a sim- 
ple matter for dealer accountants 
to complete monthly statements 
within a few days after the end 
of the month. 

“Operation of the system,” said 
Mays, “enables the dealer to keep 
all departments of his operation 
geared to take advantage of sales 
and profit potentials, and to speed- 
ily detect and correct adverse sit- 
uations. 


Bear Is Planning 
Intensive Safety 
Drive for ’48 


ROCK ISLAND.— An intensive 
campaign to cut down the auto- 
mobile accident death rate in so 

far as mechanical 


SERVICE SECTION 


The Fendix 
“personalized 
‘selling plan” 
offers dealers 

opportunity 


~ for. greater 
profits from 


service 
_ department 


pe 


| 
| 


failures are con- | 


cerned is planned 
for 1948 by Bear 
Mfg. Co., accord- 
ing to Will Dam- 
mann, president. 

The whole ad- 
vertising program 
of the company 


as well as the in- | 


dividual advertis- 

ing and promo- 
Will Dammann tion efforts of all 
Bear dealers will be geared to the 
slogan: “Bear Down on Safety.” 


Bear’s entire merchandising pro- 
gram as well as the new 1948 model 
alinement machines, balancers and 
safety test and correction equip- 
ment will be presented at the ASI 
show at Navy Pier in Chicago, 
starting Dec. 8. The Bear display 
will be in booths D-174 to 182. 
Headquarters for company officials 
will be in the Stevens hotel during 
show week. 

“Misalined and unbalanced 
wheels, worn front-end and steer- 
ing parts are responsible for a 
great many more accidents than 
statistics would indicate,” Dam- 
mann said. “Far too often blame 
for a fatal crash is chalked up to 


¢ ~ 
‘he 7 me 
os s 
WRITE TODAY ... to learn how we 
train your personnel to be experts in 


| applying . . . and selling. 


THE AUTOMOBILE UNDERBODY 
PROTEC TIVE COATING AND 
NOISE DEADENER 
WRITE TODAY .. . for samples of the 


material you get 
when you become a 


promotion 
| FREE 
| Fendix dealer. 


the driver, when a thorough ex- | 


amination would have revealed a 
worn or broken front end or steer- 
ing part as the cause of the acci- 
dent.” 

“Through increased advertising 
in the Saturday Evening Post and 
Time magazines, in automotive 
trade publications, newspaper ad- 


vertisements and publicity and on | 
the air, Bear dealers will exhort | 


the public to drive safer cars.” 


In addition to two new alinement | 


machines designed for _ special 


.| types of service shops, the company 
has made improvements in design _| 


JOHN BEAN MFG. CO. 


LANSING 4, MICHIGAN 


RRECTION TOOLS 


meen Le 


VHEEL 
om Be BS on. a. 


BALANCERS AND 
YWASHERS 


and operation of its other standard | 


models. 


As in the past, said Dammann, | 


every effort of Bear engineers has 
been directed to keeping the proper 
balance between utility and show- 
manship in Bear alinement ma- 
chines, frame straighteners, wheel 
balancers and other safety test and 
correction equipment. That has 
been done with the new 1948 
models. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessity. 


These effective, field-tested promotion and 
selling acids include demonstration rack 
posters, counter cards, mailing pieces, counter 
literature, newspaper mats and personalized 
merchandising helps. 

have 


WRITE TODAY ... to the 


Davison Field Service Representative 
| show you the successful selling plan. 


SALES-SERVICE OFFICES IN PRINCIPAL CITIES 


THE DAVISON CHEMICAL CORPORATION 
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Car Production Estimates 
By Automotive News 


PASSENGER CARS 
(U. & PRODUCTION ONLY) 








Week Week Final Jan. 1 Jan. 1 
Ended Same Ended Totai to to 
Nov. 8, Week Nov. 1, Oct.. Nov. 9, Nov. 8, 
1947 1946 1947* 1947* 1946* 1947* 
GENERAL MOTORS .. 29,466 29,674 29,586 130,999 597,922 1,196,585 
CHOVTOISE 2... cc icesce 12,984 14,080 13,146 61,987 281,303 569,622 
acy io dri ia he $a, cena ab 6,014 5,615 5,960 27,063 115,704 230,177 
Es wistre 8 68k 0s ees 4,841 4,893 5,016 20,284 98,627 185,586 
Oldsmobile .......... 4,015 4,012 4,044 17,419 81,236 163,108 
eS 3 ceawd «asees cae 1,074 1,420 4,246 21,0562 48,092 
CHEWED 2... sc cees 16,619 10,854 15,440 53,446 459,390 644,366 
SE svxevesstens 7,311 4,713 6,359 20,207 207,156 296,441 
EE ais 5.6.0 0b re She, Soe 5,061 3,356 4,733 17,627 183,117 188,715 
ME eS vec hces bee 2,407 1,542 2,444 8,917 65,722 87,020 
ies Gia ss knksks 1,840 1,243 1,904 6,695 53,395 72,190 
RRP A es 18,4389 13,383 17,567 79,247 375,070 631,940 
She oab-<a.6 ona 4:48 14,448 10,451 18,523 60,878 308,244 504,827 
a ee ee 3,304 2,422 3,334 15,261 56,501 102,486 
FO EPR eee ee 687 510 710 3,108 10,325 24,627 
KAISER-FRAZER ..... 3,822 815 4,012 18,701 4,613 114,348 
shake LK oh0,5-00 0 1,972 303 1,498 8,439 1,737 58,385 
EE hea tegarswhen-w-0-0n0 6 1,850 512 2,514 10,262 2,876 55,963 
STUDEBAKER ......... 2,874 1,801 2,862 12,922 61,721 102,679 
SE 566585 ok 5-3 2,179 2,731 2,044 9,187 81,352 95,060 
HUDSON 843 2,696 531 759 77,380 89,283 
PD “se vedeewae’s 1,325 1,443 1,315 5,476 33,899 44,188 
sac nscxahep ss 784 335 773 2,989 3,937 27,865 
GPS see cease 431 273 402 2,245 2,828 16,698 
Total Cars, U. S. .... 76,782 64,005 74,532 315,971 1,697,122 2,963,012 
Station wagons. *Revised. 
COMMERCIAL CARS 
(U. 8S. PRODUCTION ONLY) 
Week Week Final dan. t Jaa. 1 
Ended Rame Ended Totnl to to 
Nov. 8, Week Nov. I, Met.. Nov. 9, Nov. 8, 
ina> 196 1947* 1947* 1946* 1947* 
CHEVROLET 8,487 6,345 9,490 36.511 213,476 268,597 
ile arith acta tani 386 5,475 4,001 19,653 163,819 240,037 
eh. ENE 3,612 2,589 3,711 15892 105,818 151,234 
INTERNATIONAL 2,984 2,636 acai 11,816 93,516 129,658 
ED, chains o.« 5 ein'w0is 1,841 1,835 1,820 7,332 59,622 71,849 
STUDEBAKER ......... 1,474 1,031 1,392 6.256 34,659 657,187 
SD.” WMUNCe et cath airniaes 1,701 1,670 2,324 8,081 26,474 654,582 
Se coe esas 541 529 570 2,489 14,040 18,029 
EE £65 kat ed cast de.ca 112 inact 527 2,081 $3,241 17,686 
Oo ee 404 392 389 1,676 11,089 15,942 
DIAMOND T 324 286 308 1,515 6,628 13,967 
US ee 270 137 269 1,228 5,051 8,347 
EE i a0 6h haa e80'ne eke 74 Swat sh 2,834 2,917 
EE osu skeeecwees 101 beara 85 389 ae 2,786 
MISCELLANEOUS 444 491 449 2,144 238,012 19,403 
Total Trucks, U. S.... 22,681 23,470 25,335 117,018 768,309 1,072,721 
Total Cars, Trucks, 
4 See 99,468 87,475 99,867 432,989 2,460,431 4,035,733 
Total Cars, Trucks, 
CK. iod00s sea hs oo 6,377 3,842 6,211 25,576 126,604 219,397 
Grand Total, Cars and 
Trucks, U. S. and 
EN: b-a/ecfe tn ibsdk-< tenia 105,840 91,317 106,078 458,565 2,587,035 4,255,130 





Note: Combined U. S. and Canada car and truck output in the com- 
parable week of 1941 was 91,980 units. 





*Revised. Miscellaneous includes Autocar, Divco, Marmon H., Brockway, 


Four-Wheel Drive, Sterling, etc. 





Pontiac Transfers 
Devereaux, Miller 


To New Zones 


PONTIAC.—L. W. Ward, general 
sales manager, has announced ap- 
pointment of new managers for 
Pontiac’s Washington and Phila- 
delphia sales zones. 

Charles F. Devereaux, formerly 
assistant zone manager at Buffalo, 





Cc. G. Miller 


Cc. F. Devereaux 


succeeds R. O. Nenke as Washing- 
ton zone manager. Nenke has re- 
signed to become a Pontiac dealer 
at Bethesda, Md. 

C. G. Miller, assistant zone man- 
ager at New York, becomes zone 
manager at Philadelphia, succeed- 
ing G. M. Powers jr., who has tak- 
en over a Pontiac dealership at 
Taunton, Mass. 

Devereaux has been with Pon- 
tiac Motor since 1933 and has 
served in Cleveland, Pittsburgh, 
Pontiac and Buffalo. Miller joined 
the division in 1941 at Atlanta. 
During the war he served with the 
American Red Cross as a field di- 
rector, returning to the division at 
Atlanta and more recently at New 


York City, where he served as as- 
sistant zone manager. 


NSPA Schedules 


Broad Program 


CHICAGO.—Listing 18 speakers, 
the program of National Standard 
Parts Assn. 1947 convention Dec. 
5-6 at Hotel Sherman, will follow 
|the “Accelerate in °48” theme, it 
|'was announced last week. 


A number of speakers will be 
men not directly identified with the 
|industry, including an editor, a 
Washington correspondent, a soft 
drink merchandising manager, and 
an attorney. All of them, however, 
will discuss phases of production 
and distribution. 

Talks also will be delivered by 
E. G. Nourse, chairman of the 
Council of Economic Advisers, and 
R. E. Freer, acting chairman of 
the Federal Trade Commission. 

Among industry men who will 
speak are Charles S. Rogers, of P 
& D Mfg. Co., NSPA president; 
E. M. Sheehan, of Motive Parts 
Co. of Pennsylvania, NSPA senior 
vice-president, and Charles R. 
Crowder of the Van Norman Co., 
NSPA junior vice-president. 

Others include Walter Kirkpat- 
rick, of Wilkening Mfg. Co., presi- 
| dent of the Automotive Advertisers 
| Council; Henry Trauscht, of the 
Evanston Auto Co.; Charles M. 
|Scates of Ozburn, Crow & Yantis 
|Co., and G. G. Korshin, of South 
|Shore Motive Parts Co. 


Jack Wiggins, acting executive 
vice-president of the association, 
forecast an all-time record atten- 
dance. Reservations by members 
have been made at three downtown 
‘hotels in addition to the Sherman. 


Production 


(Continued from Page 1) 

N Automotive News spot survey 
+5 last week indicated that U. S. 
plants will do well to build 286,000 
ears and 82,000 trucks—a total of 
368,000 units—in November. 

Canada’s contribution in the 
same period should approximate 
23,400 cars and trucks. 

Despite recent weekly efforts, the 
possibility of total production in 
1947 by U. S. and Canadian plants 

was still dim last week in the light 
of statistics. 

As of Nov. 8, U. S. and Cana- 
dian plants still had to turn out 
an average of almost 22,000 cars 
and trucks daily in the remainin: 
35 working days to achieve the 
goal. 

Daily schedules this month are 
expected to average only slightly 
over 20,000, making the possibil- 
ity of a 5,000,000 mark even more 
dim in December. 

Steel operations last week were | 
estimated at 97 percent of capac- 
ity, and officials said that no higher | 
level is probable in the near future. | 

| 
| 


* * * 


TEEL makers were said to be 
forcing all equipment to the ut- 
most and scraping the barrel for 
scrap and other materials. The | 
outlook on scrap prices was any- | 
thing but encouraging. 

Steel sources said that continua- | 
tion of a sharp upward trend in 

scrap prices and a further increase 
in freight rates would make high- 
er steel prices a necessity. 

At present the steel industry 
is accepting orders only on the 
basis of what it expects to pro- 
duce within a given period. 

And even under this program, 
it was pointed out, unexpected 
stoppages will result in a flood of 
broken promises. 

Many automotive plants have al- 
ready been notified that tons of 
steel promised for delivery this 
year will be carried over into next 
year’s orders. 


Nash 


(Continued from Page 1) 


types in the lower-priced 600~ 
series. 

A new array of colors and color 
combinations will be available in 
both the Nash Ambassadors and 
600’s. 

Factory delivered prices will 
range from $1,399.05 for the 600 
series deluxe business coupe to $1,- 
820.95 for the super Ambassador 
series. 

* + * 

ODY styles in the Ambassador 

series include a four-door trunk 
sedan, a six-passenger brougham 
and a four-door slipstream sedan. 
Similar body styles are available 
in the 600 series in addition to the 
new deluxe business coupe. 

Nash will continue to offer its 
Weather Eye, a built-in condi- 
tioned air ventilating system 
which filters and dries the air 
before it enters the car. 

The Nash Ambassador has a six 
cylinder valve-in-head engine with 
3 3/8 inch bore and 4 3/8 stroke. 
It is rated at 112 horsepower de- 
veloped at 3,400 rpm. The chassis 
has a 121-inch wheelbase. 


The Ambassador unitized all- 
steel body is secured to the frame 
by internal bridge-truss construc 
tion. New 7.10x15 super-cushior 
tires are standard equipment. 

The Nash 600 has a six-cylinder 
L-head engine with sealed-in in- 
take manifolds. Its bore is 3% 
inches and stroke 3% inches; dis: 
placement 172.6 cubic inches; de- 
veloped horsepower 82 at 3,800 rpm 
Unitized all-steel body constructior 
and 6.40x15 super-cushion tires are 
featured on 600’s. 


Nash continues to offer as op. 
tional equipment a convertible dou- 
ble bed in both 600 and Ambassa. 
dor sedans. 


Se 
Special ASI Train 

NEW YORK.—A special train to 
the Chicago ASI show is scheduled 
by the New York Central. A special 
section of the “Commodore Van- 
derbilt” will leave Grand Central 
Terminal here at 4:45 p. m. Dec. 5, 
and will return from Chicago at 
4 p. m., Dec. 12. 


To feel the pulse of the industry, con- 
sistent reading of Automotive News is a 
necessi 


ty. 


PERRINE QUALITY PRODUCTS CORP 
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55 Rumford Avenue 





BINDER for 
Automotive News 


NSWERING many 
~% readers for a semi-permanent binder to’ 
retain this publication for ready--reference. 
Only recently have we been able to secure 
a quality binder which will stard the gaff 
and which we can recommend. This binder 
is covered with black Levant leather cloth, 
stiff sides, holds 26 issues of Automotive 
News in removable metal blades. Price $7.50 
postpaid to our subscribers. 
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requests from our 













BOOK 
DEPT. 


DETROIT 26 





CLASSIFIED WANT ADS | 


(For Rates, Etc., See Next Page) 





HELP WANTED 


~ POSITION WANTED 





PARTS MANAGER for Oldsmobile GMC 
dealership, Northwestern Montana. Amer- 
ica’s most scenic vailey. Must know Olds- 
mobile GMC parts. inventory control. 
Give qualifications and experience first 
letter. Box 2011, c/o Automotive News, 
Detroit 26. 


GOLDEN OPPORTUNITY for a young, 
experienced automobile man, capable of 
buying, trading and selling, to become 
associated with a reputable, long-estab- 
lished firm in the Miami area. Salary to 
start $100 per week plus bonus. Only 
apply if you are married, between ages 
28-35, and willing to dig in for a good 
future. This is a real chance for the 
right man. State qualifications and refer- 
ences. Confidential. Box 2021, c/o Auto- 
motive News, Detroit 26. 


SERVIC MANAGER -— We require the 
services of a first class, thoroughly ex- 
perienced Service Manager in Georgia 
city of over one hundred thousand. Pre- 
fer Lincoln-Mercury or Ford background. 
A most unusual opportunity, permanent, 
good salary and share of profits. Answer 
treated confidentially. Give age, experi- 
ence, references. Box 1989, c/o Automo- 
tive News, Detroit 26. 

REGIONAL SALES MANAGER wanted 
for Pacific Coast. Must have had several 
years experience selling a line of heavy 
duty motor trucks and know how to 
handle dealers. Age 40 to 50. State ex- 
perience expected. Address 
Carl Loud, Sales Manager, Federal Mo- 
tor Truck Co., Detroit 9, Mich. 





and salary 


MECHANICS WANTED—Growing Los An- | 


geles dealer has opening for severa! top- 
grade mechanics. Preference given mer 
experienced in Studebaker, General Mo- 
tors, Chrysler products. Good working 
conditions, ideal year-round climate. Pay 
50-50 with $275 monthly guarantee. 
Write detailed experience to J. J. Boma- 
lick, Inc., Studebaker dealer, 2333 E 
Olympic Blivd., Los Angeles 21, Calif. 





PARTS MERCHANDISING MANAGER— 
Twenty-seven years experience in the 
parts industry selling to the independent 
jobber. Three years jobber sales man- 
ager. One year Chrysler Motors Parts 
Corp. Two years merchandising manager 
Chrysler parts wholesale operation. De- 
sires position with parts wholesaler or 
large dealer. Location optional. E. A. 
Cramer, 115 North Bergen Place, Free- 
port, N. Y. Ph. Rockville Centre 6-1700. 


SALES MANAGER—Have pre-war prac- 
tical sales promotion and responsible 
sales positions with leading volume man- 
ufacturers. Operated large dealership 
three years. Seeking place with progres- 
sive dealer or distributor to help improve 
sales efficiency on new, used cars or 
trucks. Box 2004, c/o Automotive News. 
Detroit 26. 

GENERAL MANAGER and sales manager 
familiar with all phases of deaier opera- 
tion in both Chrysler an«i General Motors 
products. Age 38, 19 years experience, 
married. At present employed as vice- 
president and general manager with large 
Dodge-Piymouth dealer, require a change 

to wife's health. Will consider the 

following states: Texas. Louisiana, Cali- 
fornia. Can furnish the best of refer- 
ences. Apply Box 2093. c/o Automotive 

News, Detroit 2s 


AUTOMOTIVE ACCOUNTING executive. 
Here is the man your business needs. 
Available for permanent connection as 
treasurer, controller or office manager. 
Ambitious, competent, NAPA experience. 
Please write A. N., Box 3622, “Phila- 
delphia 25, Pa. 








perience with General Motors dealers. 
Have served in all phases of automotive 
business. Thirty-five years of age. Can 
furnish top references. General Motors 
dealer preferred. Available first of year. 
Box 2017, c/o Automotive News, De- 
troit 26. Pa 


ACCOUNTANT or bookkeeper preferably | \WANUFACTURERS REPRESENTATIVE 


with General Motors or similar retail 
experience by aggressive midwestern re- 
talleredistributor. Box 2005, c/o Auto- 


motive News, Detroit 26. 








GENERAL MANAGER or assistant to 
owner. Prefer Dodge, Chevrolet, Ford. 
Now factory representative. Age 36, 14 
years with two factories. college educa- 
tion. Can supervise and train. Permanent 
connection only. Want to settle with 
family. Box 2006, c/o Automotive News 
Detroit 26. 


| POSITION WANTED—General Manager; 


Michigan C.P.A. Thoroughly experienced 
in all phases of dealer operation, admin- 
istrative, office, sales and service. Ca- 
pable of taking complete charge of any 
size dealership. Best of references. Box 
2019, c/o Automotive News, Detroit 26 
ACCOUNTANT-OFFICE manager, Genera! 
Motors experience, 19 years public ac- 
counting, college graduate, chartered ac- 
countant, middle age, married. Box 2001, 
c/o Automotive News, Detroit 26. 
COLLEGE GRADUATE—Age 32, 6 years’ 
experience in sales, service and office 
management, desires opportunity in pro- 
gressive dealership. Postgraduate courses 
in accounting and diesel engineering. Top 
references. Box 2012, c/o Automotive 
News, Detroit 26. 


SALES EXECUTIVE seeks opportunity. 14 
years wholesale experience cars, trucks, 
buses, field and office. Capable, aggres- 
sive, highest references. Box 2020, c/o 
Automotive News, Detroit 26. 


POSITION WANTED—a<Accountant, office 
manager, 14 years experience, General 
Motors and auditing. P. O. Box 3002, 
Denver, 


ee sessssseeeeneneneeennneneenes 
rr 





SALESMEN to sell chrome showroom fur- 
niture as a side line to auto dealers. 
Attractive commissions. Many territories 
open. Write full details, lines carried, 
territory, references, etc. Box 2018, c/o 
Automotive News, Detroit 26. 


DISTRIBUTORS WANTED 
DISTRIBUTOR—Established manufacturer. 
automotive, farm item, discontinuing job- 
ber distribution, will sustain organiza- 
tion. Box 2016, c/o Automotive News, 
Detroit 26. 


NEW AUTO ACCESSORY. $8.50 seller. 


Big profits. Write Aero, 4836 Joy, De- 
troit 4. 


BACK SEAT SPEAKERS 
Low 


COST — BIG PROFIT 
DISTRIBUTORS WANTED 
Fine Product — Attractive 

Distributors and Dealers Wanted 


ALL CITIES AND AREAS OPEN 


BAK-SEAT RADIO CO. 
Kenosha, Wisconsin 








DEALERS WANTED 
WANTED! DEALERS — New Electronic 
Ozonator Injector. A great new distov- 
ery! The Ozonator Injector is a pa- 
tented electrical machine that is simply 
installed adjacent to the’ carburetor of 
any make or model automobile. As its 
name states, it manufactures and _in- 
jects ozone (03) into the gas and _ air 
mixture after it has gone through the 
carburetor. Ozone (03) has three times 
the expansive power of oxygen (02), and 
when fired creates a more complete com- 
bustion, reducing carbon, and increasing 
mileage, particularly at high speeds 
where the extra-expansive qualities of 
Ozone (03) compensate for the lower 
oxygen intake of the motor. This amaz- 
ing new invention, Ozonator Injector re- 
tails for $35. Money back guarantee. 
Dealers now being appointed. Particulars 
on request. NATIONAL OZONATOR 
SALES, 650 South Vicente Boulevard, 
Los Angeles 36, Calif, 
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DEALERSHIP WANTED 
POPULAR make Texas dealership and new 


cars wanted. F1772, San Antonio Auto 
Corp., 1026 N. Alamo, San Antonio, Tex. 


HAVE QUALIFIED with General Motors, | Bir 
Chrysler and Ford factories. Desire to } 
purchase dealership of 300 cars or larger 
for cash. Replies will be held in strict 

c/o Automotive 





News, Detroit 26. 
NEW CARS WANTED 


1947 CADILLACS WANTED—All makes 
and models. Phone, wire or write. Lewis 
Capitol Motors, 530 Linden 8t., Allen- 
town, Pa. 


CALIFORNIA dealer wants 1946 and 1947 
model cars from dea who are able 
to make delivery to Los Angeles. For 
particulars telephone Buster Kelley at 
PRospect 1225 or write 1225 South Fig- 
ueroa St., Los Angeles, Calif. 


PACKARD DEALER will buy 1947 and 
1948 Packards, any body style, including 
taxi and 7-passen hone 


USED CARS FOR SALE 


CLEAN 
FAST MOVING 






USED OARS FOR SALE 


HAVE AVAILABLE 1946 Lincoln Conti- 
nental hard-top Club coupe, completely 
equipped. One owner, black finish, 7,000 
original miles. Looks brand new. Wire 
offer, Merlin Motor Co., Camden, N. J. 





























“collect.” Pueblo Motor Co., Pueblo, | AUTO AUCTION—Dealers only, fastest 
Colorado. Phone 1208. and best in the Midwest. Every Wednes- 1942 nents 194.7 
day at 12:30. Thirty miles from Minne- 
NEW CADILLAC sedan or convertible sota state line. Lapiner’s Used Car Auc- 
wanted. Price no object. Wire or phone| tion, Tel. 1182, Mason City, Iowa. Chevrolet - Plymouth - Ford 






Anderson Auto, Peoria, Illinois. 
USED CARS WANTED 


WANTED—1936-37 V-12 or V-16 Cadillac 
coupe. A. M. Semrau, Ortonville, Minn. 


All Body Models 
Guaranteed One Owner Cars 
NO TAXI 
Wholesale Only 


Cars Located Toledo, Ohio and 
Philadelphia, Pa. 








AUTO AUCTION 


Every Friday—12 O'Clock 
HORSE HEADS, NEW YORK 
4 Miles North of Elmyra, N. Y., 
On Route 17 


A Car Sold Every Minute 






ATTENTION car dealers and owners. 
Clean Nash cars wanted. Premium prices 
paid. Phone or write Smith's Auto Sales, 
Van Wert, Ohio. Phone 3114. 


USED OARS FOR SALE 
























Far, the Auction ihe ay 
DEALER'S AUTO AUCTION Oy Wat, Ta The East ee 
sac, motes a ae A, |maecting pace for the new and weed | we wee 
cars. Lows of action. All dealers cordially |car dealers of eastern United W. A. WRIGHT 






invited. 
Contact Tim Anspach, Albany 2-5372 
(Licensed & Bonded) 
Office: 1175 Washington Ave., Albany, N.Y. 





States. 

New Car Dealers like our auction 
because they can turn their trade- 
ins for quick cash and eliminate 
used car dept. and the free service 
headache. 


Strictly a Dealer’s Auction 


Used Car Dealers like our auction 
because they can buy their week’s 
supply in a few hours and do away 
with all the traveling and expense. 

Elmyra is located on three lead- 
ing railroads and on the air and 
bus lines. Wire or phone us and 
we will meet you. 


Horse Heads Auto Auction 
Ronald D. West, Owner 


$958 Funston St. 














HIGGINS CAMP TRAILER, NEW—Com- 
plete with two air mattresses, table, ice 
canopy—original $732. Make 

us a bid. P. O. Box 150, oO. 


BUSES FOR SALE 


WE HAVE on hand new 1947 model 
school bus chassis at list price. Pendley 
Body Company, Lubbock, Texas. 


NEW BUS CHASSIS, Fords or Chevrolets, 
any quantity. Priced to sell. Elkin & 
Company, Macon, Mississippi. 


FOR SALE—New Chevrolet school bus. 43 
passenger. Aluminum body. Chassis 
ee with Tru-stop brake and shock 























CAR LOADS OF ’EM! 
CARS 


TRUCKS 
PICK-UPS 


"Sis to 47s NEW-USED 


LARGEST DEALER 
ROSEN -NOVAK 


























Johnson, Rickard, and West, bers, front and rear. Will meet 
uctioneer New York state requirements. MID- 
A UDSON LET, INC., Pough- 


HUD: 
keepsie, New York. 


FOR SALE—Immediate delivery, new 
Chevrolet school buses 


AUTOMOBILE 
AUCTION 


28 MILES FROM CHICAGO LOOP 


Y% Mile East of Milinols State Line 
On Route 30 


EVERY FRIDAY 11 A.M. 





c/o Automotive News, Detroit 26. 

NEW 1947 DODGE school bus, WF36S 
chassis, 48 , 
List $3,793. For 













BUSES BUSES 


USED YELLOW 
COACHES 


1986 and 1988, Model 728, 32- 
passenger, good condition. Com- 
plete with tires, ready to drive 
away. Priced at $900 to $1,200 
each. 


DUTCH STEWART, Auctioneer 
Dyer Auto Auction 







Canton Barrel & Bag, Inc. 


SURPLUS COMMODITIES DIV. 
CANTON, OHIO 


Phone 38-9136 or L. D. 50 


SHEARER MOTOR co. 


©7256 Manchester 
ST. LOUIS 17, MO. 





Where You Can Always Find Fast 
Moving Merchandise at a Price 
6619 Euclid Avenue Phone HE. 0232 
Cleveland 3, Ohio 















WHOLESALE 
1947 AUTOS 


IMMEDIATE DELIVERY 
ALL MAKES AND MODELS 


SPECIAL PRICES TO QUANTITY 
BUYERS 


TRUCKS WANTED 
TRUCKS WANTED—We need late model 


used trucks. All types. Cash waiting. 
We go anywhere. Call Estebrook 7330 
or write to Fred Bedford, 534 No. Cicero 
Ave., Chicago 44, Illinois. 


TRUCKS FOR SALE 
1946 C50 AUTOCAR tractor and 30-foot 


AUTOMOBILE AUCTION 


EVERY THURSDAY AT 7:00 P.M. 


We are running between 50 and 75 cars 
a week; many late models. All buyers are 
cordially invited. 


Prompt attention given all inquiries. 







Alse Large Stock ef Convertibles 
and 1946 Cars 







IRVIN SACHS Dorsey refrigerated van. 31,900 actual 
If you come to nearest airport or train Orig! $9,000 
“Philadelghia’s Largest Used Oar Dealer’ station, notify us and our representative rifles at $6 408. Wire. ee, or all Fields 
will meet you. Sale held inside modern Motor Co., Inc., Pen la, Florid 






building. 
BURTON LIVESTOCK 






6—1945 REO, 5-ton L.W.B. chassis and 
cab. Excellent condition. Good rubber, 
new paint. $1,250 each. 20 Fruehauf 
Pontoon trailers. Assembled. Dual mud- 
grip tires. Practically new. $375 each. 
Madison Truck & Equipment Co., Jack- 
son, Mississippi. 












LIQUIDATION SALE—1 Trailmobile 30’ 
platform semi-trailer 1100x22 tires, single 
axle, 1 Trafilmobile 32’ platform semi- 
trailer 1100x22 tires, tandem axle. 1 Fed- 


eral 45M2 tractor 143” W.B., 1100x22 tires. 

LEO ADLER, INC. AUCTION TEST aces, Weer we rena 
Detiete-Piymeeth Dealers , tires. 1 Mack EF Rig truck, 16’ steel 
3000 Fenkel THURSDAY body, 5-man cab winch. 1 White WB14 

1 Miccks Enst of Liverneis 100% Ante Deale: Rig trock, 1¢° stest body, Suen, cab 
exce e, 

DETROIT 31, MICH. INDIANAPOLIS, IND. which te 1967. Full particulars and prices 

UN. 83-7400 915 N. Dilinols St. Lincoln 5383 te Machinery 


request 
Seueait, Ine, Box 1244, Atlanta, Ga. 



























[CLASSIFIED WANT AD DEPARTMENT. 


Toledo, Ohio | FoR SALE—i941 DeSoto radiator grilles, 





PARTS FOR SALE 
FORD PARTS—Many hard-to-get items. 
Orders filled same day. Write, wire, 
phone, Sweeney Auto Sales, 2534 Read- 
ing Road, Cincinnati, Ohio. 


$100,000 INVENTORY Ford parts. We 


Lima's Ford Dealer, Lima, Ohio. 


AS ITS—$1.48 value for 
19 cents in lots of 100 or more. Fits all 
Willys and Ford military jeeps and al! 
46 and °47 Willys civilian soaps; also 
fits Willys cars and trucks from ‘3 
through "42 models. All gaskets but head 
Willys products from ‘33 
through ’42 models. Each kit contains 14 
gaskets, including head gasket. Now only 
19 cents complete, F.O.B. Cincinnati. 
Send money order or will ship collect. 
Mail your order today. SCHOTT MOoO- 
TORS, INC., 2320 Gilbert Avenue, Cin- 
cinnati 6, Ohio. 


TEN THOUSAND CHEVROLET 
UPPER CONTROL PIN 


o 


UCKS FOR SALE 
194 .O.E. cab and chassis, 1 
wheelbase. Never used. Straight rear end. 
Delivered for $2,170, sacrifice for $1,995. 
Carl Dutro, 1008 Wheeling Ave., Zanes- 
ville, Ohio. Phone 6827. 


HOLMES WRECKERS — We have four 











clean used outfits available immediately. ASSEMBLY 
Three Traffic Kings and one hand oper- GUARANTEED QUALITY 
ated unit on trucks ready to go. Write, Samples Sent ier ties 

one, ire for details. Byrne Equipment Priced Conside: Below 
Sales, Cincinnati, Ohio. “5901 LINDEN 

PARTS WANTED PI o th LIND 
WE NEED a left rear fender for 1946 = 1008 Detrett 31 
Chevrolet 4-door sedan. Advise if you 
can furnish. The Flying Dutchman, Inc., 

Madison & 17th 8ts., Toledo, Ohio. F oO R D 


WANTED—1i Ford T ri ring gear and pinion. 
1 Ford 1937 L. F. door, 4 dr. sedan. 
West View Garage, West View, Pa. 

M 1938 to 1941 t and Hard-To-Get-Parts 
rear fenders for Ford and Sevoary. Air 


mail us for shipping instructions. Bill — jaore RS 
Wilkinson, Box 116, Ocala, Florida. 1921 Jerome Ave. Bronx, N. Y 
A D— one 862408 De- Tr. 8-9430 


Soto overdrive unit. Wire if available. 
Alexander Motor Co., Corsicana, Texas. 
WANTED—Left and right front fenders, 
1939 Buick — Durkin Motor Sales. 
Westfield, 


PARTS FOR SALE 








OLDSMOBILE PARTS 
Most Complete Stock 
St. Louis County 


JOHN E. VOLLMER, INC. 
(Oldsmobile Dealer) 
Webster Groves 19, Missouri 


left and right. Lincoln-Miller, Inc., Har- 
risonburg, Va. 

SPECIAL! BRAND NEW, genuine Ford 
truck parts. Ring gear and Pinions com- 
plete No. 01T-4203A, $17.50, lots of 12, 
$15.00. Ring gear and pinions commercial 
No. 21C-4209B, $8.00; lots of 12, $7.00. 
Gear shift lever No. 01Y-7210, 75c. Pin- 
ions only, No. 01T-4609A, $4.00; lots of 
12, $3.25. Shaft No. 01-T-7061, $2.75. 
Mail orders promptly filled. Auto Sur- 
plus Co., 1426-32 Zuni St., Denver, Colo. 


WHOLESALE PONTIAC parts, large stock 
of hard-to-get parts, body and fender 
parts for all models. Fast service, lib- 
eral discount. Walter H. Schultz Pon- 
tiac, 16-20 Passaic St., Trenton 8, N. J. 








OLDSMOBILE 


PARTS AND ACCESSORIES 
Hard-to-Get Parts 
Orders Filled Day Received 
DISCOUNT TO DEALERS 
RUND MOTORS, INC. 
3725 Grand River Detroit 8, Mich. 
TEmple 1-3700 





AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation — Fort Wayne, Ind. 


ll A M Sale will be held at same old location in new 

enn heated building, only one block from Court House 
and Hotels. Call us for Reservations. Bring your cars or send 
them Monday, Monday Nite or Tuesday A.M. We never close... 
we are here to serve you. Our guarantee: You must be satisfied. 


FORT WAYNE AUCTION CO. 


(WEBSTER-MARKER MOTORS) 


Owners: CARL E. MARKER - DENZIL V. WEBSTER 
COL. CARL E. MARKER, COL. LEE DRAWHORN, Auctioneers 
324 W. MAIN ST. FORT WAYNE, IND. 


OHIO’S BEST 
AUTO AUCTION 


DEALERS ONLY 


Every Monday at 12 O’Clock Noon E.S.T. 


STARTING NOVEMBER 17th 


Rain or Shine — Hot or Cold 
INSIDE THE COLISEUM 
Fairgrounds — Ashland, Ohio 


On Rt. 42 Midway Between 
Cleveland and Columbus 


Come to Buy — Come to Sell 


Plenty of Free Parking Space 
Soft Drinks and Lunch in the Building 
AUSTIN ASHLAND SALES, INC. 


ASHLAND, OHIO 
Phone 1261 Main 
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sre Attention Used Car Buyers ! 


FORD PARTS shipped anywhere. Call, 

write, phone. Tranter-Williams Motors, 
Inc., 4016 Alliston Ave., Cincinnati 9, 

We Now Have a Nice Selection of Cars 

On Hand, Including Fords, Buicks, 

Chevrolets and Plymouths 


Ohio. Melrose 7275-6-7. 
OLDSMOBILE 
Models Range From 1937 to 1947 
Why Shop When We Can Supply Your Needs? 


And All General Motors 
PARTS AT WHOLESALE 
CALL OR SER 
HULL-DOBBS, INC. 


‘‘World’s Largest Ford Dealer’ 
1017 KENMORE BOULEVARD 
AKRON, OHIO 





















| 
WANTED! AT ONCE! 


| 1,000 Automobiles, Trucks and Pickups 













One of Missouri’s largest automobile and truck 
dealers. 

Write, phone, or wire “Hi Dollar Joe” at the Joplin 
Automobile Auction Co., at the Cross Roads of America. 


We have the best market in the world today. Every | 
Friday, we sell an automobile every minute. 


Saturday, Sunday, Monday, Tuesday, Wednesday 
and Thursday, they go mighty fast. 


If you have a new car or truck to sell and you don’t 
contact us, we lose a little and you lose a lot. 

Should you phone, always ask for “Col. Joe H. Bur- | 
trum,” owner and operator and manager. We keep six | 
buyers in the east at all times. There is probably one | 
in your territory now. You contact us and we will have | 
them contact you. | 





SELMI MOTORS, INC. 
LARGEST OLDSMOBILE PARTS 
DEPOT IN EAST 
3431 N. 15th St. Philadelphia, Pa. 

Telephone SA 


The WORLD’S Finest 


AUTO AUCTION 


FOR DEALERS ONLY 
Going at FULL BLAST Every 
















"SHOP EQUIPMENT FOR SALE 
FOR SALE—25 reboring bars, excellent 
condition, Storm, Van Norman, $150 
each. Two piston grinding machines, one 
Bear frame straightener. Lapiner Motor 
Co., Inc., Tel. 1182, Mason City, Iowa. 
SUN MOTOR TESTER, good condition, 
$325. Pharr Trading Post, Pharr, Texas. 


IMPROVED TURN TABLE 
Sturdily built, foolproof, built for show- 
room or outside use, runs constantly. 

SHOW YOUR CAR 
to its best advantage, either ‘‘top used 
car’’ or new model. Write for prices and 
details. 
HARRIS TURN TABLE CO. 
7862 Walnut St. Detroit 14 










TUESDAY & WEDNESDAY 


RAIN OR SHINE, SALE HELD INSIDE MODERN BUILDING 








JOPLIN AUTOMOBILE AUCTION CO. | 
1610 East 7th St. Phone 4600 Joplin, Mo. | 







“Pat” Patterson, Auto Auctioneer, Sells a Car 
Every 70 Seconds 


WE GUARANTEE EVERY CAR 
















AUTO EQUIPMENT FOR SALE 


TOW CHAINS—5/16”x16’ case-hardened, 
with hooks. $3.50 each. F.O.B. Trenton, 
check or money order. Arnold Sales Co., 
108 EB. Hanover 8t., Trenton, N. J. 


































Our reputation is your guaran- Call any bank or finance com- 
tee for HONEST, IMPARTIAL, pany in Indianapolis for ref- 
EFFICIENT SERVICE. erence. 


Sales Start 12 o’Clock Noon C.D.S.T. 


TRUCK & AUTO 
DEALERS 





Ford V-8-85 Rudieters 


WE HAVE 1937 TO 1947 V8 85 FORD TRUCK RADIATORS 
79T - 81T - OIT - 21T and 59T 


IMMEDIATE DELIVERY 


These radiators are rebuilt from new Army surplus 
tubular cores. ‘“‘The best money can buy.’’ 


LIST PRICES COMPETITIVE — 30% DISCOUNT 
MAIL — PHONE — OR WIRE 












Prompt delivery on auto and truck 
wreckers complete, winch, boom, cable, 
body and accessories. 3-ton, 5-ton and 
larger for your car and truck wreck- 
ing. 

Write for truck and car DEALER 
DISCOUNTS. Distributors wanted in 
key areas. 
















STUART & RAMP, INC. 


1011 N. Pennsylvania St. Riley 8781 
INDIANAPOLIS, INDIANA 










































SUMMIT CITY RAD WRITE 
701-715 Barr ~ \DIATOR WORK S, ING. Auto Truck Equipment Co. 
= eS 8300 Lyndon Ave. —_—_ Detroit 27, Mich. 








TOW PILOT—$17.50 


* 

ADAPTOW COUPLERS 
(For Tow Pilot) Per Set, $7.50 
- 

RED ARROW BARS—$42.43 
1947 Model with Guide Cables 
Approved by ICC 
+ 











NASH PARTS 


Large Stock of Mechanical and 
Body Parts in Stock 






EVERY THURSDAY—12 NOON 
WHOLESALE ONLY 


AUTO AUCTION 


(For Dealers Only) 






















We have sheet metal parts for late model cars. 






1947-48 Model 
AUTOMATIC TOWBAR with 
BRAKE HOOK-UP 
and Controlled Steering 
GUIDE CABLES 
Complete $49.50 














AT EARL A. SCHOTTS 

2300 READING ROAD CINCINNATI, OHIO 
Tel.: Maine $112, Woodburn 3060 

Auctioneer: Pat Patterson 






Out ef town orders filled the same day. 











25% Discount to Dealers and Garages 










NASH CENTRAL MOTORS INC. 
8705 Carnegie Ave. 














Tow Bar Sales Company Cleveland, Ohio 


Factory Distributors 
100 So. Clinton St. Chicago 6, Ill 


WORLD’S FINEST 
GIGANTIC AUTOMOBILE 


-AUCTIONS- 
(FOR DEALERS ONLY) 
Every Tuesday at 12 Noon 
If it’s low mileage, clean cars you want, you can “load up” at 
ED HOUGH’S 


AUTO AUCTION SALES 
Shipping Arrangements Made on Request 
$900 North Broad St. Philadelphia, Pa. 










WILL TRADE 


STEWART-WARNER HEATERS. Parts 
jobber in need of car for personal use 
will exchange equal amount of heaters 
at dealer’s price, $19.25 each, for new 
car at regular retail price. Will deliver 
heaters and pick up car at your door. 
Graeme 775 Service, Gulfport, Miss. 


ANTIQUE CARS FOR SALE 


IMMEDIATE DISPOSITION. Very rare 
OAKLAND ‘'40"’ roadster 1910. 1946 
tires. Rebuilt engine. Being restored. 
STUDEBAKER Flanders Touring. Will 
go anywhere ‘‘as is.’’ Restorable. MIL- 
BURN Electric, 1918, very good except 
batteries. MG charging set included. Any 
or all. Lee Oldfield, Mooresville, Indiana. 


ACCESSORIES FOR SALE 


INDIVIDUALLY TAILORED auto seat 
covers for 1936 to 1948 cars in woven 









NEW SUBSCRIPTION ORDER 


Send Automotive News to Address Below 
for One Year $6 UC or Two Years $10 0 
for which check is attached 0) or send bill 0 


AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 






































plastic, Target twill silk, Textilene Sun- 
sure fibre, gabardine twill. Prompt de- 
livery. Perfect Fit Auto Seat Cover, Inc., 
1776 Broadway, New York City. 


MISCELLANEOUS 
FOR SALE—Chrysler-Plymouth neon sign, 
25 stainless steel letters, five transform- 
ers good as new. Original cost, $2,500. 
Priced at $250 F.O.B. our dealership in 
Detroit. Jimmy Collins Motor Co., 9200 TRAD po 
Conner, Detroit 13, Michigan. PR. 9200. | Deal Tr a Deal ON: 
ee Manufacturer 
FOR SALE—New Ferguson F-102 DF neon|! CaF er 0 - ee O O 


sign, invoice price, $249. Sacrifice, $200. Jobber Insurance Financial Supplier 
Fort Valley Motor Co., Fort Valley, Ga. ! O os . a 






AUTO AUCTION EVERY TUESDAY 


In the Heart of the Nation—Fort Wayne, Indiana 


12 O°CLOCK NOON—APPROX. 185 CARS SOLD LAST WEEK 
Buy and sell with confidence where your price is our price. Our only 
guarantee is that you must be satisfied. Wire us for hotel reservations. 
Drive-away service to all parts of the nation. 


WEBSTER-MARKER MOTORS 
$24 W. MAIN ST. FORT WAYNE, IND. 
Col, Carl E. Marker and Col. Lee Drawhorn, Auctioneers 






























grinding and  wmetalizing. 
Hughes Motor Co., Inc., 800 
St, Lynchburg, Virginia. 
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THE | Of Oe SETS THE PRICE 


Iris THE BUYER, in the long run, who names the price he is able, or willing 
to pay for the goods he wants. Beyond a certain price, he balks. PROOF OF B. W. LEADERSHIP! 
That sums up one of the major problems confronting industry and business Fie ; et) 
: . es : ‘ ‘Mz In the structural field (electrical equipment, air con 
today. Increasing production and distribution costs are making it difficult to ditioning materials, fixtures, systems) Business Week 
keep many prices within the buyer’s range. dung Se font — 1947 ity vipatiianhargen 
Asa result, alert management is overlooking no opportunity to trim produc- aha ie Oe et hawowsiitiy lapeia 
tion and distribution costs...to make dollars spent for these purposes “work Pex: an ‘annie ih Miiciitalng 
harder.” And they are making progress .. . never before has the productive ae ee CT 
dollar been so efficient. ere ey ses 
Appropriations for distribution expense are getting an overhauling, too. .. 
Advertising is one of these costs, and advertisers are making dollars spent for E 
this purpose more productive by investing them where they will reach the a 
highest concentration of potential buyers. That is why so many advertisers 
whose products and services are sold to business and industry use the pages 
of Business Week. 
Business Week is read by men who make buying decisions . . . management 
men. Because Business Week is all business. No other audience compares with 
that of Business Week in concentrated buying power. 
When invested in Business Week, advertising dollars become more efficient 
... help the advertiser to keep distribution costs down. 
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